What’s the Wholeseler Business Really Like?........ Pg. 25 


The Newspaper of the industry 


Vol. 91, No. 5, Serial No. 1,645 


Reentered as second class matter October 3, 1936, at the post office at Detroit, Mich., under the Act of March 3, 1879. 


ND 
Saw ns 


issued every 4 londay ot ‘ 
450 West Fort St., Detroit 26, Micniga 


Established 1926 


Subscription Price, $6 Per Year (U. S. and Canada). 


Foreign: $10.00 Per Year. 
Trade Mark Registered U.S. Patent Office. Copyright 1960, by Business News Publishing Co. 


FDA Continues Supplies Wholesaler Sales Near 


Half Billion Dollar Mark Yearly 


Drive on Air 


Treating Devices 


WASHINGTON, D. C.—Crack- 
down by the Federal government 
against what it says are false 
claims in advertising and label- 
ing of portable air treating de- 
vices is continuing without letup, 
according to a spokesman of the 
Food & Drug Administration’s 
Bureau of Enforcement here. 

Thus far no manufacturer 
actually has contested the sei- 
zures, a fact which the bureau 
interprets as confirming its con- 
tention that the devices’ claims 
regarding health are unwar- 
ranted. 

There are indications, how- 

(Continued on Page 39, Col. 1) 


New Orleans Contractors 
Object to BBB ‘Warning’ 


NEW ORLEANS—Local air 
conditioning and refrigeration 
contractors reportedly were pre- 
paring law suits recently in 
answer to “unfair” newspaper 
advertisements appearing under 
the name of the Better Business 
Bureau. 

Under the heading “BBB 
WARNING,” the following ad 
appeared on two occasions in 
both New Orleans newspapers: 

“Serious complaints against 
(Continued on Page 88, Col. 4) 


Arw’: New Look’ ALL ABOUT WHOLESALING 


Marks 25th Year 


CLEVELAND —In the past 
year there has been much talk 
of the “New Look” of the Air 
Conditioning & Refrigeration 
Wholesalers association, and 
evidence is at hand that this 
group, the predominant organi- 
zation in the field of wholesal- 
ing air conditioning, heating, 
and refrigeration supplies, now 
celebrating the 25th anniver- 
sary of its founding, has a 
“new look” that can have a 
lasting impact on the general 
growth and the pattern of dis- 
tribution of the  industry’s 
goods. 

The ‘new look” is thought of 
primarily as that projected by 
the ARW as an association, but 
close observers of the field see 
that some new directions are 
also being taken in the indi- 
vidual business operations of 
those wholesalers who make up 
the membership. 

As an association function 
the “new look” is primarily a 
new promotional approach to 
sell the value of the functions 

(Continued on Page 22, Col. 1) 


Outside 


Basking In Profits 


What has Statehood done for 
the Hawaiian Isles? Plenty! 

Just a few short years ago 
many Hawaiians figured that 
their economy had been fished 
out—that, beyond agriculture, 
littke growth could be expected. 


Totally different mood pre- 
vails today. Hawaiians have dis- 
covered the plus values of diver- 
sification. Already manufactur- 
ing and services have outstrip- 
ped agriculture. 

Full employment is a fact of 
life here, and the future is as 
glowing as a sunset over Dia- 
mond Head. 

Hell-bent for election is an 
excitingly expanding “visitor 
industry.” Jet plane service and 
the publicity attendant to State- 
hood, have tagged tourism as 
being the current economic- 
supercharger. 

However, the 50th State 
needs diversification above and 
beyond tourism. Imported stuff 
is relatively expensive, and too 


By GEORGE F. TAUBENECK 
Learn to live and laugh —thus delay your epitaph 


Do 


much has to be freighted from 
San Francisco. 

The burgeoning fashion in- 
dustry, for example, has leaped 
forward fabulously, with en- 
thusiastic assistance of West 
Coast impressarios. 

Century ago prim New Eng- 
land missionaries covered the 
beautifully and happily free 
bodies of island nature girls 
with shapeless “Mother Hub- 


bards” (something like night- 
gowns). 
Hawaiian girls were not en- 


tirely bamboozled, however. 
They took bright prints and 
converted that basic “design” 
into those voluminous but tanta- 
lizing “muumuus” which fasci- 
nate tourists today. 

Ever since the “Mother Hub- 
bard” evolution, enterprising 
Islanders have been translating 
their easyfree way-of-life into 
colorful, comfortable, casual 
clothing which is being mar- 
keted successfully in the entire 
Western World. 

(Continued on Page 12, Col. 1) 
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Worthington Setting 
Up Parts Wholesalers 


HARRISON, N. J.— Worth- 
ington Corp. has begun estab- 
lishment of a group of author- 
ized independent parts whole- 
salers for its packaged line of 
equipment. 

“These wholesale parts dis- 
tributors will be strategically lo- 
cated in areas not covered by 
Worthington’s own field parts 
warehouses,”’ according to the 
company. “Upon completion 
there will be 10 such locations 
in the United States.” 

Already established and op- 
erating are parts and supplies 

(Continued on Page 39, Col. 2) 


Palmer Quits Making 


Evaporative Coolers 


PHOENIX, Ariz. — Palmer 
Mfg. Corp., Phoenix, a subsidi- 
ary of McCray Refrigerator Co., 
Inc., has discontinued the manu- 
facture of evaporative coolers 
and other production items, it 
was announced by J. W. Krall, 
McCray president. 

Krall said the primary reason 
for the action was McCray’s de- 
sire “to concentrate all of our 
attention toward the expansion 
of our commercial refrigerator 
business.” 

In an announcement mailed 
to Palmer distributors, Krall 

(Continued on Page 4, Col. 4) 


we 


Survey ShowsHow 
Functions Expand 


DETROIT—The air condi- 
tioning, heating, and refrig- 
eration supplies and equip- 
ment wholesaler stands 
today, after having been in 
the picture for just a little 
more than a quarter of a 
century, an important link in 
the chain of distribution that 
gets the products of the in- 
dustry to the ultimate user. 

This month of October, 
1960 marks something of a 


Although much of the edi- 
torial material in this issue is 
devoted to descriptions of 
business practices in the sup- 
plies wholesaling field, many 
of the ideas and methods 
discussed can have applica- 
tion in many other phases of 
the industry’s wholesale and 
retail operations. 


25th anniversary in the sup- 

plies wholesaling segment of 

the industry. In October, 
(Continued on Page 4, Col. 5) 


To Weather Condition 
A Complete Suburb 


WASHINGTON, D. C.—A 
$6,000,000 contract to weather 
condition a complete suburb— 
“first in the nation to be com- 
pletely air conditioned’’—and to 
supply kitchen and laundry ap- 
pliances for its homes was 
signed here recently by West- 
inghouse Electric Corp. and 
Levitt & Sons, Inc., Westing- 
house announced. 

Westinghouse will supply the 

(Continued on Page 4, Col. 1) 


Ford Warranty 
Now a Full Year 


DETROIT—Ford Motor Co. 
has announced that the war- 
ranty on all 1961 Ford automo- 
biles is being extended to one 
full year, or 12,000 miles, 
whichever comes first. Previous- 
ly, the warranty was for three 
months or 4,000 miles. 

This is significant to the in- 
dustry in that in the debate 
over the extended warranties on 
unitary air conditioning and 
refrigeration equipment, refer- 
ence is often made to the short 
warranty period on new autos. 
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Outside Salesmen with Station Wagons 
Help Firm To Speed Its Deliveries 


TRENTON, N. J.—Quick de- 
livery is an important policy 
followed by Jaeger’s Sales & 
Supplies, Inc., a parts wholesaler 
with two stores here, and Harry 
H. Jaeger, president, credits the 
policy for much of the firm’s 
success. 

Seven vehicles are used by the 
company to make deliveries. 
These include three trucks and 
four station wagons, the latter 
probably being the most impor- 
tant factor. 

Each of Jaeger’s four outside 
salesmen drives a station wagon, 
and with it can haul a consider- 
able quantity of supplies, in- 
cluding some fair-sized equip- 
ment. No stock is carried by the 
salesmen, however; they simply 


deliver goods that have been 
ordered. 

Obviously, the outside sales- 
men don’t sit around the store 
waiting for an order to come in 
so they can deliver it. They’re 
out making their regular calls 
on schedule and the special calls 
that come up occasionally. If 
there’s an order to be delivered 
in the area a salesman is calling 
on today, for example, he takes 
it with him in his station wagon. 

Generally, the salesmen try to 
call on each customer and pros- 
pect once a week. As a result, 
an order has to be received be- 
fore the day the salesman is 
working a particular area to let 
him deliver it. This would apply 
to routine rather than emer- 
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gency orders, points out Jaeger. 

Emergency orders are rushed 
out by one of the three trucks 
even though the firm has a de- 
livery schedule for the trucks. 
There’s no cut-and-dried rule on 
this, though, according to 
Jaeger. 

“Whether we make special 
trips or not depends on the size 
and importance of the order,” he 
explains. 

While this delivery system has 
worked very well for him, Jaeger 
is not advocating that every 
wholesaler should adopt it. 

“Remember that, unlike a 
wholesaler in the Middlewest, 
say, who may serve customers 
located 100 miles or more away, 
our territory is confined entire- 
ly within a 30-mile radius of 
our store. We can afford this 
delivery service, but a whole- 
saler with more widely scatter- 
ed customers may not be able 
to do so,” Jaeger recognizes. 


BELL & GOSSETT has re- 
cently introduced package 
liquid chiller air condition- 
ing units, powered by a 
natural gas-fueled engine. 
All parts in units, except 
motor, are manufactured by 
Bell & Gossett. 


CONTROL PANEL of new 


Bell & Gossett package ~ 

liquid chiller air condi- | 

tioning unit is shown at — = 
right. : 


LANOLIN SPRAYING 


roe 


COILING 


petent coppersmith and craftsman . 


em, 


Kensico’s friendly gremlin—Mister ““M’’—is an ace troubleshooter . . . com- 
. . hard taskmaster. Under his watchful 
eye, Kensico technicians exercise the utmost care in producing air conditioning 
and refrigeration tube. Each order processed by this busy department is pains- 
takingly filled to customer's exact specifications, Over the years, the spirit of 
Mr. ‘“M” has brought us many new customers and friends. Want to meet 
Mister Meticulous? The line forms to the right. Next! 


Kensieo Tuge 


COMPANY DIVISION 
Robinson Technical Products, Inc. 


MOUNT KISCO, NEW YORK 


STEAM CLEANING 


Bell & Gossett 


Bows Natural Gas 
Cooling Units 


MORTON GROVE, Ill. — Air 
conditioning and refrigerating 
units powered by natural gas- 
fueled engines are the newest 
development out of Bell & Gos- 
sett Co. here. 

The company announced that 
it is now making three basic 
cooling units for industrial and 
commercial use: a package liquid 
cooler unit for water cooling 
systems, a refrigeration con- 
densing unit series, and an 
engine compressor unit. 

“All three units are money 
savers because (1) the natural 
gas they use offers a low cost 
energy source in many sections 
of America and (2) ail parts, 
except the gas-operated motor, 
are made by one company—Bell 
& Gossett,” the announcement 
said. “This simplifies getting re- 
pair parts and reduces field 
maintenance to a minimum. 

“Also, all three new units 
operate more quietly because the 
gas motors they use create much 
less vibration than most motors 
do—and the less vibration, the 
less noise,” the company as- 
serted. 

“The liquid cooler unit is a 
complete cooling package, con- 


taining compressor, condenser, 
heat exchanger, centrifugal 
pumps, and evaporator. It’s 


completely enclosed in a rugged 
but neat steel frame and the 
whole unit is entirely automa- 
tic,” according to the manufac- 
turer. : 

“The refrigeration condensing 
unit series, compact and rugged 
in construction, includes 12 units 
ranging in capacity from 71% 
tons to 150 tons. Bolts are used 
in the construction of these 
units rather than welding to 
simplify maintenance. 

“The new engine compressor 
unit has an infinite modulation 
range, from 1,800 to 1,200 rpm. 
Its lubrication supply oils the 
unit for 2,000 hours—a full 
season’s operation without re- 
filling.” 

The package liquid cooler will 
make an appearance this fall at 
the “Festival of Flame” exhibit 


Kensico Products are also available through Warehouse Distributors and Sales Representatives in Cambridge, Mass.; Middlebury, Conn.; 
Buffalo, N. Y.; Lindenhurst, N. Y.; Goshen, N. Y.; Roselle, N. J.; Philadelphia, Pa.; Flourtown, Pa.; Pittsburgh, Pa.; Cleveland, Ohio; Detroit 
Mich.; Chicago, lll.; Evanston, ill.; St. Louis, Mo.; Milwaukee, Wisc.; Durham, N. C.; Ft. Lauderdale, Fia.; St. Petersburg, Fla.; Dallas, Texas. 


in Atlantic City, N. J., Oct. 9. 
This will be a 60-ton capacity 
package water cooler. 
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Shreveport Issued Meetings of Supplies Wholesalers, 
Contractors Ease New Orleans Tension 


130 Permits for 
Cooling In Aug. 


SHREVEPORT, La. — The 
city’s Air Conditioning Dept. 
issued 130 permits during 
August for a total equipment 
and installation cost of $207,- 
829, it was announced by Clyde 
Juneau, air conditioning mange 
tor. 

During July, 72 permits were 
issued, with total equipment 
and installation cost being 
$134,230. August permits were 
broken down as follows: 

Residential: year-round air 
conditioning and heating—25; 
air conditioning—8; heating— 
48; replacements—8. 


NEW ORLEANS—Local air 
conditioning and refrigeration 
contractors, and supplies whole- 
salers are settling their dis- 
agreements amicably with a 
schedule of monthly meetings. 

Announcement of the pro- 
gram of get-togethers followed 
by a month picketing of a local 
supply house which contractors 
had charged with unfair busi- 
ness practices. 

Purpose of the meetings is to 
swap complaints and suggestions. 

Heading the delegation of 
suppliers at the conferences will 
be Chester Keating, sales man- 
ager of Mechanical Supply Co. 

Among others, contractors 


Master Refrigeration & Air 
Conditioning Association, and 
the Louisiana Refrigeration & 
Air Conditioning Contractors 
Inc., and Ralph Tebbe, presi- 
dent of the Air Conditioning & 
Refrigeration Trades Assn. 


The first meeting was held 
Sept. 20. A second special meet- 
ing was set for the week of 
Sept. 26, at which time regular 
dates were to be planned. 


In addition to Mechanical 
Supply, firms represented at 
the initial meeting included 
Standard Brass & Mfg. Co., 
Acme’ Refrigeration Supplies 
Inc., Enochs Sales Co., Inc., 
Flick Supply Co., Budlock Re- 


Universal Cabinet 
To Display at 
Dairy Exposition 


ST. LOUIS — The Universal 
Cabinet Div. of Universal 
Metal Products Corp. will dis- 
play 13 models of refrigerated 
cabinets, including three new- 
comers to the Universal line, at 
the 1960 Dairy Industries Expo- 
sition in Chicago Amphitheatre 
Oct. 31-Nov. 5. 

To be displayed for the first 
time by Universal will be its 
new multi-unit “endless” cabi- 
net, which is 8 ft long and de- 
signed for use both as a single 
unit or in an “endless’’ combi- 


nation of any number of units. 

Other new models are a com- 
pletely redesigned version of 
Universal’s AG-70 automatic de- 
frost cabinet and the new AVC- 


Borg-Warner Expands 
Electronics Activity 


CHICAGO — Borg-Warner 
Corp. announced that it has ex- 
panded its activity in the elec- 
tronics field by establishing a 


Philadelphia-based _ subsidiary, 
Omnitronics, Inc. 
Robert S. Ingersoll, Borg- 


Warner president, stated that 
Omnitronics will specialize in 
space electronics equipment, 
digital communications, data 
handling systems, and communi- 
cations terminal equipment. 
Herman Epstein, former vice 
president and director of en- 
gineering for Tele-Dynamics, 
Inc., in Philadelphia, has been 
named Omnitronics president. 
Joseph B. Elliott, president of 
the York Div. of Borg-Warner, 
will be chairman of the board 


Commercial: year-round air will be represented by Philip J. frigeration Supply Co. Inc., and while maintaining his post as 
conditioning and heating—6; Thompson, president of the Nola Sales, Inc. 80, an angle-view cabinet. chief executive officer of York. 
air conditioning—3;  replace-< 


There is BUILT-IN SATISFACTION 


ments—2. 

Alterations and/or additions 
—27. Refrigeration—3. 

Largest commercial permit of 
the month was_ issued _ to 
Arkansas-Louisiana Gas _ Co., 
amounting to $20,500 to install 
air conditioning and heating for 
the Women’s Department Club. 
Largest residential permit was 
issued to B. Segall Co. for a 
$5,000 air conditioning and 
heating installation. 


Wagner Starts 
Motor Production 
At New Plant 


BRINKLEY, Ark. — Wagner 
Electric Corp., St. Louis, an- 
nounced that production of 
standard fractional horsepower 
motors has started at its new 
manufacturing plant here. 

“The modern’ one-story, 
90,000-sq ft building was de- 
signed for a _ continuous-flow 
layout of machines, assembly 
lines, and testing equipment, to 
enable the company to increase 
production to meet the growing 
demand for its small motors,” 
the announcement said. 

The new plant was dedicated 
on July 28, following a parade 
through downtown Brinkley. A 
ribbon cutting ceremony and 
dedicatory speech by George W. 
Brown, president of Wagner 


Electric, officially opened the 
plant. 
Contractual arrangements 


with Wagner Electric and the 
builder, Kelley-Nelson Construc- 
tion Co., were handled through 
the offices of the Brinkley Indus- 
trial Development Corp., headed 
by its president, James B. Sharp, 
who was supported and assisted 
in the effort by the Brinkley 
Chamber of Commerce Indus- 
trial Committee. 


2 Join RACCA 
In Fresno, Calif. 


FRESNO, Calif.—-Two new 
members have joined the Refrig- 
eration & Air Conditioning Con- 
tractors Association here, Presi- 
dent Nat Leas of Conditioned 
Air has announced. 

They are: Frank Hudson, Inc. 
and Grant’s Refrigeration. 

A training program for refrig- 
eration and air conditioning ap- 
prentices has been established. 


in the COMPLETE PEERLESS Line 


For every type of refrigeration application there is a Peerless Product. 
Many have exclusive features of design and construction responsible 
for a high constant B.T.U. capacity rate and greater ease in installation. 


Deluxe ‘‘Power Pack’’ 


Slope Front 
Unit Cooler 


Mullion Unit Cooler 


Half Dome 
Unit Cooler 


Flash Cooler 
and Fin Coils 


Standard and Low 
Temperature Unit Cooler 


“Universal-K” 
Evaporator 
and Condenser 


Unit Cooler 


Twin “Power Pack” 
Unit Cooler 


Standard ‘Power Pack” 
Unit Cooler 


CHILL-A-TRON 
Packaged Liquid Chiller 
2 to 2242 HP. 


In Peerless you not only satisfy your customers’ needs in coils, but you 
also give the extra advantages found only in Peerless Products, the 
result of 48 years’ experience in manufacturing coils of all types to- 


gether with exclusive features of design and construction. These fea- 
tures mean continuous satisfaction year after year because of a constant 


B.T.U. capacity rate. 


quotation. 


CONCEAL 


or Refrigerant 


The manufacturer or contractor who specifies and uses Peerless builds 
business on the firm foundation of customer satisfaction. At no other 
time in history has industry shown such a marked preference for Peerless 
air conditioning and refrigeration coils. 


May we have the privilege of sending you catalogs and price lists? 


MANUFACTURERS NOTE: 
Send us blueprints of your evapora- 
tor and condenser requirements for 


Please indicate delivery 


requirements. 


x 
for Hot + Chilled Water 


PEERLESS of AMERICA, Inc. 


Manufacturers of Refrigeration and Air Conditioning Coils Since 1912 
5800 N. Pulaski Road, Chicago 46, Ill. 
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‘Weather Conditioned Suburb’ -- 


(Continued from Page 1, Col. 5) 
heating, air conditioning, and 
appliance products for the 
4,500-home Belair suburb the 
Levitt organization is building 
on the Woodward estate in 
Maryland, between Washington 
and Baltimore. The first ex- 
hibit home will be open for pub- 
lic inspection Saturday, Oct. 8. 

Signing the contract in a spe- 
cial ceremony here were William 
J. Levitt, president of Levitt & 
Sons, and Chris J. Witting, 
Westinghouse vice president, 
consumer products. 

“For the first time,” Levitt 
said, “our residents will now 
have completely manufactured 
interior weather the year 
around. Air conditioning is 


necessary almost every place in 
the United States today, but in 
the Washington-Baltimore area, 
it is an absolute must. A house 


here requires cooling in the 
summer just as much as heat- 
ing in the winter.” 

The heating and air condi- 
tioning equipment will be sup- 
plied by the Westinghouse air 
conditioning division with head- 
quarters at Staunton, Va. 

George S. Jones, Jr., manag- 
ing director of the Air-Condi- 
tioning & Refrigeration Insti- 
tute, hailed the plans to install 
central air conditioning in all 
of the homes in Belair. 

He said the plans “mark a 
definite ‘break through’ for cen- 
tral residential air conditioning, 
which has heretofore been re- 
garded by many as an item in 
the so-called luxury bracket. 

“The fact that many of these 
fully air conditioned homes will 
sell for as little as $14,990, com- 
plete, is pretty good proof, we 
think, that central air condi- 
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tioning definitely is not a luxury 
item. 

“In addition to this,” Jones 
continued, “we believe that the 
fact that the builders selected 
equipment certified under the 
ARI Unitary Air Conditioner 
Certification Program is a mile- 
stone. It is an indication that 
the industry’s program to rate 
its equipment as to capacity 
and performance is being felt. 

“We are gratified to know 
that every piece of unitary air 
conditioning equipment to be 
installed at Belair will bear the 
ARI seal of certification.” 


While a refrigerator, electric 
range, automatic washer and 
dryer will be standard equip- 
ment in all homes at Belair, 
more deluxe models will also in- 
clude an automatic dishwasher 
and a waste disposer. 

Levitt emphasized that the 
stated purchase price of each 
house covers everything on the 
lot, including the closing costs. 


Palmer Quits - - 


(Continued from Page 1, Col. 4) 
said all inventories and accounts 
receivable are under the super- 
vision of International Metal 
Products Co. of Phoenix, “a 
company well known in the 
evaporative cooler industry.” 

He added that International 
Metals will assume the warranty 
obligations of Palmer and will 
continue to fill orders for parts 
and other Palmer items. 

Krall also announced that 
Bob Abbott, formerly vice presi- 
dent of Palmer, is now associ- 
ated with International Metal. 

McCray purchased the Palmer 
plant in 1952 from Oscar C. 
Palmer. Palmer’s father, the 
late Andrew Palmer, began the 
operation in 1909 when he set 
up a sheet metal shop. Last 
year, Palmer Mfg. reportedly 
built 125,000 “Sno-Breeze”’ and 
“Palmaire” coolers. 


Wholesaler Survey- 


(Continued from Page 1, Col. 5) 


1935 there was founded in 
Detroit an association of 
such firms that has had a 
continuous’ existence and 
which is now known as the 
Air Conditioning & Refrig- 
eration Wholesalers, and 
which is a principal associa- 
tion of establishments in this 
field. Thus, this issue of the 
NEWS is a “salute to the sup- 
plies wholesaler” and pre- 
sents: a picture of the 
amount of the industry’s busi- 
ness accounted for by such 
wholesalers, the methods he 
uses in serving his customers, 
and some of the history and 
significant current trends of 
this segment of the industry. 


500 to 600 Firms 


Compresso, floo 
Protection 
is now 
Standard 
*qvipmen: 


d-back 


COMPLETE CIRCUITS IN ONE COOLER 


arrangement is also valuable because it provides stand- 


Another example of B&G creative engineering! 

The B&G Package Liquid Cooler is now available 
with two complete refrigeration circuits ...dual compres- 
sors, dual condensers and a single evaporator! It has a 
capacity reduction to 25 %—in stages of 100, 75, 50 and 
25°. All operative and safety controls are installed 


and pre-wired. 


An outstanding feature is the automatic lead-lag 
selector switch. In operation, No. 1 


motor and compressor handle the load 
until cooling requirements are satisfied 
or until No. 2 unit needs to be called 


into use. 


On the next starting, No. 2 unit picks 
up the load. Therefore each motor and 
compressor gets equal usage. This dual 


: 


by protection in case of emergencies. 

Remember, too, that all major parts of B&G 
““‘package”’ units are manufactured and guaranteed by 
Bell & Gossett Company ...one responsibility for sat- 


isfactory operation. 


Send for complete specification and application data 
on B&G Air Conditioning and Refrigeration equipment. 


c Oo M P 


BELL & GOSSETT 


A N Y 


Dept. GJ-47, Morton Grove, Illinois 


Canadian licensee: S. A. Armstrong, Ltd., 
1400 O'Connor Drive, Toronto 16, Ontario 


A FULL LINE OF REFRIGERATION AND AIR CONDITIONING "'PACKAGES"’ AND COMPONENTS 


B&G Evaporator 


Centrifugal Pump 


B&G Condenser 


Consensus is that there are 
between 500 and 600 supplies 
wholesalers of substance in 
business presently, operating 
between 1,000 to 1,100 outlets. 
A survey just made by AIR 
CONDITIONING, HEATING & RE- 
FRIGERATION NEWS, results of 
which are published in this 
issue, indicates that the “aver- 
age” annual dollar volume of 
these wholesalers is around 
$750,000. Thus, the total annual 
dollar volume of _ industry’s 
products done by this whole- 
saler group would range be- 
tween $400 and $500 million. 


Two Sources of Origin 


Origins of the supplies and 
equipment wholesalers are from 
two principal sources. The larg- 
est group, which includes those 
who are members of ARW, had 
origins as suppliers to the re- 
frigeration field. Virtually all of 
this group now handle air con- 
ditioning supplies, and a con- 
siderable number of them 
handle heating supplies. 

Most of the other supplies 
wholesalers had origins as sup- 
pliers of heating equipment, 
and some as plumbing supply 
houses. Practically all of this 
group handle air conditioning 
supplies, and some are offering 
refrigeration components. 


Most Handle Some 
‘Package’ Lines 


A majority of these wholesal- 
ers, according to information 
gathered in the NEws’ survey, 
handle some “package” or 
“unitary” lines of equipment, al- 
though there is a substantial 
minority that confines operat- 
tions to parts and _ supplies. 
While a number of the firms do 
a very substantial business in 
“package” lines, few of them 
handle such products on a fran- 
chised dealer basis. 

The supplies and equipment 
wholesaler has had, and will 
continue to have many problems 
as industry distribution trends 
continue to shift (an analysis 
of many of these problems will 
be found in the editorial and 
some of the stories in this 
issue). However, on the record 
the supplies and equipment 
wholesaler has been and con- 
tinues to be an important cog in 
the distribution of the indus- 
try’s products, and this issue of 
the NEws salutes him and tells 
the story of how he operates in 
today’s market. 
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Are Furnace Humidifiers 
Plumbing or Heating? 


DETROIT — Are furnace hu- 
midifiers a plumbing appliance 
or a heating appliance? 

That question has been tossed 
to the corporation counsel of 
the city of Detroit for an 
opinion. 

According to present city 
regulations, humidifiers are a 
plumbing appliance to be in- 
stalled only by shops holding a 
master plumber’s license. 

But heating contractors who 
have been installing them with- 
out a plumbing permit and are 
now being called to task by the 
city’s plumbing inspectors, have 
protested that furnace humidi- 
fiers are a piece of heating ap- 
paratus. Heating contractors 
should be allowed to install 
them under their heating per- 
mits, they maintain. 


How Refrigeration Supplies Get to Market 


Pick a good marketing area. Establish six refrigeration supplies wholesalers. How do 
the industry's major components and supplies get distributed? 

About $4.5 million is spent each year at the six wholesalers in one area sampled by the 
NEWS. The following table shows how 38 manufacturers of major lines used wholesalers to 
reach their share of this market. Involved in the analysis are nine lines of compressors, nine 
coils, five expansion valves, six driers, five controls, and four refrigerants. 

Coded tabulations under each numbered wholesaler indicate generally the relative im- 
portance to that wholesaler of duplicate lines, the exception obviously being condensing units 
where more than one line is carried to bracket the sizes needed. 


How 38 Manufacturers Distribute Through 6 Wholesalers 


Each different brand of a certain kind of product is indicated by a separate letter 
of the alphabet. 


Wholesalers 1 2 3 4 5 6 
Condensing Units . A-B Cc D E F-B-E-G H-I 
Cal. Soa. sank. A-B Cc D D-B-C B-E-F-C-G H-I 
Expansion Valves .... A B-C-D Cc E-B-D B A-D-E 
NE ear scttadieciytenss A B-C-D B-C E-B-C-D D-E-C F-A 
I airs eh ch ries eog A-B-C-D A-B A-C-B-D A-D-E-B-C D-B-A-C A-B-D 
Refrigerants .............. B-C-D B-C B-C B-C A-B-C-D B 


80% of Tenants Want 
Optional Conditioning 


Offered by Park Towers 


NEW YORK CITY — Avail- 
able as an optional feature at 
the Parker Towers apartment 
development in Forest Hills, 
Queens, air conditioning has 
been requested by over 80% of 
the residents of the $25 million 
trio of 21-story buildings, ac- 
cording to Jack Parker, builder. 

Parker said the majority of 
tenants who favor air condition- 
ing has requested two units per 
apartment. 

All bedrooms and living 
rooms in the 1,350-family sky- 
scraper apartment community 
are equipped with built-in air 
conditioning sleeves. Suites 
range from 214-room efficiences 
to seven rooms with four bed- 
rooms. 


New York State Law 
Requires Designation 
Of ‘Used’ Equipment 


ALBANY, N. Y.—A New 
York State law designed to pro- 
tect the purchasers of used ap- 
pliances and other equipment 
ment went into effect Sept. 1, 
State Atty. Gen. Louis J. Lefko- 
witz announced. 

Lefkowitz said he is now 
authorized to seek injunctions 
against dealers who do not in- 
form consumers that purchased 
items are either rebuilt or used. 

He said dealers are required 
to specify in advertising and 
other customer contacts that 
items “were actually used, re- 
built, or reconditioned.” 


Home Insurance Covers 
Air Conditioning 
Unit on Outside 


HOUSTON, Texas—A central 
air conditioning unit, even 
though located outside the 
house, is considered part of 
the building equipment and 
therefore covered by its home- 
owner’s policy, Cravens, Dargan 
& Co., insurance managers rep- 
resenting the Western General 
Insurance Co., declared in 
answer to a_ policy holder’s 
question. 

It would also be covered by 
the company’s fire insurance 
policies, the company added. 


Canadian Firms Names 
C. O. Cunningham 


LONDON, Ont., Can. — Ap- 
pointment of C. O. Cunningham 
as general manager of Refrig- 
eration Supplies Co., Ltd. has 
been announced by J. Sinclair, 
president. 

Cunningham replaces J. A. 
Cowan, who has accepted a posi- 
tion with another company. Re- 
frigeration Supplies is Canadian 
representative for Tecumseh 
Products Co., Ranco, Inc., and 
Temprite Products Corp. 


REPRINTS 
SELLING FOR PROFTT. 


By Frank Klein—Only $1.00 ea. 
Clip this ad and mail with your 
name and address to: Air Condi- 
tioning, Heating & Refrigeration 
News, 450 W. Fort St., Detroit 
26, Mich. 


“Your Prize Package! 


Ucon Brand Refrigerants— 
The Compact and Convenient Line 


for All Refrigerant Needs Yo 
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Latest Word from Ucon IKE: 


Ucon Brand Retrigerants come in just three popular sizes... 
and only one type of easy-to-use cylinder per size— 


a boon to all who like things convenient, 
effective and uncomplicated! 


GREAT FOR SERVICEMEN! Specify Ucon Refrigerants in 
the 10-lb. and 25-lb. Ring-Top cylinder — the original, 
handy cylinder that uses its head to make your job 
easier. Carries easier, stores easier, stands inverted by 
itself while you use it. Ring-Top cylinders have the new 
convenient handwheel valve that saves time on the job, 
too. And all Ucon Refrigerants—in 104b., 25-lb., or 145- 
lb. cylinders—are readily available from your wholesaler 
when you need them ... as much as you need. No prob- 


Ucon Refrigerants—the COMPACT and CONVENIENT Line—for 
@ top quality product @ easy-to-use cylinders « “ Feemeperyes service 


2 > leon 


BRAND 
Co 


PP Ug See ama a 


the job! 
GREAT FOR WHOLESALERS! With 


keeping for cylinder returns is 


UCON Brand Relrig. ore factured by 

UNION CARBIDE CHEMICALS COMPANY — Division of Union Carbide Corporation 
270 Park Aveave, New York 17, N. Y. 

Exclusive Sales Agent to Air Conditioning ond Refrigeration Wholesalers 

ANSUL CHEMICAL COMPANY, Marinette, Wisconsin 


UCON and UNION CARBIDE ore registered trade marks of Union Corbide Corporation ms 


Be 


lem of inadequate inventories of the size you need for 


Ucon Brand Refriger- 


ants, inventory problems are minimized, valuable floor 
space saved. No need to carry more than the three popu- 
lar cylinder sizes to satisfy customer request. Record- 


easy, too. For all the 


refrigerants you need with all the back-up you want, 
carry Ucon Brand Refrigerants! 


> exclusive sales agent 
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For air conditioning 
and refrigeration... 


Copeland has 
what it takes! 


most complete product line 


From \% H.P. Copelaweld Space-Savers to rugged, compact 30 H.P. Copelametics, 
there’s a Copeland motor-compressor for nearly any application. If your need is for 
condensing units, choose air, water or suction-cooled models... 4% H.P. through 


10 H.P. Copeland has what you want in truckload lots or single replacement 
products, thanks to... 


continent-wide distribution 


From ocean to ocean... wherever equipment is installed, there’s a Copeland whole- 
saler nearby. He stocks what you need ... he’s ready to deliver when you need it. 
Each of 145 full-line wholesalers maintains inventories balanced to the needs of the 
area. Each one acts on a phone call in minutes because Copeland and your Copeland 
wholesaler believe in... 


sales follow-through 


Whether for a special application for missiles or a single-room air conditioner, Cope- 
land and Copeland wholesalers offer the technical assistance that keeps customers 
satisfied. More than 30,000 refrigeration and air conditioning dealers and hundreds of 
equipment manufacturers buying Copeland products are testimony to the success 
of Copeland’s all-inclusive manufacturing, distribution and follow-through program. 


If you manufacture, sell or service refrigeration or air conditioning equipment, you'll find 
Copeland has what it takes to build and maintain dependability in products and profits. 


COPELAWELD 
Space Savers, 

Yq through % H.P. 
. . . Copelaweld 
welded hermetics, 
¥ through 5 H.P. 


SINCE 1978 


fLopeland 


REFRIGERATION /CORPORATION, 


Copeland salutes ARW — for 25 years of service to our industry 
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THESE COPELAND WHOLESALERS KEEP 
MORE THAN $3,000,000 IN COPELAND 
PRODUCTS at your fingertips 


ALABAMA Service Parts Co. * Temperature Supply Com * Thermal Supply Company 
t Refrigeration Supplies Distributor Melrose Park — Phone: Fillmore 4-0810 Great Falls — Phone: 26016 Austin — Phone: GReenwood 6-9143 
Birmingham — Phone: FA 4-6515 * Polar Supply Corporation NEBRASKA Thermal Supply Compan 
Hand Supply Company Peoria — Phone: 4-9245 * Dennis Supply bag | . 1 Beaumont — Aco “ae 3428 
Dothan — Phone: 4-3300 * Polar Supply Corp. Omaha 2 — Phone: JAckson 2277 Thermal Supply Com 
t Harris Supply Company Quincy — Phone: BA 3- ~ yg NEW = tog Corpus Christi — Phone: TUlip 30853 


Mobile 6 — Phone: 2-0541 
Nolin-Mcinnis, Inc. 

Montgomery 3 — Phone: 7323 
ARIZONA 
* Pacific Metals Company 

Phoenix — Phone: ALpine 8-7821 
a central Supply © 

entra ly Compa 

Fort Smith — Peano. "sunset 3-8155 
t Refrigeration and a Supply Co. 

Little Rock — Phone: FR. 4-6373 
CALIFORNIA 


* Gustave A. Larson Compan 


Rockford — Phone: ROcktord 3-0471-2 


* United States Electric Co. 


Springfield — Phone: 2-7759 
Rogers Refrigeration Supply Co. 
rbana — Phone: EM 7-6488 


INDIANA 


t Budlock Refrigeration Supply Co., Inc. 
3204 


Fort Wayne — Phone: Harrison 2241 


Evansville — Phone: HA 
* F.H. Langsenkamp Compan’ 


* Chase Supply Company 


* Melchior, Armstrong, Dessau Co. 
Newark 4.— Phone: HUmbolt 3-7040 

t Melchior, Armstrong, Dessau Co. 
Ridgefield — Phone: WHitney 3-9500 

NEW MEXICO 

* M&M. oes gia P= von Ad 
Albuquerque — CHapel 7-4191 

NEW YORK 

* Melchior, Armstrong, Dessau Co. 
Brooklyn 7 — Phone: Midway 7-2600 

* Meichior, Armstrong, Dessau Co. 

Buffalo 4 — Phone: MAdison 0272-3 


t Climate Supply Company, Inc. 

Dallas 26 — Phone: TA 7-5011 
t M&M Refrigeration Supply Co. 

El Paso — Phone: 3-2459 
t Tersco, Inc. 

Fort Worth 1 — Phone: EDison 2-6231 
* Thermal Supply Company 

Galveston — Phone: = — 
* Thermal Supply Compa 

Harlingen — Phone GArtield 3-5810 
t Thermal Supply Company 

Houston — Phone: CA 8-0341 


t Pacific Metals Co., Ltd. Gary — Phone: TUrner 6-1511 * Melchior Armstrone. Deseau C6. * Tersco, Inc. 
Los Angeles 22 — Phone: RAymond 3-5431 t F. H. Langsenkamp Company ite 8. Lubbock — Phone: FE 2-9458 
+ Pacific Metals Co. Ltd. indianapolis — Phone Melrose 6-4321 New York 16 — Phone: MUrry Hill 4-6080 Tersco, Inc. 


San Francisco 7 — Phone: UNderhill 3-5600 


CANADA 
* Refrigerative Supply Ltd. 
Calgary, Alberta — Phone: 92320 


* F. H. Langsenkamp Compan 


South Bend 22 — Pea. "central 38222 
* Budiock Refrigeration Supply 


Terre Haute — Phone: CR 3715 


* Meichior, Armstrong, Dessau Co. 
Syracuse 2 — Phone: GRanite 3-0161 

NORTH CAROLINA 

* Henry V. Dick & Co. 


Odessa — Phone: a 3 9458 
t Thermal Supply Com 
San Antonio — Phone Cito 5-7641 
* Climate Supply gh 
Phone: L 


e: Fi Asheville — Phone: 33652 Tyler — 

t R. &E. Refgn. & Heat. Specialties Ltd. f : : : PITS del 
Montreal, Quebec — Phone: HU 95361 White Refrigeration Supply, Inc. seg AP ahg —~ <n Tersco, Inc 

* R.&E. Refgn. & Heat. Specialties Ltd. i Davenport — Phone: 3-2744 * Noland Contoen, tne : Waco — Phone: 3-2432-3 
Toronto, Ontario — Phone: RU 7-1176 Dennis Supply Company Gases Phone: 6171 UTAH 

t Refrigerative Supply, Ltd. Des Moines — Phone: ATlantic 88579 t Pacific Metals Company, Lt 


Vancouver, B. C. — Phone: PAcific 4188 
* R. &E. Refgn. & Heat. Specialties Ltd. 

Winnipeg, Manitoba — Phone: WH 3-7576 
COLORAD 


* Gustave A. Larson Co. 


Dubuque — Phone: DUbuque 28926 


t Dennis Supply Company 


Sioux City 3 — Phone: 5-7637 


* Noland Company, | 
Raleigh — Phone: tite 43471 
* Henry V. Dick & Co. 
Wilmington — Phone: 37551 
Noland Company, Inc. 


Salt Lake City 4 — Phone: ‘DAvis 2-3461 
VIRGINIA 
t Noland Company, Inc. 

Newport News — Phone: 7-1241 


t McCombs Refrigeration Gunely Co. KANSAS ; re " * Noland Company, inc. 
Denver 17 — Phone: CHerry 4-6623 + Superior Supply Company - Henry VO Pay 6147 + pelar tok — Phone MAdison 2-6541 
CONNECTICUT Wichita 2 — Phone: Al st 2-3421 Winston-Salem — Phone: PArk 3-4396 efrigeration Supply 


* Melchior, Armstrong, Dessau 
Hartford — Phones: proces 2: 7200 


KENTUCKY 


t Brock McVey Refgn. Supply 


NORTH DAKOTA 


Company 
Richmond 20 — Phone: 3-2742 
* Noland Company, Inc. 


: : * Refrigeration Supply, Co., Inc. Roanoke — Phone: 45561 
and JAckson 2-7204 Lexington — Phone: 5-2514 loanoke : 

WASHINGTON, D. C. t $.W.H. Supply Company, Inc. Fargo — Phone: 2-3204 WASHINGTON 

* Melchior, Armstrong, Dessau Co Louisville 2 — Phone: JU 79287 OHIO t Thermal Supply Compan 


Phone: EXecutive 3-1218 


LOUISIANA 


* Williams and Company, Inc. 
Cincinnati 29 — = Phone 1-3000 


Seattle 1 — Phone: oileune 2-6100 


FLORIDA * Atlas Refrigeration Supplies, Inc. . * Thermal Supply Co., Inc 
* Graves Broward Co. Inc. Baton Rouge — Phone: 4-3746 Williams and Company, | Yakima — Phone: Gskeewt 2-9155 
Ft. Lauderdale * Thermal Supply Company « pvleweland 14 — rane, “Tah 1-5000 * Thermal Supply Co., Inc. 
* Baker Bros., inc. Monroe — Phone: 26155 Williams and Company, Spokane — Phone: FA 6-0412 
Gainesville +t Acme Refrigeration Supplies, Inc. Columbus 8 — Prone: "akminster 4-1623 WEST VIRGINIA 
* Baker Bros., inc. New Orleans 19 — Phone: CAnal 7676 t W. H. Kiefaber Company t Hiner Refrigeration Supply Co 
Jacksonville — Phone: 7-7414 * Thermal Supply, inc. sav ayton — Phone: Btwn 3-2192 Charleston 2 — Phone: s3i63 A 3-1493 
t Graves Refrigeration Company Shreveport Williams and Compan WISCONSIN 
Miami 38 — Phone: FR 1-2783 MARYLAND Toledo 12 — aed KLondike 8661 * Gustave A. Larson 


* Baker Bros., Inc. 


* Melchior, cones, Sore Co. 


OKLAHOMA 


Eau Claire — by oa ie "25405 


Orlando — Phone: 5-4671 Baltimore 1 — : SAratoga 7-6358 * Jones-Newby Supply Company * Gustave A. Larson Co’ 

* Graves Bros. Refgn. Supplies MASSACHUSETTS Lawton — Phone: Elgin sts. Green Bay — Phone: Emiok 5§-7433 
St. Petersburg — Phone: 7-3460 * Melchior, Armstrong, Dessau Co. Jones Newby Supply Co. of Tulsa, Inc. * Gustave A. Larson Cor 

* Baker Bros., Inc. Watertown 72 Muskogee — Phone: MU 76101 Kenosha — Phone: OLymplc 2-1873 


Tallahassee — ~— 2-1576 
t Graves Bros. Refgn. Supplies, inc. 


MEXICO 


Refrigeration Y Productors Industriales, S. A. 


t Jones-Newby Supply Company, Inc. 
Oklahoma City 3 — Phone: JAckson 5-3541 


* Gustave A. Larson Company 
Madison — Phone: ALpine 6-2686 


— Phi 7 Mexico, D. F. * Jones-Newby Supply Co. of Tulsa, inc. t Gustave A. Larson Company 
Butler Rel n. Supply Co. ots MICHIGAN enaann 3 — Phone: Gibson 77145 r Fens ye 1 eee BR 6-5638 
_ Jo stave A. Larson Company , 
esenna. “eee nteabengeie tea Poet spied * Peerless Pacific Company Oshkosh — Phone: STanley 3844 Write f or 
* Graves Refri eration, inc. + J. M. Oberc. | Eugene — Phone: Diamond 4-6203 id ones A. Larson ey technical 
Albany — Phone: HEmlock 2-7021 Detroit 3 — Phone: TOwnsend 9-6800 t Peerless Pacific Company J Wausau — Phone: 8-8118 bulletins on 
t Graves Refrigeration, Inc. t Lifsey Distributing Company Portiand 12 — Phone: ATiantic 8-511] ns 
Atlanta 12 — Phone Jackson 2-3755 te Bd oro ng Sa gy Dessau t Complete Stocking Who Copeland products 
* t idwest Refrigeration * 
eo ag HOA, 335 Grand Rapids . 4 — a, Ge 6-1517 Philadelphia — — y oat 7-1516 Branch of Complete Stocking ing Whlesier that fit 
* Baker Bros., inc. MINNESOTA 1 Williams and Compan our needs 
Brunswick . Refrigeration Wholesalers, Inc. Pittsburgh 33 — "Phone, CEdar 1-8600 ¥ » 


* Graves Refrigeration, Inc. 
Columbus — Phone: 3-5702 


Duluth 2 — Phone: RAndolph 7-5047 


t Refrigeration & Indus. Supp! te 


SOUTH CAROLINA 
* Baker Bros., Inc. 


* Graves Supply Co. of Macon Minneapolis 2 — renee. Ederal 2-8577 Charleston 
Macon — Phone: 2-5768-69 * oer Supply Co., t Noland conoamy, inc Inc. 
t Baker Bros., Inc. t. Paul 2 — Phones: capitol 2-3673 uy eolumbia — 3-7551 
Savannah — Phone: 4-5164 od CApito! 2-3423 Henry V. Dick & Cot inc. 
* Baker Bros., Inc. yee oat af ce ‘ name — Teen : CE §-0433 
Valdosta umbing esale a , Inc. 
ILLINOIS Jackson — Phone: 27623 Spartanburg — Phone: 3-2701 
* Polar Supply Corp. Motor Supply Company, Inc. TENNESSEE 
Bloomington — Phone: 4-9245 Meridian — Phone: 26135 t Noland Company, Inc. 
t Chase Supply Company MISSOURI Chattanooga — Phone: AMhurst 7-1284 


Chicago 28 — Phone: PUlIman 5-5125 
* Chase Supply Company 

Chicago 18 — — COrnelia 7-4836 
* Chase Supply Compa 

Chicago 22 — Phone: TAylor 9-3127 

* Chase Supply Company 

Chicago 21 — Pacha: HUdson 3-2713 
t Refrigeration Supply Jobbers, Inc. 

Chicago 39 — Phone: CApitol 7-1098 


t Superior Supply Company 


Kansas City 8 — Phone: BAltimore 13334 


t Authorized Refrigeration Parts Co. 
St. Louis 10 — — — 1-2773 


t Hoffman Supply Com 


Springfield 2 — Phone: 26711 


MONTANA 
* Temperature Supply Co 
Billings — Phone: 201 


1- 


2 


t Knoxville Refrigeration Supply Company 
Knoxville 17 — Phone: 4-2505 
t United Refrigeration Supply Compan’ 
Memphis 1 Phone: JAckson 5-3788 
t J. B. Thomas Company, Inc. 
Nashville 3 — Reena, 42-6391 
TEXAS 
* Jones-Newby Supply Company 
Amarillo — Phone: DRake 2-9292 


FAMOUS 
COPELAMETIC 

MOTOR- 
COMPRESSORS 

. . air-cooled, 
water-cooled, 
suction-cooled . . . 
1/4 through 10 H.P. 


BELT-DRIVEN CONDENSING UNITS 
. . aif-cooled and water-cooled 
. Y4 through 742 H.P. Also 
combination and truck-type units. 


COPELAMETIC WATER-COOLED 
CONDENSING UNITS . . . new, 
compact design ... ¥% through 
7% H.-P. Also combination air 
and water-cooled units. 


NEW, LARGER MOTOR-COMPRESSORS 
.. four and six-cylinder 
Copelametic accessible 


COPELAMETIC AIR-COOLED 
CONDENSING UNITS... new compact 
design... % through3 H.P.... 

for trucks and other applications. 


. 
oO h 4 oO hermetics ....7% through 30 t.P. 


Manufacturers of performance-proved motor-compressors and condensing units for air conditioning and refrigeration 
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Ernie Tramposh Believes 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


Wholesalers Can Convince OEM’s: 
‘Distribute Replacement Parts Through Us’ 


By Frank 


KANSAS CITY, Mo.—This is 
an interview with E. L. (Ernie) 
Tramposh, president of Refrig- 
eration Equipment Co. here and 
past president of ARW, who is 
well known across the country 
for his successful operation and 
for his outspokenness on prob- 
lems concerning the supplies 
wholesalers. 

NEWS: We keep hearing, 
from some manufacturers and 
a few wholesalers, that the role 
of the wholesaler is vanishing 
both by default and because of 
industry trends. (See editorial). 

TRAMPOSH: It seems to go 


TECUMSEM 


o aon F A  ¥ 


P RO D 


J. Versagi 


in cycles. Wholesaling seems to 
grow strong, then to weaken a 
bit, then grow strong again. 
New products, new manufactur- 
ers, business conditions are 
some of the factors which con- 
tribute to this fluctuation. Ba- 
sically, though, there is no 
doubt that the wholesaling 
function is a valid one which 
can most effectively be filled by 
people like ourselves. 

We must constantly sell our- 
selves, however. Perhaps too 
many of us feel that because 
the function is there it will in- 
evitably fall to us to perform it. 


Now is the time, I feel, for us 
to approach original equipment 
manufacturers and convince 
them that wholesalers are 
easily the most efficient and eco- 
nomical outlets for their re- 
placement and service parts. A 
manufacturer’s distributor 
never makes money on parts 
and service; it is established to 
make sales. 

NEWS: Can you be more 
specific ? 

TRAMPOSH: Recently, an 
institution in the city had occa- 
sion to need replacement of a 
7¥%-ton compressor. The local 
distributor had none in stock, 


and the cost of getting one 
from the factory would have 
been $960 to the institution. 
We were approached and could 
provide a substitute compressor 
for about $350. The customer 
finally bought a complete new 
package for about $1,500 and 
discarded the original equip- 
ment. 

Now, had this manufacturer 
authorized a local wholesaler to 
stock and handle its replace- 
ment parts, service would have 
been faster and less expensive 
for the customer, and the 
manufacturer would not have 
made an enemy as he did in this 
instance. 


What about Cost 

To Manufacturer? 

NEWS: What about the cost 
to the manufacturer of doing 
this type of business through a 
wholesaler, rather than through 
his distributor? 


TRAMPOSH: It can _ save 
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it this call is from you... 


YOU 
STAND 


nad 
————— oa 
<u. aid 4 Why? Because the Tecumseh Wholesaler who picks up the phone 


has the background, the products, and the extra incentive to give you 


better service. In the first place, his association with Tecumseh exposes him 


to much more diversified field applications. The more than forty million 
Tecumseh compressors currently in service is your guarantee that the 
wholesaler is more apt to be fully familiar with your particular problem. 
He maintains an inventory of compressors and highsides based reliably on 
local replacement needs as well as on new installation potential. You can 
be confident that there will be no compromise to exactly matching your 
compressor requirement . . . Tecumseh has more model variations than 


any other manufacturer for this very reason. And, when it comes to un- 


usually exacting performance in a new application, there are many 


advantages to specifying Tecumseh which your wholesaler can tell you 


about. Why not call him now and test the results for yourself? 


u CTS 


FOREIGN OPERATIONS DIVISION: Tecumseh, Michigan 


MARION, OHIO 
TECUMSEH, MICHIGAN 


CANADA: fecumseh Products of Canada, Limited, 1667 Dundas St., London, Ont. 


them money while making a 
profit for the wholesaler. For 
example, I was able to show one 
OEM that to handle a specific 
part cost him much more than 
does getting the same part to 
the trade through us, even with 
a profitable margin for us. 

Then there is the advantage 
of our being able to scrap some 
low price items without ever 
having to send them back to the 
factory for handling, something 
like a relay, say. 


What Happens When There 
Are Several Wholesalers 


NEWS: What happens when 
there are several wholesalers in 
a marketing area? 

TRAMPOSH: Each manufac- 
turer picks the one who he 
thinks will do the best job for 
him and gives him an exclusive; 
there certainly would be no 
justification for duplication. 

The word duplication brings 
something else to mind. Many 


© of the component parts on ori- 


ginal equipment are really 
standard parts. But the differ- 
ent part numbers makes it diffi- 
cult to know this, resulting in 
some duplication of stocking. 
Another item: there is no 
standardization of the physical 
size of capacitors having the 
same ratings. Here, too, the 
part numbers are frequently 
different for identical items. 


5-Year Warranty 

NEWS: In the past, you have 
on many occasions commented 
on the five-year warranty. Can 
you summarize your current 
thinking on this? 

TRAMPOSH: The way things 
are, the customer, the user of 
equipment, is not getting the 
protection he is paying for. 
Look at what has happened to 
owners of units whose produc- 
ers have gone out of business; 
they have nowhere to go to get 
the protection they thought 
they purchased. 

NEWS: How do you handle 
warranty ? 

TRAMPOSH: We use the in- 
surance program for the ex- 
tended warranty. Like some 
other wholesalers, we provide 
compressor testing equipment 
for our accounts and this lowers 
our insurance premium 10%. 

NEWS: Do you think your 
method, the insured approach, 
is the best way to handle the 
extended compressor warranty ? 

TRAMPOSH: It certainly is 
an improvement over some older 
methods, but it still results in 
a lot of paper work and han- 
dling. I think the best way to 
handle warranty is to sell the 
user an insurance policy which 
covers him only and _ which 
doesn’t involve either the manu- 
facturer or the wholesaler. 

It would work like any other 
form of protection: the cus- 
tomer would have done what- 
ever needed doing and pay for 
parts and service, then get re- 
imbursed by the insurance com- 
pany. I believe there are a few 
such policies being worked out 
now. 

NEWS: You mentioned that 
your volume has stayed fairly 
level, but that your net profit 
has increased slightly. Is this a 
case of applying business know- 
how? 

TRAMPOSH: I _ sometimes 
wish I could start all over 
again and apply the business 
sense I have accumulated. It 

(Continued on next page) 
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Air Conditioning, Heating & Refrigeration News, October 3, 1960 


Peter Askew Contends 


Handling Limited Number of Brands Allows 


Wholesaler To Serve Better, Limit Inventory 


By Phil B. Redeker 


LOS ANGELES—At the an- 
nual meeting of the ARW three 
years ago, in a discussion of 
the questions of the supplies 
wholesaler handling product 
lines on an exclusive or semi- 
exclusive basis, and of adding 
any new lines that might come 
into the field, Peter H. Askew, 
Thermal Products, Inc. Los An- 
geles, declared it to be his belief 
that it has become impossible 
for the wholesaler to “handle 
everything” and that such an 
establishment can better serve 


Tramposh - - 


(Continued from preceding page) 
takes more than knowing refrig- 
eration to be _ successful. It 
takes awareness of common 
rules of thumb, like the one 
about turning over your inven- 
tory four times. 

If the wholesaler calculates 
correctly and buys and sells in 
amount which permit him to get 
the best purchase and selling 
price, he is in much better 
shape than if he does his busi- 
ness in bits and pieces without 
thoughtful analysis. 

One mistake newcomers make 
is to go into business with, say, 
$10,000. To do a good job takes 
several times that in inventory; 
then you need money for oper- 
ation. Today it is generally true 
to say that it takes more invest- 
ment to get the same volume 
than it did 10 years ago. 


What about Heating 
Wholesalers? 


NEWS: What about the in- 
creasing number of heating 
wholesalers who are beginning 
to handle air conditioning and 
therefore taking on _ refriger- 
ants, valves, and the like? 

TRAMPOSH: This is some- 
thing we are going to have to 
find a solution for. Basically, of 
course, our feeling is the same 
toward this as toward a short 
line refrigeration wholesaler. 
We don’t feel it is quite right 
for someone to compete against 
us carrying just the gravy 
items and not a whole line. 

For example, it would be nor- 
mal for a heating man to want 
to stock only those sizes of ex- 
pansion valves, only those 
driers which go with the limited 
cooling equipment he is sell- 
ing. Yet he would want to buy 
these at true wholesaler’s cost. 

This doesn’t seem right but 
we will have to live with it until 
we find a mutually satisfactory 
solution. 


TRANSISTORS 


explained in 32 pages 
of terse copy and 
modern illustration. In- 
valuable to Service 
and Installation Tech- 
nicians and Students. 
Available at $1.25 a 
copy, 10 copies or 
more $1.00 each. Spec- 
ial rates to schools, 


. . . 
saedi unlimited 
630 SOUTH FEDERAL STREET 
CHICAGO 5, ILLINOIS 


its customers by handling one 
or two brands. 

If a wholesaler attempts to 
handle all of the brands of a 
certain type of product, said 
Askew, the wholesaler will of 
necessity become only an order 
taker, because he can hardly be 
expected to learn enough about 
the particular features of each 
brand to do an adequate job of 
selling any one brand. 

Furthermore, the wholesaler’s 
men can’t serve their customers 
adequately because they can’t 
advise their customer on apply- 
ing the product properly, it was 


pointed out. By “specializing” 
on certain lines of equipment and 
limiting the number of brands 
handled, Askew says that the 
wholesaler and his men can be- 
come “recognized as experts” in 
these lines, thus gaining the 
confidence of the contractors 
and servicemen, and insuring 
that their purchases will be 
made at his stores. Limiting the 
lines and brands handled, says 
Askew, also cuts the amount of 
capital tied up in inventory, 
and eases inventory control 
problem. 


Queried by the News recently 
as to whether his views on this 


subject have changed over the 
past three years, Askew said: 


“I am more convinced than 
ever that specialized wholesal- 
ing in the larger population cen- 
ters seems even more important 
now. With the extremely com- 
petitive market that exists to- 
day, it is necessary to keep 
right on top of your products 
and certainly you cannot expect 
your sales people to act as com- 
petent advisers to your trade, 
if you have too much variety. 

“Our personnel is well in- 
formed on the products we 
handle and until we feel we can 
properly educate and train them 
on a new product, we will not 
consider adding additional 
lines.” 

In his discussion at the 1957 
ARW meeting Askew pointed 
out that there are good argu- 
ments for what he termed “the 
general store’ type of opera- 
tion, in which the wholesaler at- 


tempts to handle everything 
that his customer might want 
to buy, and carries several 
brands of one type of item. 

Obvious advantage of this 
type of operation, it was point- 
ed out in a floor discussion, is 
that the wholesaler has a better 
chance of becoming a “one 
stop” place for the supplies 
needed by any one customer. 

The question was also raised 
as to what happens to the “ex- 
clusive”’ type wholesaler when 
job specifications call for a par- 
ticular make of equipment and 
there is no “or equal” clause in- 
cluded in the specifications. 

However, it was pointed out 
that this rarely happens, be- 
cause the contractor will con- 
trol most of the specifying of 
the exact make of the equip- 
ment and components on a job, 
but where it should happen, 
efforts are made to get a change 
in specifications. 


Phelps Dodge Copper Tube for refrigerating, 
air conditioning and heating units! 


Phelps Dodge has complete control of its copper 

tube from original source to finished product. The 
copper used in Phelps Dodge tube comes from Phelps 
Dodge-owned open-pit mines, is smelted in Phelps Dodge 
refineries and fabricated in modern Phelps Dodge mills. 
This overall Mine-to-Market control is assurance of 
highest quality and finest workmanship. 


Phelps Dodge devotes particular attention, 
throughout fabrication, to uniform anneal for tube 


ASSOCIATE 


®eomw = 


flaring and careful control of die draw for close tolerance. 


Phelps Dodge can supply maximum tube lengths 

and precise wall thicknesses engineered to customer 
specifications; straight length tube tempered to meet 
bending and expanding requirements. 


Phelps Dodge multiple mill operation guarantees a 
steady source of tube supply to meet the needs 
of manufacturers and distributors of refrigerating, air 
conditioning and heating equipment. 


It’s the famous Mine-to-Market Quality Line. . . 


sold the quality way—through authorized wholesalers ! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 
New York, N.Y. « Los Angeles, Calif. 
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Carrier gives you what it takes to... 


Corner the Market 
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NEW! “CORNER THE MARKET” CAMPAIGN! 


Outstanding travel and merchandise awards for you and your salesmen . . . Hawaii .. . Jamaica... 
Regional parties . . . Mercedes-Benz Sedan . . . Ampex Stereo. Scores of luxurious prizes. 
All wrapped up in the most comprehensive incentive program ever offered to air conditioning dealers. 


NEW! INDUSTRY'S MOST LIBERAL FINANCING! 


Free floor plan. Stock now, pay as you sell! No down payment. No off-season interest or carrying 
charges. You get complete flexibility in financing to fit your needs and your local market. 


NEW! ADVERTISING THROUGH THE WINTER! 


First big off-season promotion featuring Carrier’s exclusive ““12-Month Home Air Conditioning.” 


PLUS THE OTHER KEY MONEY-MAKING FEATURES OF A CARRIER FRANCHISE: 


e The famous Carrier brand—built by the acknowledged leader and founder of the industry. 


* Broadest selection of equipment for every market and every air conditioning need—yours with Carrier. 
¢ Complete emphasis on air conditioning—no dilution because of other interests. 


e Solid support from the best established, most experienced distributor organization in the business. 
Carrier distributors, on the average, have sold the Carrier line for over 15 years. 


e Strong national advertising backed by 25 years of continuous advertising effort. 
Every ad directs prospects to Carrier dealer listings in the Yellow Pages. 


e Revolutionary advances pioneered by Carrier—including the new and sensational Carrier Automatic 


Air Purifier. 


e Financing handled by a Carrier affiliate. Your customers get liberal terms and you gain their confidence. 


e Sales training that is continuous and complete. Offers vital aid to you and your salesmen. 


* On-the-spot help and training in the most modern techniques in engineering, service 
and business management. 


e Carrier Planned Service—a high-margin profit maker and volume builder in off seasons. 
You can keep your service and installation crews intact and fully staffed year round. 


The sooner you get started on Carrier’s 
“CORNER THE Market” Campaign, the greater your 


“share value” and the bigger your prizes. 
Get in touch with your Carrier distributor right away! 


Air Conditioning Company 


A DIVISION OF CARRIER CORPORATION + SYRACUSE 1, N.Y. 
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(Continued from Page 1) 

Visiting cousins and Aunt 
Fannies from every island in 
Polynesia also have influenced 
the prospering Honolulu fashion 
industry. 

Just as the homogenization 
of customs and races is typical 
of Hawaii, so is the borrowing 
and blending of apparel ideas 
typical of the Hawaiian gar- 
ment business. 

Designers have adapted the 
sari of India, the sarong of Java, 
the cheongsam sheath of Hong 
Kong, and the kimono of Japan 
to their own profitable purposes. 

These motifs have been trans- 
lated into all-American wear- 


By GEORGE F. TAUBENECK 
Learn to live and laugh — thus delay your epitaph 


cocktail gowns—from _ street 
wear to at-home leisure toggerie. 

There’s gold in them there 
frills! 

Present diversification prog- 
ress also includes: new cement 
plants, a steel mill, an oil re- 
finery, three plastic plants, mat- 
tress factories, boxboard and 
envelope fabricators, can manu- 
facturers, food processing firms, 
and miniaturization operations 
of many types. 


Brains In Clover 


Probability: promotion of 
Hawaii as a base for “think” 
industries (such as_ research 
laboratories). 
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The Islands not only have an 
ideal physical climate to attract 
deservedly pampered “brains” 
(as southern California has done 
so well) but also provide an 
intellectual “climate for crea- 
tivity.” 

Already the 50th State has a 
major missile tracking base, a 
Geophysics Institute at the Uni- 
versity of Hawaii, and an Inter- 
national Institute for Cultural 
Exchange (more commonly call- 
ed the East-West Cultural Cen- 
ter). 


Its sub-tropical agriculture is 
the most scientifically advanced 
in the world. Top-flight scholars 
vie for an opportunity to lecture 
at its university, for readily 
discernible reasons. 


Harvard  university’s Ad- 
vanced Management Course has 
been staged here every summer 
since 1954. 


And so it goes in egghead 
recruitment activity. 


Opportunities for Investors 


Already Hawaii is enjoying 
business expansion at a rate 
double the national average. For 
at least the next five years no 
let-up is in sight. Some believe 
that this boom will go on inde- 
finitely. 

Neglected opportunity: fac- 
tories for exportable products. 
Furniture, pipe, boxcars, and 
automobiles are not potentials, 
to be sure. Their bulk (and 
hence freight costs) are far out 
of proportion to their “value 
added by manufacture.” 

But tiny items such as 
watches, jewelry, transistors, 
refrigeration valves and controls 
would be suitable, because the 
cost of sending them to market 
abroad would be negligible. 

Note to would-be manufactur- 
ers: Hawaii’s labor force is 
youthful, skillful, stable, and 
growing. Fiftieth State citizens 
are much younger (approxi- 


ables ranging from swimsuits to 


CONTROLLING 


— 
SINCE 191 


BACK SEATING STEM 


Can Be Repacked Under Pressure. 


THE 


Bronze alloy valves have integral O.D.S. connections. Ductile iron 
valves available with integral F.P.T. connections; flanged type avail- 


WING CAP SHUT-OFF VALVES 


Globe and Angle Types with Bolted 
Bonnet and Full Capacity Flow 


Henry offers the most complete range of 
sizes and types in the industry. Quality 
engineering, features of design, proven per- 
formance and adaptability to the most 
exacting specifications and diversified ap- 
plications have made Henry Wing Cap 
Valves preferred by architects, consulting 
engineers, contractors and service men. 


WING CAP SEAL 


With Built-in Socket Wrench. For Ease and 
Convenience in Operating Valve Stem. 


NYLON SEAT DISC 


PROTECTIVE GASKETS 


Fully Retained. Prevent Loss of Expensive Refrigerant. 


Replaceable, Non-rotating, Self-aligning, Chatterproof. 


WE SALUTE 


WHOLESALER 


HEAVY WALL & WEB 


Choice of Bronze Alloy or Semi-steel. 


able with brass O.D.S. or steel butt-weld adapters. 


MELROSE PARK, ILLINOIS, U.S.A. 
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HENRY. 


VALVE 


For Refrigeration, Air Conditioning and Industrial Applications 


OM PANY 


CABLE: HEVALCO, MELROSE PARK, ILL. 


mately 25 years of age) than the 
national average. 

They also comprise a United 
Nations of ancestry. Intermin- 
gled in their arteries is the blood 
of Western Europe, the Philip- 
pines, China, Japan, the West 
Indies, and Polynesia. 

Perhaps that’s a major reason 
why Hawaii’s “labor climate,” 
like its natural climate, gener- 
ally is better than that which is 
experienced on Mainland U.S.A. 
An extraordinarily peaceful, tol- 
erant people, Hawaiians abhor 
strife of any kind. 

Amount of labor time lost 
here (because of strikes) thus 
is much less than that which 
obtains in many other states of 
the Union. 


How do wage rates and fringe 
benefits compare with, say, 
Pennsylvania or Ohio? Do con- 
tract clauses restrict rights 
of management to change op- 
erating methods? How about 
featherbedding? Are union shop 
contracts widespread? Do sec- 
ondary boycotts hinder oper- 
ations? 

Answers to all these questions 
are, shall we say, “favorable” in 
comparison with the other 49 
states. 

Picket lines, restrictions on 
output, and similar invasions of 
management freedom have been 
resisted successfully over here. 
As a result, there is relatively 
little featherbedding in Hawaii, 
and few union shop contracts. 

Moreover, and possibly more 
important, the Islands have been 
practically free from the corrup- 
tion, violence, and collusion re- 
vealed by the McClellan Com- 
mittee. 

Harry Bridges and his Long- 
shoremen get hot pants occa- 
sionally, but no longer are they 
considered threats to stable 
labor relations. 

Life over here is so happy 
and pleasant that rarely does 
either Management or Labor get 
mad at each other. 


Blueprint for Peace 


Another economic asset: Ha- 
waii’s strategic military location 
is recognized by everyone, every- 
where. CINCPAC, headquarters 
of defense operations in the 
Pacific basin, logically is located 
at Pearl Harbor. 

Maintenance of its defense 
operations makes the Federal 
government the largest single 
employer and the biggest single 
source of income from “outside.” 

Armed forces expenditures for 
1959 totalled $338 million, a 
3.2% gain over 1958, while non- 
military Federal expenditures in 
Hawaii were a substantial $108,- 
837,000. 

Hawaii’s distinctive and dis- 
tinguished “population resource” 
also aids defense and inter- 
national diplomacy. 

Having overcome and amelio- 
rated diverse backgrounds, its 
citizens enjoy the highest level 
of interracial harmony to be 
found anywhere on the globe. 

Furthermore, their various 
geographic origins give them a 
wide range of family contacts 
with peoples in other parts of 
the world. This is a unique asset 
commercially, culturally, and 
diplomatically. 

We haven’t begun to explore 
its possibilities for the promo- 
tion of Peace. 
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Want to use your refrigeration in winter, too? 


Specify Halstead & Mitchell air-cooled condensers with the Limitro/ system 


The exclusive Limitrol modulating valve on H&M Air-Cooled 
Condensers gives you automatic, year-round operation of your 
refrigeration or air conditioning system. If installed as shown 
in H&M Bulletin AC-102, no manual changeover is necessary 
for winter. What’s more, compressor starts up quickly on cold 
days because liquid refrigerant is stored indoors in the receiver. 


i Ge 
- By 


= 1 


a 


You can place H&M air-cooled condensers out-of-doors to 


avoid the problems of ventilation, noise or lack of floor space. aaa aa 
and locate controls in the machine room to simplify control 
piping. 

BC SERIES 


Halstead & Mitchell condensers are available in horizontal or 
vertical air flow models with propeller fans, 3 to 100 nominal 
tons. If you prefer indoor installation you can order a cen- 

trifugal fan model for use with ductwork. Multiple circuiting | 


for your specific needs—at no extra cost! 
To get Bulletin AC-102 with suggestions for year-round hook- Halstead c Mitchell 
| ‘ 


ups, phone your H&M distributor or write Halstead & Mitchell 
Co., Bessemer Building, Pittsburgh 22, Pa. ] WN | 


Cooling Towers + Water-Cooled Condensers + Air-Cooled Condensers + Air Handlers + Finned Coils 
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‘Extended Warranty Desirable’ 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


We Are Key To Fast, Low Cost, Intelligent 
Compressor Replacement, Says Wholesaler 


By Frank J. Versagi 


ST. LOUIS—“Independent re- 
frigeration and air conditioning 
wholesalers are the key to fast, 
low cost, and intelligent com- 
pressor replacement for original 
equipment manufacturers. . 
Treated as a commodity, the ex- 
tended compressor warranty 
can be sold with profit for the 
wholesaler and to the advan- 
tage of dealers and end users.” 

So insists Charles F. Bar- 
meier of Mechanical Supply Co. 
one of the first wholesalers ag- 
gressively to adopt insured war- 
ranty replacement of compres- 
sors. “Several hundred compres- 
sors were processed this sum- 


ing of their own before return- 
ing a compressor.” 

Sales of testing instruments, 
such as ohmmeters, has gone up 
as a result of Barmeier’s pro- 


* gram, and his insurance pre- 


miums have been cut 10% be- 
cause the number of returns is 
significantly reduced under this 
testing setup. 


When Is Compressor 
Defective? 


Barmeier emphatically stress- 
ed that a compressor is only de- 
fective if one of the following 
conditions exists and is verified 


by test: 

1. Windings are open or 
shorted or grounded. 

2. Unit won’t pump; valves 
broken or leaking. 

3. Noisy, indicating bearing 
or other potential mechanical 
failure. 

4. Stuck compressor or high 
current drawn—but not due to 
application. 

5. Refrigerant or oil leak in 
compressor casing. 

“Malfunctions of relays, 
starters, controls, capacitors— 
while they contribute to com- 
pressor malfunction—are not 
defects in the compressor it- 
self.” 


mer,” Barmeier told the News. 


Compressor Replacements 
Prove Profitable 


Compressor _ replacements 
have proved profitable for Me- 
chanical Supply. The program 
enhances the turnover of stock, 
not only of compressors but of 
other supplies, since the cus- 
tomers some to respect and ap- 
preciate the service being offer- 
ed them, Barmeier explains. 


How Insured Program Works 


Briefly, the insured program 
works like this: The wholesaler 
pays premiums to a warranty 
insurance company and is pro- 
tected against the cost of re- 
placing a compressor during the 
extended warranty period which 
follows the customary manufac- 
turer’s one year warranty. The 
wholesaler sells this protection 
to his customers for 12-15% of 
the resale value of the compres- 
sor, and the dealer sells protec- 
tion to the end user for 5-7% of 
the retail price. 

When a compressor fails dur- 
ing the extended warranty 
period, Mechanical Supply pro- 
vides an immediate replacement 
to the dealer, accepts the defec- 
. tive compressor and returns it 
to the manufacturer for salvage. 
The end user pays only labor 
costs. 


Tester Reduced 
Return of Compressors 


“More often than not, in the 
early days of this program,” 
recalls Barmeier, ‘compressors 
returned as defective were not 
defective at all. We installed an 
Airserco compressor tester and 
began checking every compres- 
sor that came through us. 
Where originally only about 
10% of returned compressors 
were actually defective, now 
over 75% are. The reason: 


knowing that we will check the | 
compressors and that they will | 
‘inherit’ the advance replace- 
ment unit if the returned com- | 
pressor is operative, our cus- | 
tomers began doing some test- | 


Trying to find 
the right man for a 
hard-to-fill vacancy— 
the NEWS' Classified 
Ads are read by your 
man. 

Place your ad today! 
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Admitting that the largest 
quantity of compressors are 
still replaced directly by OEM’s, 
Barmeier feels there is a trend 
to utilize the facilities of the 
wholesaler for this function. 
His company already handles 
replacements for UsAirco, Cur- 
tis, and Trane. 

“Once this channel of dis- 
tribution is tried,’ he says, ‘‘ex- 
perience will dictate that it is 
most desirable. Superficially the 
cost to the manufacturer may 
appear higher than if he handled 
the exchange himself. But when 
he considers all the factors of 
freight, handling, customer ill- 
will, he may change his dpin- 
ion.” 

However, others may feel, 
Barmeier holds, the serviceman 
thinks of a compressor as a 
part, and when he needs one 
he calls his wholesaler. Instead 
of a delay of several days or 
weeks, as is quite common when 
the compressor must be shipped 


to the OEM then to its ultimate 
producer, the compressor is 
available immediately. In many 
cases, where the returned com- 
pressor is not really defective 
and the contractor takes it 
again in addition to the replace- 
ment, the manufacturer is not 
even aware that there was a 
problem; he has had no han- 
dling at all. 


“With one call, the service- 
man enlists the services of the 
entire facilities of his parts 
supplier — product information, 
inventory and delivery, price 
information, credit, test instru- 
ments and assistance was infor- 
mation and procedure required 
by the OEM to replace the 
compressor. 


“Where the OEM has author- 
ized such replacements, the job 
is completed faster, at lower 
cost, and with better customer 
relations than any other man- 
ner yet tried,’ concluded Bar- 
meier. 


MUELLER Brass co. —9¢2eamline: 


REFRIGERATION PRODUCTS ...THE KEY 
TO A CONSTANTLY CLEAN, DEPENDABLY 


DRY AND THOROUGHLY EFFICIENT SYSTEM 


DRYMASTER BALANCED FILTER-DRIER 
Gives superb filtering and drying, protects against acid, moisture and sludge through 
use of “Hi-Fi” filter block desiccant, superfine monel screen filter tube and inlet 
distributor disc. Drymasters are available in 59 different sizes and styles with capacities 
from 2 tons through 165 tons... male and female flare or solder-type end connections. 


NEW REFILLABLE ANGLE-TYPE DRYMASTER 
Gives added convenience—can be recharged in minutes. 


VAMPCO ALUMINUM 


PRODUCTS, LTD., 


MUELLER BRASS CoO. 
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Penn Renames Temtrol 


Western Division 


GOSHEN, Ind.— Penn Con- 
trols, Inc. has revised the name 
of its west coast operation, ac- 
cording to an announcement by 
company headquarters here. 

The Temtrol Div. of Penn 
Controls is now identified as 
“Penn Controls, Inc., Western 
Div.”’ 

The division, which manufac- 
tures controls for appliances, 
heating, and industrial applica- 
tions, occupies a newly-con- 
structed building at 2930 
College St., Costa Mesa, Calif. 
Also located at the new address 
are west coast facilities as well 
as the Los Angeles district sales 
office. 

R. A. Fisher is general man- 
ager of the Western Div. and 
E. M. Ford is manager of the 
Los Angeles district office, ac- 
cording to the announcement. 


NLRB Action 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


Denver Unions Ordered To Stop 
Requiring Membership To Get Job 


WASHINGTON, D. C. — The 
National Labor Relations Board 
has ordered Local 145, United 
Association, and Local 9, Inter- 
national Union of Operating 
Engineers, Denver, to cease 
enforcing any agreement with 
F. H. Linneman, Inc., which re- 
quires membership in either 
union as a condition of employ- 
ment. 

The unions also were ordered 
to: 

1. Stop causing the company 
to discriminate against em- 
ployes or applicants. 

2. Notify F. H. Linneman in 
writing that they have no ob- 
jection to the employment of 
the discriminatees because of 


their membership or _ non- 
membership, good standing, or 
lack of good standing in the 
unions. 

3. Reimburse all employes 
of Linneman for dues, fees, as- 
sessments, or other monies un- 
lawfully collected from them on 
or after Nov. 17, 1959, pursuant 
to agreement with Linneman. 

4. In the case of Local 9, 
IUOE, reimburse three em- 
ployes for pay lost by reason 
of discrimination against them. 

Unfair labor practice charges 
were filed by F. H. Linneman 
and two individuals. An all- 
party stipulation was entered 
into on July 23 and approved 
by the NLRB Aug. 22. 


Stewart-Warner Sells 
2,540 Home Furnaces 
To Military Bases 


LEBANON, Ind.—Orders for 
2,540 furnaces and air condi- 
tioning systems for military 
housing have been placed with 
Stewart-Warner Corp.’s Heat- 
ing & Air Conditioning Div., 
the firm announced. 

A shipment of 800 furnaces 
and 800 3 and 4-ton central air 
conditioning systems is sched- 
uled for Ft. Hood, Killene, 
Texas. Harrelson Construction 
Co., Phoenix City, Okla., is me- 
chanical contractor. 

Blytheville Air Force Base, 
Blytheville, Ark., will get 470 
Stewart-Warner gas furnaces 
and integral air conditioning 
systems. This is a Capehart 
project. Jalco Engineering Co., 
Oid Westbury, N. Y., is me- 
chanical contractor. 


Round blue spot shows 
the system is full and dry. 


Round pink spot shows 
that moisture is present. 


Color spot indicator loses its shape when refrigerant level drops. 


This dual-purpose indicator gives the same dependable, leak- 
proof performance that has made the Streamline single port 
liquid indicators famous for years but has the added advantage 
of being a combination moisture and liquid indicator all in one 
compact unit. A color spot indicator in the new Vuemaster makes 


possible an instant check of the 


refrigerant. When the color spot is 


round and blue, the system is sufficiently charged and the refrig- 
erant is in a normal, dry condition. The spot changes to pink when 
excessive moisture is present and loses shape when refrigerant 


supply is low. 


Combining engineering skill, 


experience and 


quality-controlled production, the Mueller Brass Co. 
manufactures a line of refrigeration and 
air-conditioning products that surpasses the most rigid code 
requirements. Their absolute dependability makes 
them first choice in any refrigeration or 
air-conditioning system. Always buy and install Mueller 


Brass Co. products . . 


. manufactured in the most 


complete range of styles and sizes in the 
industry. Get them at your wholesaler’s today. 


PORT HURON 13, MICHIGAN 


Exclusive Canadian Representative for Mueller Brass Co. Air Conditioning and Refrigeration Products 


"Vaemaster” 


LIQUID-MOISTURE INDICATOR 


MADE IN USA 
TO THE STANDAROS 
OF AMERICAN INDUSTRY 


‘Power King’ To Move 
Into Former Hq. Bldg. 
Of Stahl & Myers 


HOUSTON, Texas — When 
Stahl & Myers Stores, Inc. va- 
cates its main office and ware- 
house building at 2301 Dumble 
St. later this fall, the structure 
will be turned over to a subsidi- 


ary, Myers Mfg. Co., which 
manufactures “Power King” 
automobile air conditioners, 


Sam G. Myers, chairman of the 
board, announced recently. 

The building will also be used 
as a service center for air condi- 
tioning units sold through the 
appliance chain’s seven outlets. 

Stahl & Myers is now build- 
ing a new 55,000-sq. ft. combi- 
nation store, general offices, 
and warehouse at 5945 Gulf 
Freeway. The chain is also con- 
verting to a discount depart- 
ment store operation, with the 
changeover expected to be com- 
pleted by Oct. 15. 


Autolite To Acquire 
Marshalltown Mfg. 


TOLEDO — The Electric 
Autolite Co. is expanding its 
industrial instrument business 
by the acquisition of the 
Marshalltown Mfg. Co., Mar- 
shalltown, Iowa. 

This was announced by Auto- 
lite President R. H. Davies and 
Marshalltown Mfg. President J. 
M. Considine. 

The sale is subject to ap- 
proval by Marshalltown Mfg. 
stockholders. According to Con- 
sidine, the firm’s board of direc- 
tors has approved the sale of 
the assets and business to Auto- 
lite and will submit the pro- 
posal to Marshalltown Mfg. 
stockholders at a _ meeting 
scheduled for Oct. 4. 

The 48-year-old Iowa firm 
manufactures and _ distributes 
nationally a line of Bourdon 
tube type and diaphragm actu- 
ated pressure gauges, Bourdon 
tube and bi-metal type dial 
thermometers, glass tube ther- 
mometers and hydrometers. An- 
nual sales are in excess of 
$3,000,000. 


New Plant To Double 
Electro-Air Capacity 


McKEES ROCKS, Pa. —A 
quarter-of-a-million dollar ex- 
pansion program has _ been 
launched by the Electro-Air 
Cleaner Co., Inc. here. 

At ceremonies Sept. 8, the 
electronic air cleaner company 
broke ground for a new 26,000- 
sq. ft. addition to its existing 
building located at Olivia and 
Sproul Sts. in the Greater 
Pittsburgh area. The new struc- 
ture will more than double 
Electro-Air’s present capacity. 

“The new plant and office will 
have the latest industrial build- 
ing features and production 
techniques,” it was_ stated. 


“Complete facilities will be 
available for steel fabricating, 
electrical assembling, machin- 


ing, and finishing. The air in the 
building will be continuously 
cleaned electronically. A sepa- 
rate ‘white room’ for the re- 
search of fine electronics manu- 
facture will also be featured.” 
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Industry Veteran Believes 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


Well Informed Countermen, Salesmen Are 
Key To Successful Supplies Wholesaler 


CHICAGO—“The most valu- 
able asset that an experienced 
supplies wholesaler can have is 
his experience and know-how,” 
believes E. P. “Pete’’ Sorensen, 
head of Airo Supply Co., Inc. 
here. “The important thing is 
that the management of any in- 
dividual wholesaler establish- 
ment do everything possible to 
add to the useful experience 
and know-how of his staff.” 

Sorensen is one of the real 
veterans of the air conditioning 
and refrigeration supplies 
wholesaling field, and is cur- 
rently vice president of Air 
Conditioning & Refrigeration 
Wholesalers association. He has 
been a strong advocate of the 


ARW promotion program built 
around “look to the ARW seal 
for experience” theme, but he 
reiterates that member whole- 
salers must do more than just 
gather years of being in the 
business to justify this motto. 


How To Keep Sales 

Force Knowledgeable 

How does the management of 
a supplies wholesaling establish- 
ment keep his staff knowledge- 
able on the correct application 
of new products and techniques 
in the industry? Most of the 
impetus must come from the in- 
dividual who is in charge of the 
wholesaler’s countermen and 
salesmen who come in contact 


with the customers, to see that 
they keep themselves well in- 
formed on all new develop- 
ments, and trends in industry 
practices with respect to both 
product, and method. 

“Here’s where the manufac- 
turer could be of considerable 
assistance,’”’ Sorensen says. “The 
representatives of manufactur- 
ers who call on us can be espe- 
cially helpful if they are suffi- 
ciently informed, and will take 
the time to give us the com- 
plete story about the correct 
functioning of some new or re- 
designed product. The represen- 
tative of the manufacturer, who 
often has pretty wide contacts 
in the field, can also be helpful 


PRES ee 


PICTURING THE PRODUCT ~ 
on the package is a type 
of merchandising assistance 
from a manufacturer which 
gets the hearty approval of 
E. Peter Sorensen (left), head 
of Airo Supply Co., Inc., 
Chicago, and ARW vice 
president. In this new 
labeling method for Peerless 
of America, Inc. commercial 
refrigeration and air condi- 
tioning blower coils, as is 
being explained here by 
Mel Knight, Peerless vice 
president and sales man- : 
ager, the individually packaged products 


have a large orange and black label on 
which there is a photograph of the enclosed product as well as the description, 
model number, and size. 


in passing along information 
and hints about many things 
going on in the industry which 
can be useful to employes of 
the wholesaling establishment.” 

Formal training programs for 
wholesaler personnel by the in- 
dividual supplies manufacturer 
will be helpful only if they are 
well planned and presented— 


Why 
Du Pont 
depends on 


wholesalers for 
successful sales of 


FREON 


by P. J. Wingate, 


Director of Sales, “Freon” Products Division 


“We appreciate the important job the 
refrigeration and air conditioning whole- 
saler has done for us in selling ‘Freon’ 
products. He plays a large and important 
role in our sales distribution picture. We 
would have a tough time duplicating the 
many services he provides for us and for 


the trade. 


e “Being a local businessman, the wholesaler 
is in a better position to interpret and sat- 
isfy local needs. 


e “By maintaining full stocks of ‘Freon’ re- 
frigerants at all times, he can offer custom- 
ers immediate delivery. 


e “His diversified inventory also makes it pos- 
sible for servicemen and contractors to get 
all their supplies at one location—a service 
we couldn't provide. 
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“Through the years, we have always 
looked upon the air conditioning and re- 
frigeration wholesaler as a key member of 
our own sales organization. He has done, 


and is doing, a remarkably fine job for us 
and for his customers. We know we can 
depend on him to match the time-tested 
and unquestioned quality of ‘Freon’ re- 
frigerants with the excellent quality of 
his own service. Since our own future 
success and his are so closely interdepen- 
dent and important to the industry, we 
take this opportunity to salute his efforts 
on the 25th anniversary of the air condi- 
tioning and refrigeration wholesaler.” 


FREON 


premium quality 


REFRIGERANTS 


BETTER THINGS FOR BETTER LIVING... 


REG y §. pat OFF 


THROUGH CHEMISTRY 


otherwise the wholesaler’s em- 
ployes may consider them a 
waste of time, and the resulting 
impression will be more harm 
than good. Sorensen cites a 
slide film which York Div., 
Borg-Warner Corp. prepared on 
the line of condensing units 
which it introduced for sale by 
wholesalers a few years ago as 
a good example of well-prepared 
and useful training information. 

On the question of providing 
educational and training pro- 
grams for the trade, and in 
training new service and instal- 
lation personnel for the indus- 
try, Sorensen believes the sup- 
plies wholesaler’s role in such 
activity will depend on the par- 
ticular conditions in the area 
which he serves, including such 
factors as size of the communi- 
ty and general training prac- 
tices. 


Formerly Headed Utilities 
Engineering Institute 
Sorensen can qualify as an 

expert on training in the air 

conditioning and refrigeration 
field, because for many years, 
in addition to being president of 

Airo Supply, he headed up 

Utilities Engineering Institute, 

a pioneer correspondence (with 

shop training) school for men 

who wanted to get the basic 
training in the fundamentals of 
the mechanics of the trade. 

In the Chicago area, and 
Sorensen suspects in most of 
the larger metropolitan areas of 
the country, training of those 
wanting to break into the field 
is handled either by union- 
contractor training programs, 
or public or private trade 
schools. More advanced training 
is available in Chicago through 
a contractor sponsored journey- 
man training program, or 
through technical institutes. 

There are also the special 
schools provided by manufac- 
turers, such as Bell & Gossett’s 
“Little Red Schoolhouse” and 
the factory engineering schools 

(Continued on page 21) 


Hh MCU 


¢ Indicators * Manometers 

* Couplers * Leak & Moisture 

Detectors * Hoses * Valves 
Expert technical assistance is 


available from Airserco to help 
you solve the “tough” ones. 


SEE YOUR WHOLESALER 
OR WRITE US. 


BY AIRSERCO MFG. COMPANY 
435 Melwood Ave. + Pgh. 13, Pa. 


et, Z ‘ F ‘ : Cyl FS 
; ee =m ™ 
‘ 4 
i ; Pay, * 
— ath 
4 a & = ee , & : 
ae ge on 
pti 2 oa ee : 
‘ a Daan ea 
ee a es 
es —— (eS : 
cua = ees ae Om 
i: SMa pee eevee x i _ ers bi 
e Pigs ass, ras oe, Pe wh aap s , 
i ee ae ios oo Tare re . 
: 2 4 oe ‘ 
‘ eh aes Pe eres eal = Sal > ae Lt 3 ae 
es Fo > ~ a 
Kj oe 27 ee 
ne 
ae : 
ok ; 
pun | 
: a 
Ae 
eae 
re : 
sa | 
ee 
ae os 0 eu“ = eee : 
BE: a oe 
ae | 
oer | : 
noe 
i 4 ‘ : 3 ; 
Z § : 1 : 
: es a . 
r & . 4 ? ee co : 
Ae : be name 
Caer 2 i . Pa e . 
Sabi. é 7: ; :, ? 
oF b . an 4 
ey i = oe 28 ce 
+o 7 ¥ EY 4 Si ee “¢, 
er E ore ’ a sa : : 
Peigt 4 "3 ous id 4 ihe, 
am Eo ? 4 as, % coat Bs i. ° 
a ’ fp +o Saeco “Sy Retn S eee | : 
a f ig eee : pre La ei Beta! » 
; Fed ¥ ee eee , 
= yar ae a Temes ry oS 
ree ie o Tee ee 
es ey a oes ie - 4 fo Re Ss 
Pe i 
Renee ee 
ae 
? i 
i 
ie 
aa 
‘* ee | 
a. | s 
awe } : 
| ee 
‘i fs 
3 — | - 
| 
| is 
+ 


Conditioning, Heating & Refrigeration News, October 3, 1960 


Be glad that the “man in the dark” isn’t one of 
the industry's more than 22,000 News’ sub- 
scribers! 


Because he isn’t informed week-by-week of the 
changing trends of the complex air conditioning, 
heating and refrigeration markets, he can’t be 
expected to make the big decisions — the ones 
that affect your progress. 


Now take a look at the brighter side of the 
picture — at the influential readers of Am Conp1- 
TIONING, HEATING & REFRIGERATION News. They 
want to know about your products and services. 
Equipment manufacturers, consulting engineers 
and architects, service and installation contrac- 
tors, dealers, distributors and field sales-service 


merreemenene en = 


HEATING & REFRIGERATION 


AIR CON cFRIceRATION gM daw WA) ay 
450 WEST FORT STREET, DETROIT 26, MICHIGAN 


*“Why wasn’t I aware of those facts?” 


personnel must be informed to be competitive. 
That’s one reason why readers rate the News 
first in its field. (In fact, many subscribers read 
only the News!) 


They rely on the News for news they need 
about activity in the residential, commercial and 
industrial fields . . . news that’s complete... . 
news that carries the urgency only weekly 
frequency can provide. 


Just so you won't be in the dark about which 
publication is best for you, we invite you to 
take a closer look at the News. Your local 
Representative has data on reader preference, 
circulation growth, advertising lineage, editorial 
content and other important facts. See him 
soon; you'll be glad you did. 


THE ONLY WEEKLY NEWSPAPER 
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D’'LU X Gine —The Aristocrat 


_ of Room Thermostats 


Distinctive straight-line styling moulded in 
durable Terra-Beige plastic that blends with 
any decor. Sparkling clear face with gleaming 
gold markings; birch veneer accents the dial. 
Level-bubble in mounting plate, adjustable 
anticipation, and sealed mercury contacts pro- 
vide quick installation and assure accuracy 
and reliability. Types 120-215 (Heating); 
121-215 (Cooling) ; 125-215 (Heating-Cooling). 
Low voltage. 


PushButton —The Ultimate 
in Home Comfort Control 


days, He | 
> % lew Combines D’LUXline styling and the appeal 
oS 2100 . 3 of push-buttons. Type S13 sub-bases are avail- 
able to handle a wide variety of HEAT-COOL- 

i FAN operations. Sub-bases have level-bubble, 

WHITE-ROCGERS ; match Terra-Beige color of thermostat. But- 
tons are wide, and on top; easy to see and use. 


Special : 
D"LUX ine =») \ 
Fi eatu res Sealed Mercury Contacts Adjustable Anticipation Exclusive Level-Bubble Knob-Type Adjustment 


Lifetime protection against Easy-to-set dial matches Fast, level-sure mounting Easy to see and adjust, with 
dirt, dust and corrosion. any primary control. for accurate calibration. large dial and thermometer. 


Styled by famed designer Earl Claus 
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These new STRAIGHT-UNE 'stats by White-Rodgers 


match the modern mode...let you pocket more profits! 


MAIN @ine —For Customers 
Who Want the Best—for Less 

Type 110-215 (Heating). Fresh straight- 
line styling, gold accented. Trouble-free 


sealed mercury contacts, replaceable heat 
anticipation. Low voltage. 


Look around you. It’s a straight-line world... in 
architecture. ..interiors... furnishings... appliances. 
Homeowners want it... are buying it! 


For you, it can be a profitable world, too . . . for these 
*stats by White-Rodgers have new performance and 
installation features that save you time and money. 
Complete line...three models cover every price 


and purpose. 


We’re telling your customers all about these modern 
thermostats, with exciting advertising in four leading 
consumer publications. 


It’s time to change to the Straight-Line. See your 
White-Rodgers supplier today! 
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Air Conditioning, Heating & Refrigeration News, October 3, 1960 


Through the reports issued by the Audit Bureau of Circula- 
tions, this publication, along with other publisher members of 
ABC, voluntarily and regularly give the buyers of advertising 
more verified factual information than is available for any other 


advertising media at any time. 


Meet Mr. ABC — he works for you 


This man is a circulation auditor. His job? Keeping us on 
our publishing toes. 

As a representative of the Audit Bureau of Circula- 
tions, this specially trained auditor visits our office 
annually to make an exacting inspection of our circulation 
records. He has access to all of our books and records in 
obtaining the FACTS about our circulation. 

His independent analyses, published by ABC in an 
Audit Report, provide us with an accurate measure of 
your interest in this publication. To keep you as a reader 
year after year, we must provide a publication worth your 
money issue after issue. 


AIR CONDITI 
HEATING & REFRIG 


450 WEST FORT ST. 


The degree with which we hold your interest, as 
verified in the ABC report, is measured by the number of 
copies sold each issue, where they are sold, and how they 
are sold. Obviously, if you aren't interested you aren't 
going to buy. 

This same information is of interest to our advertisers, 
too. The rate they pay for the advertising space they use 
is based on our paid circulation. 

Thus, the ABC report is a guide for us in providing you 
with a publication which merits your support and a guide 
to our advertisers that they get what they pay for—your 
interest as readers. 


0° PEWS 
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Supplies Wholesalers and Auto Air Conditioning 


CLEVELAND —Is the air 
conditioning, heating, and re- 
frigeration supplies wholesaler 
serving those in the field who 
install and service automobile 
air conditioning equipment? 

The answer is a resounding 
“yes,” at least among these 
wholesalers who are members 
of the Air Conditioning & Re- 
frigeration Wholesalers associa- 
tion, according to a survey just 
conducted by the ARW. 

A number of component 
manufacturers had _ contacted 
the national office in an effort to 
determine if the member whole- 
salers were soliciting the busi- 
ness of organizations engaged, 


much more than those in the 
north,” declared Muir. “This 
obviously is because there are 
a higher proportion of autos 
with air conditioning in the 
south and west. We found 
that in the northern areas, 
most of the service organiza- 
tions were specializing in this 
field and were acting as central 
service for many automobile 
agencies. In the south there 
were the independent special- 
ists, but the automobile dealer- 
ships also were servicing such 
equipment. 

“With this wide range of 
trade prospects, supplies whole- 


>— 


salers have taken various ap- 
proaches in making their serv- 
ices known and available. In the 
south, wholesalers have pre- 
pared special catalogs for these 
organizations. These catalogs 
list the wide range of compo- 
nents and tools necessary to 
service the product. 

“In addition, technical infor- 
mation is contained in many of 
the catalogs, and a number of 
the wholesalers have made 
available “Servicing Automobile 
Air Conditioners,” by C. Dale 
Mericle (published by Business 
News Publishing Co., publisher 
of the NEws).” 


' Confidential Dealer 
Price List 


One of the best indications 
of the growth of the market, 
says Muir, has been in the 
directions taken in the sale of 
refrigerants. While many auto 
air conditioning servicing or- 
ganizations started by buying 
refrigerant in small cans, the 
trend now is to 25-lb and 145- 
lb cylinders, as the _ service 
firms doing the largest volume 
of business find cylinders more 
economical and adaptable. 
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POCKET SIZE catalog at left and Auto- 
motive Digest are examples of how sup- 
approach 


wholesalers 
cooling field. 


plies 


AIR CONDITIONING 
REFRIGERATION 
VENTILATION 


Jones-Newby 
SuPPLYv ca. 
OKLAHOMA CITY TULSALAWTON AMARKLO a. 


HEATING 
MOTORS 
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hi 


the auto 


in servicing automobile air con- 
ditioning, stated Thom Muir, 
executive director. It was de- 
cided to survey the membership 
on their activity in this field. 
While the survey over-all 
showed the supplies wholesalers 
to be giving active attention to 
this market in all parts of the 
country, an analysis of the sur- 
vey returns showed that the 
degree of activity was depend- 
ent on the geographic locations. 
“Our members south of the 
Mason-Dixon line were doing 


Informed Countermen - - 


(Continued from page 16) 
which Carrier, York, and other 
manufacturers provide for 
qualified field personnel. 

“A short time back we went 
to considerable effort to pro- 
vide an application engineering 
training course for those who 
might be interested,’ Sorensen 
recalls. “We hired an excellent 
instructor, provided good props 
and instructional material, and 
gave the plan a lot of publicity. 
But the attendance was very 
disappointing, and convinced me 
that for the present, at least, 
Chicago is not an area that is 
good for this specialized type 
of training activity.” 

In the “middle-sized” metro- 
politan areas, and even in some 
fairly small cities, Sorensen 
thinks that wholesaler partici- 
pation in training program that 
might be sponsored by groups 
such as the Refrigeration Serv- 
ice Engineers Society are bene- 
ficial and more likely to prove 
successful. 

On the matter of expansion 
of its lines from something be- 
yond the normal supplies items 
for the air conditioning and re- 
frigeration field, Airo has been 
on the conservative side. This, 
however, is a matter of a per- 
sonal viewpoint, and Sorensen 
has no quarrel with those who 
have expanded their lines 
through the addition of pack- 
aged equipment, heating sys- 
tems, and hydronics supplies 
where local trade custom per- 
mits. 

“The chief reason for our 
going slow on expanding into 
many other types of equipment 
is that we are finding good busi- 
ness in the general supplies 
field, particularly in the replace- 
ment market,” says Airo’s chief. 
“We have had good success 
with some selected lines of 
packaged equipment, but a large 
expansion into such _ items 
would conflict with important 
contractor customer relation- 
ships in the greater Chicago 


One reason for the wide acceptance of Century 
fhp motors for furnace blowers is their unusually 
quiet operation. Their cushion bases, sleeve 
bearings, and dynamically balanced rotors vir- 
tually eliminate hum, rumble, and vibration. 
This means that you can install a Century 
equipped furnace in today’s compact homes, in 
basements or adjacent to living areas. 

Century motors are dependable, too. You 
spend less time making nuisance service calls 
because Century furnace blower motors are 
specifically designed for warm air furnace oper- 
ation. Heavy “Mylar” slot insulation and high 


Quiet Century motors move 
warm air through thousands of 
homes like this one 


temperature insulating varnish significantly add 


to electrical strength. PERMAWICK lubrica- 
tion of the sleeve bearing further assures trouble- 
free operation by maintaining a perfect oil film 
on the journal surfaces. 

Century motors are available in 48-frame and 
56-frame (where one-half horsepower capacity 
and larger is required) designs, as well as in two- 
speed models for combination heating and cool- 
ing service. For specifications and ordering 


information, contact your nearest Century 


market at the present time.” 


Electric Sales Office or Authorized Distributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities € 


€ 60-14 
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Arw Promotes Wholesaler Role -- 


(Continued from Page 1, Col. 2) 
of the ARW wholesaler to the 
industry. It is being built 
around the theme “Look To the 
ARW Seal for Experience” as 
a concept that will make all 
elements of the trade more con- 
scious of the qualifications of 
and the services provided by 
wholesalers in this group. 
Background of the greatly in- 
creased association activity and 
changes in certain phases of the 
individual supplies wholesaler 
activity is this. For many years 
prior to 1959 ARW association 
activity, particularly at the na- 
tional level, was routine and 
desultory. Then some of the 
leaders, realizing that the or- 
ganization was drifting, took a 
first step towards getting it 
back on course by hiring a 
vigorous and promotion-minded 
executive director. They found 


their man in Thom Muir, who 
had a record as an air condi- 
tioning sales executive, and who 
also had advertising and promo- 
tion experience. 

Taking over in the fall of 
1959, Muir has been able, with 
the aid of much more active 
participation by the directors 
and major committees of ARW, 
to achieve these results: 


Membership Up In ‘60 

On Jan. 1 there were 194 
dues-paying supplies wholesal- 
ing firms in the association, rep- 
resenting 379 wholesale loca- 
tions; currently there are 271 
dues-paying members represent- 
ing 475 locations. Muir says 
that new applications for mem- 
bership are continuing at the 
rate of two per week. 

There has always been a 
strong regional group activity 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


in ARW, and this will continue, 
but greater emphasis is being 
placed upon the national or- 
ganization and its function. 
Strict adherence is now being 
required of the constitutional 
provision which prohibits at- 
tendance of non-members at 
region meetings. 

Considerably more attention 
has been given to and contact 
made with other segments of 
the industry by both the execu- 
tive director and the commit- 
tees who function in the vari- 
ous areas of trade relations, 
thus providing a stronger voice 
for the supplies wholesaler in 
industry matters. 

And the promotion program 
to drive home the theme “Look 
to This Seal for Experience” 
built around the ARI member- 
ship seal has been initiated in 
a professional way, with Dix & 
Eaton, Cleveland advertising 
agency, developing the program 
in a professional manner along 


three fronts: 

Promotion to manufacturers 
through a variety of media and 
also by personal contact to sell 
the value of the supplies whole- 
saler, particularly the ARW 
wholesaler. 

Direction of Promotion 

Promotion to the trade gen- 
erally of the benefits of doing 
business with the wholesaler, 
pointing up the advantage of 
having local supply with ade- 
quate stocks and thus a wide 
choice and selection, technical 
assistance and know-how in the 
wholesaler establishment, ex- 
tension of credit. 

Promotion to the ultimate 
consumer of the _ industry’s 
products. This in the form of 
assistance manufacturers and 
all segments of the trade in any 
type of effort to interest the 
buying public generally in the 
industry’s products. 

“The manufacturer is looking 


amember’s qualifications; 


for more from the _ supplies 
wholesaler than just a place to 
warehouse some field inven- 
tory,’”’ Muir declares. “He wants 
outlets that will have and can 
demonstrate knowledge of the 
product, and who will be ‘knowl- 
edgeable to the trade.’ 

“We believe that it is only 
through experience that a 
wholesaler can have the techni- 
cal knowledge to serve the con- 
tractor and the market knowl- 
edge to serve the manufacturer. 
Thus we will emphasize the 
theme of ‘Look to This Seal for 
Experience.’ 


‘Experience’ Is Theme 

“The ARW seal will be fea- 
tured in all of our advertising. 
The seal and experience theme 
will also be promoted by the 
members themselves, through 
decals, on letterheads, and even 
on checks. A series of mailings 
to manufacturers deals with a 
different aspect of the ARW 
such 
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arley Series B DriCooler 


Series B DriCoolers have the capabilities that supermarket 
service demands. They are capable of 24-hour operation every day 
of the year; they are capable of delivering full performance year 
after year after year ... prime requisites for profitably maintain- 
ing perishable inventory and providing equally important cus- 
tomer comfort. 


These characteristics reconimend DriCoolers to engineers 
who specify condensers for the largest chains, who also appreciate 
the plus-performance capability of every DriCooler model that 


assures capacity for peak loads at minimum investment. Store 


personnel endorse DriCooler engineered simplicity that makes 


as, market knowledge, sales 
knowledge, market coverage, 
facilities, and qualified people. 

“Next year, we plan a trade 
publication advertising program 
to tell our story to the trade. A 
closer relationship with the 
trade press is an important part 
of our ‘New Look’ as we realizie 
how a strong trade press can 
influence viewpoints and affect 
the character of an industry.” 

Concerning the “new look” 
being projected by some of the 
individual wholesalers, this is 
the background to it as Muir 
sees it through personal observa- 
tions of the field, a study of the 
association history, and a trac- 
ing of the general history of 
supplies wholesaling in the field 
through the files of the NEws 
and other sources. 


Change of Directions 
In Past Decade 


Up to the start of World War 
II the supplies wholesaler had 
gained identification as the prin- 
cipal avenue for the distribution 
of the “parts and pieces” for 
the repair of existing refrigera- 
tion systems, and for the instal- 
lation of new air conditioning 
and refrigeration installations. 
Most of the air conditioning 
jobs were of the remote type, 
assembled in the field from a 
collection of components. 

During the War the supplies 
wholesaler proved his value as 
a negotiating factor with the 
government in helping to prove 
to the government agencies the 
necessity of maintaining equip- 
ment, and the wholesaler pro- 
cessed the priorities for the 
necessary materials. 

Immediately following the 
end of the War the wholesalers 
went back to pre-War patterns 
for a while and kept busy in 
trying to obtain and supply to 
the trade the scarce materials 
that were vital to the “catching 
up” process in the domestic 
economy. By the end of the 


Ask the Marley Man (or write) for 
Bulletin DC-60 that explains why 
DriCoolers also have outstanding .. . 


1940’s, however, many of the 
wholesalers were wrestling with 
the problem of whether or not 
to handle “package” units both 
in air conditioning and refrig- 
eration. While this problem was 
the subject of many a hot de- 
bate at association meetings, it 
has generally been solved by 
the decision made by the indi- 
vidual wholesaler as to the 
directions he wanted his busi- 
ness to take, and also, this prob- 
lem merged into a somewhat 


maintenance a matter of minutes per year. 


Available for all DriCoolers are the exclusive Marley Winter 
Control Damper and the Marley ADB Pre-Cooler. Equipped with 
the Winter Control System, a DriCooler is capable of rendering nor- 
mal, stabilized performance during low dry bulb periods without 
attention or adjustment. The ADB Pre-Cooler adds the capability 
to handle unanticipated loads or to level off extremely high dry 
bulb temperature peaks. 


dur ability 
adapt ability 
compat ability 
control ability 


U.S and Foreign Patents Pending 


THE MARLEY COMPANY @]g— KANSAS CITY 14, MISSOURI 
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PRESENT OFFICERS of the 
Air Conditioning & Refrig- 
& eration Wholesalers Associa- 
tion, now celebrating _ its 
25th anniversary, are: (I to 
r.) Paul Bodwell, Jr., The 
Bodwell Co., Inc., Harris- 
burg, Pa.; W. C. Miessemer, 
Arizona Refrigeration Sup- 
plies, Inc., Phoenix, Ariz.; 
E. P. Sorensen, Airo Supply 
Co., Inc., Chicago; and 
E. H. Davey, Davey Sales 
Co., Akron, Ohio. 


broader one. 


That “broader” problem 
started around 1952, when air 
conditioning began to get its 
big bursts of publicity as the 
“great new industry,” and as 
the year-round central residen- 
tial system began to take its 
place in the picture. 

As Muir discovered in analyz- 
ing the history of the ARW 


cade from $250,000 to $300,000 
a year, to around $700,000 a 
year, with the average number 
of employes increasing from 5- 
to-6 per establishment to 12-to- 
15. 


Branches on Increase 

Two major changes or fac- 
tors which Muir sees as develop- 
ments coming to the fore in re- 


cent years are the expansion in 
branch operations, and a grow- 
ing difference among the oper- 
ations of northern and southern 
wholesalers. 

In the past two years, Muir 
reports, ARW members have 
been putting branches in areas 
which were previously being 
covered by salesmen, route 
trucks, or Greyhound bus de- 
livery. 

Average yearly volume in 
such branches range from 
$30,000 to $50,000 annually. 

Establishment of branches 
has taken place on a more wide- 
spread basis in the south than 
in the north. On the other 
hand, the southern ARW mem- 
ber has not felt the need, to the 
degree at least of his northern 
brother, to get into heating 
supplies in any big way. 

According to figures which 
Muir has found available, the 
air conditioning, heating, and 


refrigeration supplies whole- 
saler differs from the general 
field of wholesaling in these 
regards: accounts. receivable 
are higher in relation to total 
sales by some 3%, and the 
inventory-to-total-sales ratio is 
21%4% higher. 

As the nature of the business 
has varied, the ARW has 
changed the “ground rules” for 
membership from time-to-time. 
However, from the very start 
the association would not grant 
membership to any firm that 
sold at retail. Article IV of 
ARW’s constitution, under ‘“‘De- 
finitions,” states: 

“The term ‘air conditioning 
and refrigeration wholesaler’ is 
defined to mean a person, firm, 
or corporation: 

“1. Whose major activity. in 
air conditioning and refrigera- 
tion is the sale of new air con- 
ditioning and _ refrigeration 
equipment, parts and supplies 


at wholesale to the trade as 
defined ; 

“2. Who does not sell at re- 
tail; 

“3. Who does not compete 
with the trade as defined; 

“4, Who does not contract 
for or perform installation of 
air conditioning and/or refrig- 
eration equipment; 

“5. Who does not contract 
or perform repair service ex- 
cept as noted in sub-paragraph 
6; 

“6. A wholesaler may per- 
form shop repair work at whole- 
sale for the trade only. Trade 
being defined in paragraph (c) ; 

“(c) The term ‘trade’ is de- 
fined to include the following: 
Air conditioning and refrigera- 
tion service engineers, dealers, 
distributors, contractors and 
generally recognized trade out- 
lets, and industrial accounts 
having their own service and/or 
installation departments.” 


wholesalers, since air condition- 
ing was identified both in the 
public and the industry’s eye as 
meaning “cooling,” refrigera- 
tion was the essential factor in 
the installation. However, up to 
this time the various trades or 
skills involved — heating, air 
moving, sheet metal, plumbing, 
and electrical—- were often 
minor involvements, or if major 
ones, were handled by separate 
organizations. 


Reasons Outlined for 
Broadening of Lines 


But as the air conditioning 
industry grew, it attracted its 
new members from many fields 
other than refrigeration. As the 
concept of complete year-round 
air conditioning became more 
popular, the contractor, no 
matter what his origins, geared 
his organization to handle more 
of the job and to sub-contract 
less. This meant that if the 
supplies wholesaler was to be- 
come a “one stop” source for 
the contractor, he had _ to 
broaden his lines. 


As Muir sees it, many of the 
ARW wholesalers at first faced 
these changes somewhat “emo- 
tionally,” resenting somewhat 
the need for change and the in- 
vasion of their particular busi- 
ness by “outside interests.” By 
1960, however, he feels that 
most of the membership have 
made their adjustment to the 
situation—most of them by 
aggressive efforts to obtain 
more of the air conditioning 
business, and certain parts of 
the heating business. In 1954 
the group made a name change 
to the one used at present, the 
change focusing attention on 
the air conditioning function in 
the wholesaling operations. 

The supplies wholesaling 
function has continued to grow, 
as Muir reviewed its history, in 
part because of the continuing 
growth of the market, in part 
because of the spread into new 
fields, and also because some of 
the “threats” to the business 
didn’t materialize to the extent 
anticipated. “Packaging” of 
both air conditioning and re- 
frigeration products, for ex- 
ample, was mitigated to a con- 
siderable degree by the growing 
use of air-cooled equipment, 
which usually required a re- 
mote installation. 

This was borne out by Muir’s 
estimate that the average an- 
nual volume of the ARW whole- 
raler has grown in the past de- 
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A TRIBUTE... 


to the refrigeration and 


air-conditioning 
Wholesaler! 


To his counter men, engineers, 
salesmen and all other personnel, 

who, linked together, form the only 
successful extension of the 
manufacturer’s production line... 


distribution ! 


The Wholesaler operates a practical, 
reliable and highly regarded organiza- 
tion. The Wholesaler’s responsibility 
is to have the products of reputable 
manufacturers readily available to all 
the trade. His customers depend upon 
him for information, credit and prompt 
delivery of the countless items that 
comprise this expanding refrigeration 
and air-conditioning business of ours. 


A TRIBUTE too... to the 


members of A. R. W., which is 


May it prosper steadily 


celebrating its 25th Anniversary, 


throughout the years ahead. 


7525 SUSSEX AVENUE 


N VALVE COMPANY 


ST LOUIS 17, miSSOUR 


EXPORT DEPT. 85 BROAD ST. NEW YORK 4, N.Y 
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Heating, Airconditioning, and Piping Div. 
Formed by Ailied Metal Hose Co. In Expansion 


LONG ISLAND CITY, N. Y.— 
As another step in the com- 
pany’s expansion program, Allied 
Metal Hose Co. has announced 
formation recently of a Heat- 
ing, Airconditioning, and Piping 
Div. 

The new division is specially 
staffed and equipped to service 
mechanical contractors, engi- 
neers, consultants, and others 
who use or specify flexible con- 
nectors to control pipeline mo- 
tion, the company said. A na- 
tionwide field engineering sales 


force is now being organized for 
on-the-spot consultation with 
customers. 


“The HAP Div. will contact 
customers through engineering 
sales representatives, trained in 
pipe motion engineering,” it was 
pointed out. “Although the 
division will have many standard 
sizes of flexible connectors avail- 
able, its specialty will be the 
custom-engineered application of 
flexible pipe-to-pump connectors, 
vibration tamers, and expansion 
compensators.” 
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Du Pont Markets ‘Freon 13° Through 
Wholesalers; Reduces Price to OEM 


WILMINGTON, Del. — The 
availability of “Freon-13” re- 
frigerant through established 
wholesaler distribution channels 
and a substantial reduction in 
the price of this low-temperature 
refrigerant to original equipment 
manufacturers have been an- 
nounced by Du Pont’s “Freon” 
Products Div. 

“The market for ‘Freon-13’ 
has grown to a point where we 
believe it can be best served by 
our wholesalers, who over the 


years have demonstrated their 
ability to provide a complete, 
fast, and reliable service to the 
refrigeration industry,” said 
Phillip J. Wingate, director of 
sales for “Freon” products. 

“This move is in keeping with 
our policy of turning develop- 
ment refrigerants over to whole- 
salers once the commercial stage 
is reached.” 

Du Pont’s wholesalers number 
more than 700 and are scattered 
strategically throughout’ the 


country, it was noted. Under 
the new distribution system, 
cylinders of “Freon-13” will be 
available from them, rather than 
being handled as a development 
product through a limited num- 
ber of Du Pont warehouses. 
Effective Sept. 26, Du Pont 
will sell ‘‘Freon-13” directly only 
to wholesalers and to manufac- 
turers of refrigeration equip- 
ment, the announcement said. 
“Du Pont will absorb the 
added cost of distribution, so 
that the ultimate price to con- 
tractors, service firms, and in- 
dustrial consumers employing 
their own service personnel will 
remain virtually unchanged,” it 


was stated. 


74% 


How settings are locked 


Where it is desirable 


tings, installer removes cover and 
pushes out factory-installed key “B” 
from each adjusting knob. This dis- 
connects knob from adjusting shaft. 
Then, user may insert special key 
“A” (supplied for key chain use) 
through knob slot and turn to make 
desired settings .. . remove key and 
thermostat is locked as adjusted. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


24 


Take your choice...heating, cooling or 
heating-cooling...each features unique, 
easy-to-use, locking-type knobs 


Here’s the line voltage thermostat that has “everything” desired for ac- 
curately controlling temperature in motels, schools, offices and similar 


installations. 


to lock set- 


Bulletin 3233. 


PEMM COMTROLS, VC. se, is 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


It has easy-to-read temperature and function selector dials. It has an 
accurate bimetallic thermometer with vertical dial. It has exclusive, lock- 
ing type adjusting knobs, attached to cover but connected to adjusting 
shafts by factory-installed “keys” within the knobs. It has a unique, 
built-in but concealed adjustable high limit stop for temperature dial. 
It has an unusually sensitive element and mechanism which provide low 
operating differential at all voltages and all amperages within its rating. 
It has easiest “field wiring” ever...simply connect to large terminals 
on back of thermostat. And, it has modern “thin-line”, compact styling. 
Learn more about this new thermostat... write to the Penn factory for 


“In the case of original equip- 
ment manufacturers, who will 
continue to buy directly from 
Du Pont, the price of ‘Freon-13’ 
has been reduced by more than 
a dollar a pound on the average. 

“In the largest size—the 80-lb 
cylinder—the new price of $4.50 
a pound means a saving of 25% 
to the equipment manufacturer 
as compared with the former 
price of $6. 

“‘*Freon-13’ (monochlorotri- 
fluoromethane-CCIF-3), which 
boils at -114.6°F, is used chiefly 
in refrigeration systems where 
unusually low temperatures are 
required; for example, in air- 
craft environmental test cham- 
bers and units in which arctic 
or outer space conditions are 
simulated. 

“It is also used in the shrink 
fitting of metals, toughening and 
hardening of metals, and in 
pharmaceutical processing. 

“Like other ‘Freon’ refriger- 
ants, ‘Freon-13’ is nonflammable, 
nonexplosive, and has an ex- 
tremely low degree of toxicity. 
It is sold in 5, 9, and 23-Ib high- 
pressure cylinders in addition to 
the 80-lb size.” 


Eighth Edition of 
Steel Boiler Rating - 
Code Published 


PHILADELPHIA — Eighth 
edition of the SBI Rating Code 
has been published, it was an- 
nounced by the Steel Boiler In- 
stitute. 

According to SBI, the new 
edition contains more revisions 
than any previous’ edition. 
Moreover, the eighth edition 
has an entirely new section 
covering the ratings for boilers 
which are  mechanically-fired 
with mechanical draft, it was 
reported. 

SBI also announced that E. 
J. Grady has been re-elected 
SBI’s board chairman and presi- 
dent. Grady is manager of Paci- 
fic Steel Boiler Div., Crane Co., 
Johnstown, Pa. 

Fred S. Hudson, Jr., Crane 
Plumbing - Heating - Air Condi- 
tioning Group, Johnstown, has 
been elected SBI vice president 
and R. A. Locke named secre- 
tary and treasurer. 


Toledo Group Uses Co-op 
Newspaper Advertising 

TOLEDO — Members of the 
Toledo Heating & Air Condi- 
tioning Contractors Association 
are promoting business on a 
group basis by using coopera- 
tive newspaper ads that stress 
reliable installations and serv- 
ice, skilled mechanics, and fair 
prices. 
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Supplies Wholesalers Draw Own Profile In NEWS Survey 


Table 1—What They Sell 


More Than 400 Firms 
To Give Authoritative 


What is the supplies whole- 
saler in this industry really 
like in terms of the size and 
nature of his business opera- 
tions? 

To get a clear, authoritative 
picture of the type of operation 
the air conditioning, heating, 
and_ refrigeration wholesaler 
runs, the NEWS sent a question- 
naire to every known whole- 
saler in the business. 

The supplies wholesaler was 
asked what kind of products he 
sells, how big an area he covers, 
how many employes and sales- 
men he requires, what services 
he offers, how many customers 
he has, how long he has been 
in the business, and what whole- 


Answer Questions 
Picture of Industry 


million, and of undisclosed 
value. 

Replies to questions are re- 
ported as a percentage of all 
wholesalers in the particular 
category. Even  sub-questions 
are answered in percentage of 
the whole category rather than 
to that part of the group 
answering the sub-question. 

Thus, totaling the answers in 
any one column for a_ sub- 
question, will never give 100%, 
but only the percentage of the 
entire category replying posi- 
tively to the question. (See 
Tables IV, V, and VI). 

Of the more than 400 whole- 
salers participating in the sur- 
vey, 21.9% do an annual vol- 


ume of less than $300,000; 
17.1% do between $300,000 and 
$500,000; 23.5% between $500,- 
000 and $1 million; and 27.6% 
more than $1 million. The re- 
maining 9.9% did not indicate 
their annual volume. 

About one out of three whole- 
salers operates a branch or 
branch outlets. From only 7.6% 
of total wholesalers in the lowest 
volume category operating 
branches, the percentage in- 
creases as volume increases until 
65.3% of wholesalers doing more 
than $1 million annually operate 
branches. 

Below the $1 million figure, 
the average number of branches 
for wholesalers with branches is 
slightly more than one each. 
Those in the highest volume 
category average slightly over 
three each. 


$300,000 
Under to to 
$300,000 $500,000 $1,000,000 
% % % 
Number of Wholesalers.. 21.9 17.1 23.5 
No. Having Branches.... 7.6 18.2 26.9 
Average Number (ea.). . 1.0 1.2 1.4 


Please check below the current 
major lines handled by your firm: 


Refrigeration Supplies 90.0 74.6 72.4 
Heating Supplies 58.2 67.6 73.5 
Air Conditioning Supplies 96.7 98.6 98.0 
Ventilation Supplies 27.5 29.6 46.9 
Does your firm sell refrigerants: 

PRE sh aste pds aserene ccs 90.1 74.6 82.7 
We vies Vaned us ewewe ee 28.3 15.3 
No Answer ............ 2.2 Ps 2.0 
Does your firm sell 

condensing units? 

ie OT re rome 93.4 81.7 90.8 
BO wine eens ot ee eee « 3.3 15.5 8.2 
No Answer ............ 3.3 2.8 1.0 


(Continued on next page) 


and 
Over 


$500,000 $1,000,000 Volume 


not Grand 
Indicated Total 
% % 
9.9 100.00 
28.6 32.3 
4.6 2.6 
85.4 77.4 
58.5 70.0 
95.1 97.1 
29.3 39.9 
73.2 80.8 
12.2 16.3 
14.6 2.9 
87.8 90.6 
12.4 6.7 
9.8 2.7 


saling organizations he belongs‘ 
to. 

More than 400 questionnaires 
were returned in time to com- 
pile this profile. They represent 
a large majority of all wholesal- 
ing firms in the business and, 
we believe, reflect the industry 
as a whole. 


‘Average Wholesaler’ 


The NEwS survey paints the 
following picture of the “aver- 
age” air conditioning, heating, 
and refrigeration supplies 
wholesaler: 

Our man has been in business 
about 13 years and has handled 
air conditioning supplies for 
about nine years. 

Today he runs a diversified 
operation and has attained an 
annual dollar volume of about 
$750,000. He operates one 
branch store. He deals in air 
conditioning, heating, and refrig- 
eration supplies and in air con- 
ditioning and heating packaged 
equipment. He may, but prob- 
ably doesn’t, handle ventilation 
supplies and refrigeration pack- 
aged equipment. 


Serves 350 Firms 
Over 100-Mile Radius 


He serves about 350 cus- 
tomers, including 30 industrial 
firms spread over a 100-mile 
radius from his store. He does 
this with about 15 employes, 
including three outside sales- 
men. He delivers to his cus- 
tomers from two trucks, which 
he owns rather than leases. 

He also offers his customers 
free engineering service and 
sponsors educational meetings 
for them, holding sessions in 
his store. He belongs to either 
the ARW or NHAW. He coop- 
erates in responding to surveys. 

So much for the “average” 
wholesaler. 


Classed by Volume 


Actually, the NEwSs survey 
paints a series of pictures, de- 
picting variations between 
wholesalers of different sizes, 
including the tight-lipped op- 
erators whose volume classifica- 
tion is top secret. 

The charts on these pages 
divide wholesalers into five 
groups according to annual 
dollar volume. Separate figures 
are given for wholesalers whose 
annual dollar volume is less 
than $300,000, between $300,000 
and $500,000, betwen $500,000 


and $1 million, more than $1 


Huge 180 foot Federal Barge Lines towboat, the United States, has 50% 
greater horsepower than the largest towboat on the rivers. It can push 40 


barges, totaling 1/3 mile, or 300 ft. longer than the “Queen Elizabeth’’. 


Space saving design versatility? Easy installation? Operating dependability? 
Comparative cost? All these factors were considered by St. Louis Shipbuilding 
and Steel Company in the selection of air conditioning equipment for the world’s 
most powerful towboat. The shipbuilders’ and their design engineers’ careful 
choice? A Curtis 20-ton packaged liquid chiller system. This equipment will cool 
the crew's quarters, galley, mess room, officers’ and guest quarters—all with 
individual room or area temperature control. 


Your selling job is easier when you sell 
Curtis—well-known installations and steady ; 
advertising have made your customers : 
familiar with the completeness and depend- } 
ability of the Curtis line. You can safely: 
promise peak performance always up to, } 
and frequently surpassing, rated capacity. ' 
Your profit on Curtis is the industry's envy: 

. and the minimum service required on! 
Curtis equipment keeps relations with your: 
customers at their best. 


THE COMPLETE LINE OF LIQUID CHILLERS 


y, 


MANUFACTURING COMPANY . 


+ PACKAGED AIR CONDITIONERS « 


REFRIGERATION DIVISION e 


ESTABLISHED IN 1854 


CONDENSING UNITS 


St. Louis 33, Missouri 
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Table Il 


Most wholesalers doing less 
than $1 million a year volume 


Table Il—How Far They Operate 
$300,000 


Supplies Wholesaler Survey- - 


$500,000 $1,000,000 Volume 


Table I (continued ) find more than half of their eter = nd and aut... Greed 
9900000 $600,000 $1,000800 Velvnc business within 100 miles of $300,000 $500,000 $1,000,000 Over Indicated Total 
Under ‘i te pie not Grong their door. Only those doing eo To To So % %o 
$300,000 $500,000 $1,000,000 Over Indicated Total more than $1 million volume How big an area does your firm serve 
% % % % % % draw any substantial portion of (in terms of radius from your 
it from further than 300 miles. ° 
Does your firm sell gas or A teatielibe dumbie of While headquarters?) 
oil burner assemblies? eaiers dabble is overseas sales 1 thru 50 miles ..... 24.2 26.8 12.2 9 Mme. We 
og OG ene ae 34.1 49.3 50.0 69.6 31.7 . 50.0 "51 thru 100 miles ..... 42.9 29.6 41.8 aN eet 
TEMG ris e455 veeses 4 61.5 60.6 49.0 28.7 48.8 46.4 Table Ill 101 thru 150 miles ..... 11.0 15.5 17.3 8.7 14.6 13.0 
No Answer ............ 4.4 1.0 ee Ff 3.6 , eer 151 thru 200 miles ..... 6.6 11.3 7.1 17.4 7.3 10.5 
Dees your firm sell room Piro pena ence ni geag SVEN 201 thru 250 miles ..... ee | eee we cae fea 
. B Opera- 45) thru 300 miles ..... 4.4 4.2 5.1 YE Coa & peo 
Sunenontats 7 tion requires from four to SiX Over 300 miles ........ 4.4 4.2 5.1 13.9 7.3 7.5 
Wve see kad eek rye es 92.3 98.6 99.0 99.1 85.4 96.2 employes. Naturally, the num- 20ND alles ..oc.ccc0s 1.0 ak Se 2 
oui eiosg ees é¥erbe~ 6 5.5 1.4 1.0 rig 2.4 1.9 ber rises rapidly as dollar vol- Over u. S. ..........-- 3 2.0 1.9 2.4 1.0 
-cd greed ctced badeaae nen Lf. 42 me fnerenes. No Answer .........-+ vs 1.4 2.0 i ee 
Does your firm also handle Only about one in four of the Foreign ............... 1.0 1.0 1.9 7 
packaged equipment? largest wholesaling firms em- 
TR: iotrbeketacrkes oss 60.4 63.4 78.6 83.5 78.0 73.3 ploy more than 50 persons in Table I1I—How Many Employes, Salesmen 
POE Bisa Mesa eneveceese 36.3 33.8 17.3 15.7 14.6 23.6 all departments of their busi- 
No Answer ........-.+- 3.3 2.8 4.1 9 7.3 3.1 ness, which may not be entirely Total number of employes: 
If yes, what types? devoted to this industry. One 1— 3 ............ 19.8 2.8 awe a, 2.4 5.0 
Air Conditioning ....... 55.0 56.3 73.5 80.0 78.0 68.8 of the respondents reported 4— 6 .....---.-+. 56.0 22.5 5.1 9 19.5 19.5 
Sa ea Oa 34.1 45.1 55.1 69.6 56.1 52.9 1,550 employes. a SEPP ee ee ie 42.2 25.5 sees 0" 162 
Refrigeration .......... 35.2 35.2 40.8 46.1 61.0 42.1 All but an insignificant num- ''!— 70 .---------:- 3.3 25.3 61.2 17.4 22.0 26.4 
ber of wholesalers employ out- 2!'— 50 ----------- 4.2 6.1 52.2 19.5 18.5 
Table I packaged equipment. side salesmen. The number >) '0 ------------ =o oe ens ie 
Almost all of the wholesal- This would seem to indicate grows as dollar volume grows, Poe Kouneee i. - ; 
ers, regardless of size, handled that smaller wholesalers with though cause and effect could oy, 190... A (ee 2 
air conditioning supplies. About limited capital specialize in re- he the reverse. i aaieia era 2.2 2.0 ae ae 
three out of four handle refrig- frigeration and air condition- Most of the wholesalers doing N sti sal : 
eration and heating supplies. ing supplies and broaden into jess than $500,000 a year volume ~”" of outside salesmen: 
Note that the percentage Other lines as total volume ex- get along with one or two sales- ° -°--:---::700++*" 77 1.4 2.0 ies cia 2.6 
handling refrigeration supplies pands. men. But when they shoot for | ee tr es 41.8 16.9 5.1 1.7 Pao 17 
pee : ee eS 33.0 35.2 19.4 2.6. 16:67 QI 
goes down as total volume ex- Almost everybody sells room $1 million, it generally takes 3 12.1 23.9 40.8 5.2 12.2 19.0 
pands. Conversely, the percent- thermostats. Nine out of 10 three or more. Of those who go , §=§=§== 5g 12.7 15.3 13.0 ee 
age handling heating equip- wholesalers’ sell condensing higher, the majority employ six 5; |... 4.2 7.1 15.7 7.3 7.5 
ment increases as dollar volume units, and eight out of 10 sell or more outside salesmen. One 6 thy 10 ............ 1.4 9.2 4.5. 47:4 14.2 
expands. The same holds true refrigerants. Just half sell oil responding wholesaler employs Over 10 .............. ox 1.4 a 24.4 2.4 re 
for ventilation supplies and for or gas burner assemblies. 32. See OE. 5.3 bi ckc nek 3.3 2.8 1.0 9 29.3 4.6 


Wolverine Tube manufactures the industry's most complete line of tube for heat transfer 


DUPLEX WOLVERINE TRUFIN, TYPE S/T 


*TRADEMARK REGISTERED 
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WOLVERINE TRUFIN* TYPE L/C 
Bimetal 


WOLVERINE TRUFIN TYPE 1/L 


STAR FINNED TUBE 


WOLVERINE 


DIVISION OF 


TUBE 


Calumet Hecla, Inc. 


DEPT. F, 


Ma 


17246 SOUTHFIELD RD., ALLEN PARK, MICH. 


ed Tut 


Me 5-905 


PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA 
SALES OFFICES IN PRINCIPAL CITIES 


WOLVERINE TRUFIN TYPE H/A 


LET US TELL YOU ABOUT IT 
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Table IV—How Many Trucks?—Owned, Leased? 


Table V 


Table V—When They Started 


vices cmgsdiians:i +g cpaband oe ry = ee Under ie a va bees Grand 
Under to to and not Grand the wholesaling field 1s certain 7 , 
$300,000 $500,000 $1,000,000 Over Indicated Total ly indicated here. Only 10% of FRY EE See Sve. ene . | 
% % % % % % the firms represented in the see au ig oo si a and igh 
Tee Ue UVES sscwccedece ° ° . * s . 
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YOU GET... AND GIVE... BETTER SERVICE 
WHEN YOU USE DETROIT COMPONENTS 


One of the finest ways to increase 
your operating efficiency is to deal 
with an “all-in-one” supplier—a 
company such as Detroit Controls 
who can meet your complete 
component needs. Detroit’s rigid 
manufacturing standards assure 
you of top quality—a point your 
customers will appreciate. Always 
ask for Detroit expansion valves, 
solenoid valves, filter-driers and Rs 
sight glasses—there are none finer. ae 
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Alert Wholesaling Calls for Problem Solving 


NO ONE QUESTIONS that there will 
always be need of the distributive function 
performed by supplies and equipment whole- 
salers, but there are those who contend 
strongly that too many wholesalers are not 
adequately fulfilling that function. There- 
by they are endangering their own exist- 
ence. 

In addition, wholesalers — whether or 
not they admit any weaknesses in their 
jobbing activities recognize several in- 
dustry trends which ignore the wholesaler’s 
role in distribution. 

Combined, these factors pose a definite 
threat to wholesaling. 

What are some of the industry trends 
which reduce or eliminate the wholesaler’s 
role? 


1. More manufacturers are supplying, 
as original equipment, parts and supplies 
which were normally handled by whole- 
salers. Sight glasses and line valves are 
examples of such items. One manufacturer 
ships unattached expansion valves with its 
coils; another tapes a vibration eliminator 
on each of its condensing units — eliminat- 
ing a significant jobber sale whenever a 
supermarket goes in, say. 

A major OEM supplier who also sells 
to wholesalers finds that of scores of prod- 
ucts listed in its refrigeration catalog, 
“only relief valves, driers, and a couple 
of other items move in any volume through 
wholesalers; most of the others now go 
through OEM sales.” 

2. Some OEM suppliers are erratic in 
their sales policies. Many ostensibly estab- 
lish criteria which a firm must meet to 
qualify for OEM purchases, then ignore the 
policies and sell to producers who order in 
small increments and in less yearly volume 
than a wholesaler’s contractor customers. 
Such pseudo-OEM sales deprive the local 
wholesalers of business which would accrue 
to them were the supplier’s policies con- 
sistently followed. 

3. Component manufacturers are sell- 
ing direct. This is an old complaint, but 
there is evidence that the practice is in- 
creasing. Manufacturers who used to dis- 
tribute through wholesalers in one region 
and through representatives in another now 
double-up—using their reps in competition 
with their wholesaler. 


A few wholesalers admit that such a 
practice may be necessary: “If we are 
honest, we must admit that wholesalers can- 
not move all of a manufacturer’s product 
which he must sell in a given market area.” 
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But, they complain, too many of the produc- 
ers sell direct at prices lower than the cost 
to jobbers, hurting the entire market. 
More familiar are some of the weak- 
nesses charged against wholesalers: 


I. They choose to act as brokers main- 
taining almost no inventory and running 
every day to the manufacturer for “two 
half-inch bolts, please.” 

Some manufacturers try to counter this 
weakness by insisting on minimum inven- 
tory of their products, but most find the 
policy hard to enforce. 

2. In their justified attempts to cut op- 
erating costs, wholesalers are reducing 
service to customers, rather than tighten- 
ing up their business practices. “If the 
parts wholesaler won’t stock, won’t deliver, 
won’t open on Saturday, won’t provide 
parking space, what function does he serve? 

Other timeworn disputes exist between 
manufacturers and wholesalers: 

pricing and discount structures; 

the increasing establishment of manu- 
facturers’ warehouses in wholesalers’ mar- 
keting areas; 

the “unappreciat role the wholesaler 
plays in granting credit to marginal ac- 
counts to which manufacturers would not 
sell, but which nevertheless account for a 
significant share of business; 

the pressures exerted by wholesalers to 
prevent manufacturers from supplying 
lines to competing outlets—the erratic re- 
action of manufacturers to such pressures; 

manufacturers’ attempts to sell the same 
products at different discount structures to 
different types of jobbers. 


” 


The problems are perennial and because 
they are perennial, some have come to doubt 
that they are solvable. Several manufac- 
turers have already gone the route of using 
only captive distribution. 

Refrigeration wholesaling, concentrat- 
ing on supplying parts rather than equip- 
ment, has grown with the industry; the 
stories in this issue prove this. A manu- 
facturer or two are testing the use of 
wholesalers as authorized outlets for re- 
placement parts. 

Progress has been real. 

Yet, the problems summarized in this 
editorial are also very real. 

Through the years, nevertheless, whole- 
salers have proved that they can meet 
every challenge successfully. By keeping 
alert to changing conditions, they will main- 
tain their valued place in the industry. 
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Grom the Giles of the News 


25 years ago... 


It was announced that’ the 
NEWS will hold “open house” the 
afternoon of Oct. 23 where the re- 
frigeration supply jobbers and 
manufacturing representatives will 
hold informal conferences on prob- 
lems of mutual interest. A buffet 
supper will be held at the home of 
the NEWS, after which the group 
will adjourn to the Hotel Fort 
Shelby to attend the “Exhibitors’ 
Frolic” to be staged by the Refrig- 
eration Service Engineers’ So- 
ciety. . . . The meeting of the re- 
frigeration supply jobbers spon- 
sored by the Detroit committee has 
been under consideration since last 
summer and is the result of fre- 
quent suggestions that something 
should be done to straighten out 
the tangled conditions which have 
developed in the replacement parts 
and supply branch of the industry. 

Standards for rating and testing 
air conditioning equipment, pre- 
pared under the direction of the 
engineering standards committee 
of Air Conditioning Manufacturers 
Association, will soon be ready for 
submission to ACMA members for 
approval. Since its formation about 
18 months ago, ACMA has been 
active in working toward stand- 
ardization of the installation and 
application of air conditioning, in 
an effort to avoid the abuse of 


10 years ago..e 


The National Production Author- 
ity’s first “industry control” order, 
an inventory control measure de- 
signed to curb the commercial 
stockpiling of 32 important war 
materials, is considered pretty 
much without effective meaning, 
but observers see it as a prelimi- 
nary step to further controls... . 
By next year the state of Illinois 
will probably have laws regulating 
the use of ground water, the head 
of the State Water Survey pre- 
dicted. 

To conserve space in a market 
installation, Ed Smith, a Palo Alto, 
contractor “racked up” 10 motor- 
compressor assemblies and con- 
nected them to a multiple-circuit 
evaporative condenser in a total 
floor space of 4 x 8 ft. ... An in- 
genious installation, including use 


public confidence from which other 
rapidly-growing industries have 
suffered in the past. .. . Initiation 
of a broad equipment standardiza- 
tion program will also mark the 
annual meeting of the Refrigera- 
tion Machinery Association. 

Tecumseh Products Co. is intro- 
ducing a two-cylinder compressor, 
a feature of the design being that 
intake and exhaust valves are on 
the same valve plate. ... In Brun- 
ner Mfg. Co.’s line of reciprocat- 
ing compressors, in sizes from 3 
to 15 hp an advanced V-type 4- 
cylinder compressor is employ- 
OB ys An announcement was 
made of a Jan. 1 publication date 
for the “Master Service Manuals” 
on refrigeration, compiled from 
the series of articles by K. M. 
Newcum that had been published 
in the NEWS. 

The “Letters from Readers” col- 
umn included a communication 
from George Roche, Baltimore sup- 
plies wholesaler, expressing interest 
in the proposal for such whole- 
salers to act as agents for the 
NEWS and the books it plans to 
publish. Roche requested an exclu- 
sive agency, but the answer stated 
that the plan for appointment of 
such outlets as authorized agents 
does not permit the granting of 
exclusive territory. 


of special plenum extensions, made 
it possible to air condition a 
Lawrence, Mass. club’s_ upstairs 
dance floor, downstairs bar, and 
pool room with three 10-ton units. 

“Operating a locker plant with- 
out selling home freezers is like 
trying to be an automobile dealer 
without having a service depart- 
ment,” was the way one success- 
ful locker plant operator summed 
up his views at a clinic on home 
freezers which was held during 
the National Frozen Food Locker 
Convention. 

A symposium on control tech- 
niques by C. H. Starkey of Minne- 
apolis-Honeywell Regulator Co. and 
H. W. Alyea, Johnson Service Co., 
pointed out that operation under 
“refrigeration load control” lends 
itself to a variety of methods. 
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Supplies Wholesaler Survey -- 


Table VI—How 


Many Accounts? 


Table VII 


Nearly nine out of 10 whole- 
salers offer engineering serv- 
ices for their customers. Only 
the larger wholesalers tend to 
make a charge for such a serv- 


Better than three out of four 
wholesalers sponsor meetings of 


purposes. A majority hold such 


naturally, 


indicate that 


such as RSES, 


$300,000 $500,000 $1,000,000 Volume 
Under to to and not Grand ice 
$300,000 $500,000 $1,000,000 Over Indicated Total ‘ 
So So Yo %o % %o 
What is the average number of industry groups for educational 
accounts you sell in a year? 
Under 908 3563540 is 5.5 1.4 5.1 2.6 2.4 3.6 meetings on their own premises. 
aan... di re re 28.6 4.2 13.3 1.7 7.3 11.3. Larger wholesalers, 
PM end oeen sci ye 46.2 62.0 50.0 26.1 17.1 41.4 are more often able to do this 
SOt— TOD © eee 3.3 7.0 13.3 29.6 4.9 13.8 than the smaller ones. 
1001-80002 25... 2.2 5.6 7.1 13.0 9.8 aes 
20015000 ........... aS ; . : ‘ ; 
5001—10,000 . - rs . ; eater ; Table VIII 
Over 10,000 ........... ieee See ee 9 Ga 2 These figures 
Pe NE Scns pe aastas 14.3 16.9 9.2 12.2 53.7 16.8 the wholesaler is strongly asso- 
What percentage of these accounts ciation minded. Only 8.7% said 
are industrial firms? they belong to no wholesaler 
ete Ws ese 23.1 29.6 45.9 33.0 6.1 31.7 Organization. Many also belong 
ei 6..:.. 33.0 22.5 19.4 24.3 6.1 24.9 to a variety of other associa- 
i Cae eee I 11.2 15:7. 7.3. 11.8 tions in fields of their particu- 
21%— 90% 2.2 .4.....- 9.9 15.5 10.2 13.0 4.9 11.3 lar interests, 
51%—100% .......... 2.2 1.4 1.0 . Se 1.2 ASHRAE, NCRSA, NWAHACA, 
a AGO ab os kh 24.2 16.9 12.2 3.0 53.7 20.0 ete. 
Table VI 


Most wholesalers doing less 
than $1 million a year volume 
serve fewer than 500 accounts. 
Of those topping the $1 million 
figure, 30% serve fewer than 
500 accounts and an equal num- 
ber serve less than 1,000. Only 
two responding wholesalers 
served more than 5,000 ac- 
counts. Top number was an es-. 
timated 20,000. 


Pioneer Metals Opens 
Newest Branch Office 
In Daytona Beach 


MIAMI, Fla.—Pioneer Metals, | 
Inc. here has opened its newest 
branch office in Daytona Beach. 

This is the seventh branch of 
Pioneer Metals, a wholesale dis- 
tributor of heating and air con- 
ditioning equipment. 

In a little over five years, 
since this company began oper- 


ations, it has _ established 
branches in Miami, Tampa, Ft. 
Myers, Orlando, West Palm 


Beach, and Ft. Lauderdale. 

Pioneer Metals of Daytona 
Beach, located at 543 Volusia 
Ave., is now ready to supply 
dealers in this area. 

James H. Keegan, Jr., presi- | 
dent of Pioneer Metals, has ap- 
pointed Michael M. Gill of Or- 
mond Beach as the local branch 
manager. 


San Diego Cooling 
Sales Course Oct. 4 


SAN DIEGO, Calif.—A course 
entitled “How To Sell Air Con-| 
ditioning for a Profit” has been 
readied by a group developing 
a sales and technical training 
program for the new Air Condi- 
tioning Div. of the Bureau of 
Home Appliances of San Diego 
County, the bureau reported. 

To open Oct. 4, the course 
will be given in seven weekly 
sessions from 7 to 9:15 p.m. in 
the Electric building. 

“This is a basic sales engi- 
neering training course for new- 
comers, and a refresher for 
those now in the industry, com- 
bining salesmanship and engi- 
neering in each session,” it was 
pointed out. “A corps of ten 
instructors, representing vari- 
ous interests in the industry, 
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Table VilI—Their Services to Customers 
$300,000 $500,000 $1,000,000 Volume 


Under to to and not 
$300,000 $500,000 $1,000,000 Over Indicated 
Yo %o % % % 
Does your firm provide engr. 
services for customers? 
ME ada t ate Peers 80.2 90.1 84.7 92.2 87.8 
RNR Ben ra ae 17.6 7.0 15.3 6.1 4.9 
, 8 See eee ee 2.2 2.8 angi 1.7 7.3 
Do you ever make any charge 
for this service? 
WU ios pbeuvaea: caus 3.3 5.6 5.1 7.0 sara 
HE OL igen 72.5 83.1 73.5 82.6 75.6 
Do you sponsor meetings of industry 
groups for educational purposes? 
a ee ere 70.3 77.4 83.7 83.5 63.4 
AGN a one 3 rin. 4 5a 27.5 16.9 13.3 14.8 22.0 
PE Pe renee 2.2 5.6 3.1 a7. 14.6 
Are such meetings held on your 
own premises? 
NSE ie SO a 44.0 43.6 59.2 65.2 48.8 
Wty Sigwhes Ha tiesheues 24.2 28.2 25.5 16.5 14.6 


Table Vill—Their Service to the Industry 


List the wholesaler associations to which you belong: 


Maes 3% 0s bn sebee eens 46.1 39.5 
DEES o 6 ose ebuaiaeute 3.3 19.7 
co Se eee es ait ee 2.8 
og Se EP Pree wore Pee 13.2 14.3 


40.8 


27.6 
9.2 


43.5 41.5 
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condenser provides the ultimate in flexibility by 
combining refrigerant condensing with heating 
and ventilating. You can utilize condenser heat for 
heating, and this AIRCON may also be 

used for exhaust ventilation, saving both time 

and money in installation, maintenance 


and operating costs. 


“AL” AIRCON is compactly designed, and because 
of a very low silhouette, will not detract 


from the appearance of a building when roof 
mounted . . . the largest model is less than 
4Y, feet high, unnoticeable from the street. 


“AL” AIRCON condensers are available 


in 8 different fan discharge arrangements and in 16 
different unit arrangements . . . all standard. Each 
condenser coil is factory circuited in single or 
multiple sections to meet specific requirements of 
either air conditioning or refrigeration applications, 
Contact your nearest McQuay representative, 

or write McQuay, Inc., 1607 Broadway 

Street N. E., Minneapolis 13, Minnesota. 


condenser 
heat with this low silhouette blower type 
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SUPER-DRY REFRIGERANTS 


Working together to serv 


and refrigeration industry 


On this 25th anniversary of ARW, General Chemical salutes all its “Genetron” 
distributors from coast to coast. Ever since we first made “Genetron” 

super-dry refrigerants available, our policy has never changed! It has been simply 
this: to support you—the air-conditioning and refrigeration wholesaler—as a key 
factor in the industry, vital to its progress, essential to its continued success. 

We congratulate you on your past achievements and pledge our continued support 
to your future efforts and programs to serve the industry’s growth! 


a OA EA eT ORE te ws Sa a Ee . . ies 
Z : oY 
ee 3 Es 
G ys ae 
\ i, ay 4 Re 
+ ae 
: “i < he 
: 2 9 2 ping! 
a “ f ae 
oF ; ig Soe 
i, 2% = ee. 
Sat eee 
: AP ou 
ee e. 2 6 SS $ eS aia 4 . 
‘ ‘ ‘ é my : 
: eee a bee 
ah g: i ¥ 4 Be aS 
ae oe i. @ ; e 
as see i - # os 
Cece “Sie ee d ee << % Ey 
mat ; : s % f See eee ee eer ap. PRL? ene Pe as 
ane : ee s ; gee pom gee om 
Se ; ea £ ; ; oe 
be is ey ie ety tea 
aS s iy r es et 
ne : ie oe i es 
ec 2 oy 3 oe ‘ Peer 
fe ; = 7 r - fee si 
me < marks ay é ; ee 
ea is 2 “ ee 5 : ae 
Sih ay he. lege pee 3 bd ee 
eee : <i i: ssi: S aw! 
oe cae ‘ Be: 7a eS 
aie S ey ei ie re ee ee Re s ; ja 
satire uv ae Meee Go eee a os 
“eee :: : a 3 "ase eo vanes ee 
ore Ee $y iad ke eae 
Poa rr iy 2 eS a 
se 2 rs . . = 
i aaa : : 4 4 eis... 
iter ie = zi xy ; 3 a fd 
ee bi ; y ae 
se re Gi: cg Nee = # 2 < ie 
pera ms aS e ae fi oe Ne 
< ite : | : ba 4 ge : : 
sn! . : ty 2 ‘ eg fs at 
. = 3 m 2 fe ar aoe - 
# 3 * < 2 .. 
ee P . : . . i 
Ae ‘ 3 Seat hao tee ears ‘uty ‘4 ae = : ape : e : 
= : oa : ae 2 ; ie : 
fe - 3 et tal : : 
ee - ee - et al 5% %. 
o : ¢ oe ze ‘ a f re 
o; i 5 + 4 § » et ae 4 : ie 
ioe * i i f : e a ae z: 
( os oF és t - i 
Bee y ‘ - s as an, = "Ss ee 4; 
eee : erates : = me : 4 em ag me oe oN : Bo. : 
fone SS nals, te Re eee in; — oe i 
ee ree 2S eee Ss ages re ‘gu a oe ag He ie <p glee pe a 
mae : Pees : age ee =e as ae é Sut ‘ ee ee ; 
yate - a ge : i cc ere bei z 
ee : oe ina ® " 
. ‘ fp 7 
3 “a ody 
d : q SG a 
aon : 2 i ue 
mer : es 
fasepy # i . 
eee : 
=: Se oa A Es 
akeee 
es 
cat uence 
be 2 ake Gs 
ie Z 
ee : 
a 
es, : 
eee 
Tene: 
iy u 
Bai 
1. ee 
ei 
a : 
ater 
ieee 
en ME ‘ 
Sire : 
ee = 
ie 5 
y ¥ 
me £ 
: 
: « 
es i en 
¥ 
‘ ‘ Y 7 4 —_ “s Ses ve ji Dae ay ats en = : : 


Sic NS a 


GENERAL CHEMICAL DIVISION 
40 Rector Street, New York 6, N.Y. 
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Access Saddle Valve Introduced 


@ Its new access saddle valve 
has been introduced to the trade 
by Watsco, Inc., Dept. AH&RN, 
1020 East 15th St., 
Hialeah, Fila. 

“Primarily the 
access saddle valve 
is a brass fitting, 
contoured to ‘sad- 
dle-fit’ all popular 
tube sizes for 
charging, discharg- 
ing, and testing,” 
the company point- 
ed out. “It may be 
permanently in- 
stalled in the fac- 
tory to provide a 
truly hermetic port 
for later field serv- 
icing when it is 
necessary. 

“The AS valve is attached to 
any convenient portion of the suc- 
tion and/or discharge line by silver 
brazing using the pre-formed 
solder supplied with each valve. 
Only when the unit requires servic- 
ing does this valve become an 


QT and LT BOOSTER RECEIVERS, for 
peak summer usages, water coils fabri- 
cated in receiver shells adequate to carry 
one third the condensing load with 
water flow 2 GPM per H.P. 


“L" RECEIVERS with flat bottoms for 


easier mounting. 


PPM RECEIVERS, designed for heat pump 
usage, with vertical mounting. 


No threaded 
REFRIGERANT JOINTS 


FF RECEIVERS with liquid inlet and out- 
let on one end, suitable for replacements, 
rack installations, etc. 


access valve. 

“Should it become necessary to 
service the equipment in the field, 
the serviceman then inserts the 
piercing needle supplied by Watsco, 
and attaches the Watsco control 
valve CV-1G or CV-2G. By turning 
the stem clockwise, the needle 
penetrates the tube. Checking 
pressures, charging, or discharging 
then becomes a simple procedure.” 


Heavy Apron Offered for 
Sheet Metal Workers 


@ A “durably constructed” work 
apron made of heavy-duty canvas 
is being offered to sheet metal 
workers, machine operators, and 
plant maintenance workers by the 
Duro-Dyne Corp., Dept. AH&RN, 
Route 110, Farmingdale, N. Y. 

The apron has large pockets for 
holding a number of tools, and 
strong web straps. Available in 


tan color, the aprons are priced 
at $2.25 each. 


STANDARD, 


] 


Mounting Brackets 
available for 6, 65s”, 
85s" and 1034” O.D. shells. 


REFRIGERATION CO. 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


Blower Wheels Aid Air Conditioner Design 


Fused Capacitors Give 
Greater Protection 


@ Availability of internally 
fused running duty capacitors for 
air conditioning compressor motor 
applications has been announced 
by General Electric’s Capacitor 
Dept., Dept. AH&RN, Fort Ed- 
ward,, N. Y. 

Purpose of these fused units is 
to open the compressor motor 
circuit in the event of a shorted 
running duty capacitor, thereby 
providing additional motor protec- 
tion, it was pointed out. Fused 
capacitors for this application are 
available in an extended range of 
microfarad ratings at both 370 and 
440 vac. 

Price of the new unit is 25 cents 
net additional per capacitor over 
tre price of standard unfused 
running duty capacitors of the 
same rating. 

Prototype units are available in 
10 days to two weeks, while stand- 
ard production quantities can be 
obtained in approximately four to 
five weeks. 


@ Greater flexibility of design 
for central air conditioners is said 
to be made possible by new fea- 
tures introduced in the double inlet 
and single inlet blower wheels 
developed by Revcor, Inc., Dept. 
AH&RN, 251 Edwards St., Car- 
pentersville, Ill. 


“A new single center disc that 
can be positioned wherever it is 
desired is offered in the Revcor 
double inlet blower wheels,” the 
company said. “This feature per- 


U.L. listed or 
A.S.M.E. tagged 


National Distributor for 


PRIMORE ROTALOCK VALVES 


3535 Fillmore, Chicago 24, Ill. 


Widely known for Fine Pertormance and Supreme Dependability 


mits the blower wheel to be 
adapted to the specific needs of a 
design. 

“Hubs on both the Revcor single 
inlet and double inlet blower 
wheels are available in either Led- 
loy steel or aluminum construction. 

“Through extensive research, 
Revcor has developed a complete 
selection of blower wheels made 
of aluminum which can be used 
for direct drive applications. These 
designs have been thoroughly test- 
ed and proven to operate efficiently 
at motor speeds.” 
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Attenuation Chambers, 
Mixing Boxes Offered 


@ Type “O” series of “Agitair” 
mixing boxes and attenuation 
chambers has been announced by 
Air Devices, Inc., Dept. AH&RN, 
185 Madison Ave., New York City 
16. 

“The simple design of these high 
velocity units eliminates all link- 
ages and pivots,” it was stated. 
“Only one motor is employed to 
operate the mixing valves which 
proportion the hot and cold air in 
response to the room thermostat, 
and the unique ‘Agitrol’ volume 
regulator guarantees constant con- 
trol of air delivery at the required 
volume. Attenuation chambers are 
designed to assure extremely low 
sound ratings. 

Type “O” series mixing boxes 
are available in ceiling and under 
the window types. Distribution of 
air is from Agitair diffusers. 


Coleman Furnace 
_ Is Five In. Shorter 


| 
| @ “A compact furnace 5 in. 
| shorter than conventional models” 
_is the newest addition to the 
Coleman “Trim- 
Boy” line of gas- 
fired upfiow fur- 
naces, it was an- 
|mounced by Cole- 
iman Co., Ince., 
Dept. AH&RN, 
Wichita 1, Kan. 
The new model 
2630A 65,000 Btu 
(input) furnace is 
designed as a pri- 
mary heat source 
for small homes 
and garden apart- 
ments. Its small 
size also makes it 
applicable to zone 


heat 
tions for larger houses and com- 


installa- 


mercial structures, 
said. 

“It is the first compact furnace 
to receive AGA approval at .65 in. 
of static pressure and at 115° air 
temperature rise,” the manufac- 
turer claims. Over-all dimensions 
of the model 2630A are height, 55 
in.; width, 14 in.; and depth, 28 in. 

Both direct and belt-drive blower 
models are available, with the 
latter recommended for use with 
up to 2-ton remote or self-contain- 
ed air conditioning units. 


the company 
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Portable Charging 
Unit Introduced 


@ A portable charging station 
for both home and shop use has 
been introduced in the “Robbi” 
line of refrigerant service aids by 
Robinair Mfg. Corp., Dept. AHRN, 
Montpelier, Ohio. 

The station provides all equip- 
ment necessary for evacuating, 
dehydrating, and recharging re- 
frigerant systems, according to 
the company. 

Station includes “Dial-a-Charge”’ 
charging cylinder, manifold block, 
compounds and pressure gauges, 
6-ft. charging lines, and vacuum 
pump. A strap and ledge are 
provided on the rear side of cart 
for mounting refrigerant drums. 

Two models are offered—12490 
with 40-0z. Dial-a-Charge and 
12560 with 5-lb. Dial-a-Charge. 


Plunger-Operated 
Defrost Control Bowed 


@ A new plunger-operated auto- 
matic defrost control for use on 
freezers, refrigerators, and refrig- 
erator-freezer combinations has 
been introduced by Ranco Inc., 
Dept. AH&RN, 601 West Fifth 
Ave., Columbus 1, Ohio. 

This F19 control automatically 
initiates a defrost cycle after 
mechanically counting a predeter- 
mined number of door openings. 
The defrost frequency can be sup- 
plied for 15, 30, or 60 plunger 


operations (door openings) per 
defrost. 
“Defrost is terminated auto- 


matically by the temperature 
power element as soon as the 
evaporator temperature raises to 
the precalibrated termination tem- 
perature on the control,” it was 
explained. ‘“Termination tempera- 
tures between 40° F and 60° can 
be provided with a minimum dif- 
ferential of 20° available. For 
special applications on either hot 
gas or electric resistance type de- 
frost systems, other termination 
temperatures can be provided. 

“Various Ranco cycling controls 
can be used in conjunction with 
the new F19 control.” 


NEWS readers are invited 
to write to the editor giving 
their opinions on any subject 
of interest to the industry. 
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Filter Keeps Sawdust 
From Cooling Coils 


@ A new filter to counteract 
such problems as sawdust settling 
on cooler coils has been announced 
by Recold Corp., Dept. AH&RN, 
7250 East Slauson Ave., Los 
Angeles 22. 

The firm made the filter avail- 
able for its “Supreme Coils’ model 
2558 and 1018, for both halo- 
genated refrigerant and ammonia 
use. 

The filters can be attached on 
new units and on units already in 
the field, Recold said. 

“It is recommended that these 
filters be installed in such applica- 
tions as cutting and boning rooms, 
where presence of sawdust or 
similar material creates excessive 
dust in room air,” the announce- 
ment said. 

No tools are required for instal- 
lation. They fit without extra 


screws for easier installation. 

The filters blend with modern 
lines of the Supreme Coil units, 
according to Recold. 


Walk-In Safety Latch 
Available Nationally 


@ Previously available only in 
California, the Premco safety re- 
lease latch for walk-in boxes is 
now distributed nationally by 
Hoskin & Muir, Dept. AH&RN, 
30 Harriet St., San Francisco. 

The latch is manufactured by 
Premco Machine Co. of Santa 
Rosa, Calif. The safety release is 
operated by a 9-in. level incorpo- 
rated in the latch on the inside of 
the door. 

“With this leverage, a touch of 
a finger will release the latch if it 
has been locked from the outside,” 
it was stated. ‘Fabricated of alu- 
minum and aluminum alloys, the 
Premco latch is the conventional 


To Be Fast Acting 


@ A new #8 Thrush float air 
vent has been announced by H. A. 
Thrush & Co., 


H 


Dept. AH&RN, 
Peru, Ind. 

“This fast-acting 
air vent,” the com- 
pany said, “is used 
at all high points 
of hot water heat- 
ing or chilled water 
systems to quickly 
and effectively 
eliminate air that 
would otherwise 
seriously interfere 
with circulation. It 
has a ¥% in. I.P.S. 
male inlet and 
comes equipped 
with a special outlet connector for 
¥% in. o.d. copper overflow.” 

The vent is said to be suitable 
for up to 50 lbs working pressure. 
It is constructed of noncorrosive 
metals, having a heavy brass shell, 
copper float, and a stainless steel 
needle seat. 


"FLOAT AIR VENT 


Baseboard Diffuser Has 
Unusual Capacity 


@ A new 18-in. baseboard dif- 
fuser of all-steel construction is 
being marketed by Hart & Cooley 
Mfg. Co., Dept. AH&RN, Holland, 
Mich. 

The unit is said to have unusual 
air handling capacity. This is at- 
tributed to a combination of a full 
38 sq in. of free area and the fact 
that the entire face is in one 
upwardly slanted plane. The cur- 
vilinear fins in conjunction with 
the horizontal fins, it is claimed, 
“result in a perfect air pattern to 
blanket the window or wall area.” 

A balancing stop “permits easy 
and accurate balancing of the sys- 


size, but weighs only 6% Ibs.” 


FAN and BLOWER TYPES 


Complete Range of Sizes 
25,000 to 300,000 Btu. 
Aluminized or Stainless 


The Only Heaters Built To 
Duct Furnace Standards 


For All Types of Gas 


Sectional Models For Close- 
Coupling to 1,200,000 Btu. 


Aluminized or Stainless 
Steel Heat Exchangers 


DUCT FURNACES 
From 75,000 to 300,000 Btu. 


Models For Down-Stream 
Adjustable Air By-Pass 


40 


ADJUSTO “Vv” 


MODELS 


Up to 4,400,000 Btu. 


>. GAS UNIT HEATERS | 


Compare These 
“HEAVY WEIGHT” FEATURES | 


Duct Furnaces for Down-Stream Use 
Adjustable Air By-Pass 
Aluminized or Stainless Steel 
Enclosed Blower Models 
Stainless Steel Ribbon Burners 
4-Way Air-Distribution Louvers 
“Easy-Balance” Hangers 
Optional Dual-Fuel 
XQ Modulation or 2 Stage Controls f 
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EAVY-WEIGHT 


Guaranteed For 10 Years 
Because They Are 50% Heavier | 
Than The “Light-Weights” 2 
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Write for Prices and Catalogs 


HEATERS: Bulletin AC-10-G 


HASTINGS AIR CONTROL, I: 


BURNERS: AC-10-B 
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Jim Downs Believes 
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Lack of Business Know-How Is Major 
Weakness of Today’s Supplies Wholesaler 


By Frank J. Versagi 


CLEVELAND — “Constantly 
increasing sales volume may 
make manufacturers happy, but 
if greater sales are not accom- 
panied by adequate net profit, 
we have an unhealthy busi- 
ness.” 

“Refrigeration wholesalers, 
nationally, are operating at a 
very low level; the danger in 
such a situation is that a fall- 
off in business may wipe out 
the profit.” 

“Putting a professional engi- 
neer on your staff can prove 
a detriment, rather than an ad- 
vantage.” 

“The good wholesaler will 


hold the hands of those of his? —— 


accounts which need their 
hands held.” 

These are the opinions of 
forceful James H. Downs, presi- 
dent of Refrigeration Supplies, 
Inc., which operates wholesale 
stores in Cleveland, Akron, and 
Youngstown, Ohio. Downs, who 
has great faith in the legitimate 
role of the refrigeration whole- 
saler, emphasized that busi- 
ness’s strong and weak points 
in a NEws interview. 


Strong on Refrigeration 
.»+ Weak on Business 


Most of the strong points he 
enumerated have to do with the 
wholesaler’s knowledge of re- 
frigeration and air condition- 
ing; his weak points seem con- 
centrated in his methods of 
doing business. 

“This follows from the fact 
that many refrigeration whole- 
salers were originally contrac- 
tors themselves,” Downs ex- 
plained. “They are now able to 
help their own customers be- 
cause they know how to apply 
the thousands of supplies and 
components which they sell. On 
the other hand, many of them 
have had no formal business 
training. The specifics of record 
keeping, proper accounting, in- 
ventory control are all items 
they hape to pick up as they go 
along. 


Stock Should Turn over 


Four Times per Year 


“Take the matter of stock 
turnover, for example. I think | 
that to do good for himself and 
his manufacturer, the whole- 
saler should be able to turn his 
stock at least four times a year. 
In our best post-war year, we 
turned stock over 13 times. But | 
if a man is moving his stock by 
cutting prices; if he doesn’t 
know his costs of operation, the 
mere act of increasing turnover | 
will not bring profits.” 

Asked if the wholesaler is 
lacking in business acumen if 
his business increases volume 
without increasing profits, | 
Downs held that this would be 
too sweeping a generalization, 
although it certainly will be 
true in many cases. He pointed 
out, however, that the struc- 
ture of our nation’s economy is 
such that rising costs are cut- 
ting profits even for some of 
the biggest and brainiest busi- 
ness firms. 

As a specific example of im- 
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proved business methods he em- 
ploys, Downs sited accounting. 
“We have spent over $12,000 for 
automatic billing machines, and 
the advantages are decidedly 
worth the investment.” 

What sort of advantages? 
Are automatic machines prac- 
tical for smaller firms? 

“We average 500 accounts, 
and it’s paying off for us. Im- 
mediately, of course, you do no 
hand entering of data into ledg- 
ers and journals. The machine 
pays dividends in performing 
multiple operation simultane- 
ously. It creates records, ‘ages’ 
the account, and bills the cus- 


BP! \nc8 ome a 
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tomer all after one set of in- 
formation is punched in. 

“With an operator trained to 
perform this function, our valu- 
able accountant is free to work 
more on collection of slow ac- 
counts and on servicing healthy 
accounts with our salesmen.” 

The Cleveland’ wholesaler 
feels that the most important 
aspect of this whole area of 
discussion is the wholesaler’s 
basic attitude; while it would 
not be wise for him to jump for 
every new idea that comes 
along, it is mandatory that he 
not close his mind to the possi- 
bility of incorporating new 
business methods. 


“We are » using a firm of certi- 
fied public accountants as con- 
sultants, and this helps keep 
our business operations in 
focus.” 

About the idea of holding the 
customer’s hand... . 

The NEws saw it in opera- 
tion. One contractor came in to 
get some coil cleaner; he didn’t 


know how to load the tank; he 


“MACHINE BOOK and 

record keeping does not 

eliminate any processes; it 

simply performs two. or 

more operations at one 
time.” 


wasn’t sure which cleaning com- 
pound to use; he was worried 
about odor pickup by the bana- 
nas in the cooler where he 
would be cleaning the coils. In 
short, he wanted assurance on 
each of these points so he could 
approach the job with self- 
assurance. 

A serviceman wanted to buy 
a _Snap-around ammeter. The 
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counterman had to go over the 
operation instructions with him, 
point by point, so he could leave 
the shop confident that he could 
use the instrument. 

“At a higher level, we will 
help our contractor customers 
with their customers. We will 
give them practical aid in de- 
sign of an installation and in 
preparing a profitable bid.” 

Why, since he admits a good 
wholesaler must offer this type 
of technical and engineering 
service to his accounts, does 
Downs have reservations about 
the benefit of the wholesaler’s 
hiring a professional engineer? 

Putting a PE on the staff has 
both positive and negative rami- 
fications, he feels. 

Positively, you are adding 
prestige and another service 
for some of your customers. 
Negatively, you may affront 
those of your customers who 
have their own engineers and 


they transact with you they are 
paying for a service they do not 
use. The wholesaler has_ to 
weigh this two-sided effect on 
his own group of accounts. 


Asked for a capsule opinion 


of the future for refrigeration | 


wholesalers, Downs concluded, 
“Shakedown”’ is a brutal word. 
But it is almost inevitable that 
the industry will lose some of 
its borderline operations. Things 
are getting tight. A good parts 
wholesaler will provide both his 
customers and suppliers with 
depth coverage in his area. 
“While the usual desirable 
traits of aggressiveness and 
progressiveness are part of the 
picture, the chief factor which 
will determine success or failure 
of the individual wholesaler will 
be his business sense, his under- 
standing or coming to under- 
stand business fundamentals as 
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| Why Jim Downs Uses Automatic Billing 
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SALES JOURNAL 
WEF MEERA TON BUPPRL ER UNC 


A TYPICAL SALES JOURNAL from the mechanical billing machine. The machine 
also prepares the cash disbursement journal and the voucher and distribution 


well as he understands refrig- , 


eration and air conditioning 


journal on similar sheets. 


who feel that in any business principles.” 


1961 CHEVROLET | 


STURDI-BILT TRUCKS! 
PROVED WORTH MORE 
BECAUSE THEY WORK MORE 


A gigantic advance in trucking began just a year ago, when the first Torsion-Spring Chevy 
nosed out onto a highway. With a vastly different truck design, featuring torsion-bar inde- 
pendent suspension, this totally new Chevy did just about everything better. And it caught 
on fast. So fast, in fact, that already there are nearly 300,000 Torsion-Spring Chevies putting 
out this new kind of working ability on tough jobs all over America. Now, for 1961, Chevrolet 
introduces trucks with even more of the worth-more, work-more performance that’s won such 


wide owner acclaim over the past year. Even more strength, even more stamina—and an 


even wider range of models! 


MORE MODELS THAN EVER BEFORE! 189 models—work-proved 
dollar savers in every weight class! 1961 Chevies for 
every hauling chore in the book include three new long- 
wheelbase 4-wheel drive models, sturdy Stepside and 
Fleetside pickups, spacious panels, versatile Suburban 
Carryalls, handy Step-Vans and forward control chassis, 
tough chassis-cabs of all sizes, mountain-moving tan- 
dems. Somewhere in this long, long line is the one 
truck that makes the most sense on your job! 


OWNER-PROVED TORSION-SPRING RIDE! It puts an end to I-beam 
axle shimmy! Independently suspended front wheels 
step right over bumps, tough torsion-bar springs soak 
up jolts. New smoothness speeds up schedules, cuts 
truck wear and maintenance expense, reduces cargo 
damage and driver fatigue. Owners report that there’s 
never been anything like it for high-profit hauling! 


STRONG, ROOMY CABS THAT HELP BOOST YOUR WORK OUTPUT! 
Rangy drivers ride in comfort with extra hip room, 
leg room and head room. Seeing is safe and easy through 
a whopping big wraparound windshield. The seat’s a 
beauty, too—a full 5914” wide with a spring combina- 
tion inside that gives just the right support. (And for 
the last word in working comfort, special 6” foam 
rubber padding is optional at extra cost.) And the 


rugged cab build includes all-steel construction, double- 
panel roof and double-walled cowl housing. 


TOUGH TRUCK CHASSIS — BRAWNY BASIS FOR BIGGER PROFITS. 
Massive, truck-built frames add stamina to every 
chassis. In medium- and heavy-duty models, rugged 
self-adjusting variable-rate rear springs help smooth 
out big-tonnage hauls. Quality features galore boost 
truck life: Extra-big brakes give faster, surer stops and 
last longer. Precision wheel balance makes steering 
easier, lengthens tire life. Smooth, durable Synchro- 
Mesh transmissions come in sizes to suit all types of duty. 


ENGINES WITH PROVED EARNING POWER. Famous sixes that 
out-sell all others because they’re best at brightening 
cost records . . . big V8’s that lead the industry for 
short-stroke design and hard-working durability! 
Chevy for ’61 offers a long line of power plants to meet 
the special needs of every weight class. 


The truth is, we could fill every page in this magazine 
with reasons why Chevrolet trucks have never been 
better than they are for ’61, but there’s no need for that. 
Not when your Chevrolet dealer can boil it all down for 
you so quickly and pleasantly. See him soon and start 
saving soon! ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


“Every businessman today is 
aware of the necessity of get- 
ting fast and accurate facts 
about every facet of his busi- 
ness. Careful control must be 
exercised over receivables, pay- 


“ables, inventory, expenses, sales 


and all the other items which 
make the difference between a 
profit and a loss at the end of 
the year. And, with profit mar- 
gins being squeezed as they are 
today, this information must be 
provided at the lowest possible 
cost. 

“While our business has 
grown from a two man and a 
girl group to an organization of 
18 people, many of our records 
were still being kept as they 
were originally, by hand book- 
keeping. The result was that in 
busy periods needed informa- 
tion was hopelessly behind. 


Accounting Firm 
Surveyed Methods 


“With this in mind, our firm 
retained a firm of accountants 
to survey our methods and ad- 
vise us on any needed changes. 
This firm, Stromberg & Associ- 
ates, made a very complete sur- 
vey, and, on their recommenda- 
tions, we converted all of our 
bookkeeping and record keeping 
operations to a machine. 

“Almost every day one hears 
of the marvels accomplished by 
electronic machines. Without 
detracting from the value of 
such machines in business, the 
fact remains that they are very 
expensive and it takes a large 
volume of work to make them 
economical. This we didn’t have. 
Our billing is approximately a 
million dollars a year, with pur- 
chases and other items in pro- 
portion. For this reason, our ac- 
countants recommended a 
strictly mechanical bookkeeping 
machine. Ours happens to be a 
|National Cash Register ma- 
chine. 


Speeds Processes But 
Keeps All Steps 


| “Machine book and record 
| keeping does not eliminate any 
processes, it simply performs 
|two or more operations at one 
| time. And it does them fast and 
|proves the entries at the same 
|time. These machines have a 
'number of ‘registers,’ or adding 
machines, and they can be set 
up so that figures entered into 
one register are also fed into 
|other registers at the same 
| time. 

| “A total figure can be entered 
‘in one register, and a break- 
‘down of that total into sales 
| tax, merchandise, freight, etc., 
| can be entered into other regis- 
(Continued on next page) 
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Wholesaler Business Know-How -- 


(Continued from preceding page) 
ters and if the total of this 
breakdown does not equal the 
total figure the amount of error 
is shown automatically in the 
‘proof’ column. Therefore it is 
not necessary to make a com- 
plete ‘run’ and then try to 
strike a balance. 

“Our bookkeeping is done in 
six operations. They are: Sales 
Journal, Cash Receipts Journal, 
Trial Balance and Analysis of 
Accounts, Disbursements Jour- 
nal, Voucher and Distribution 
Journal, and General Ledger. In 
addition, we keep running 
records of various items for sta- 
tistical purposes which are ‘by- 
product’ items of some of the 
six operations. 

“Since our invoices’ are 
written at the sales counter on 
multiple-carbon forms, we do 
not have a billing operation as 
such. These invoices are check- 
ed at the counter for correct- 
ness, and then come to the 
bookkeeping department. There 
the operator enters the charges 
on the customers ledger cards. 
By carbon, they are simultane- 
ously entered on the customers 
statements and on the Sales 
Journal sheet. 

“Adding the previous balance 
gives the new balance and ‘sales 
for month to date’ for that par- 
ticular customer is shown on 
the ledger card and sales jour- 
nal only. The sale is then 
credited to the proper store, 
broken down into merchandise 
and sales tax, and if total agrees 
with original entry, a zero bal- 
ance goes in the proof column. 

“Similarly, after invoices for 
purchases are checked for ac- 
curacy they are entered in the 
voucher and distribution jour- 
nal, and at the same time are 
entered on a remittance voucher 
which has a check attached to 
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the bottom, and are distributed 
to the various expense items on 
ledger cards. 

“When invoices are due for 
payment they are entered on 
the cash disbursement journal, 
the check is made up, and the 
amount credited to the proper 
ledger card. This is also done in 
one operation. 

“In setting up purchase ac- 


counts it is possible to get some ~~ 


statistical data with no extra 
effort. If, for instance, you want 
to know how much copper 
tubing you purchased per year 
or month, you simply set up a 
copper tube ledger card as a 
part of your merchandise pur- 
chases. Copper purchases are 
then entered on this card in- 
stead of the ‘merchandise pur- 
chased’ card. Our company has 
five such special accounts and 
may establish more. These ac- 
counts are, of course, entered 
in the general ledger as mer- 
chandise purchased. 
“Converting to machine 
bookkeeping is not quite as 
simple as it might seem. While 
it is not necessary to hire an 
operator with special training, 
some on-the-job training is 
necessary. Each of the various 
operations is controlled by a 
‘space bar,’ but it takes the op- 
erator some time to become ac- 
customed to the different bars. 
“After four months of oper- 
ation of our bookkeeping ma- 
chine, we are convinced that we 
are accomplishing our purposes. 
We have reduced the cost of 
bookkeeping because our oper- 
ator is able to turn out more 
work. We do have complete and 
up-to-the-minute records of all 
of our operations. And finally, 
we do have statistical informa- 
tion which is of value, and 
which takes little, if any, extra 
time to accumulate.” 
* * 


vo. NO. 


REFRIGERATION SUPPLIES, INC. 
4823 SUPERIOR AVENUE 
CLEVELAND 3. OHIO 


125008" 


PEDUCTIONS 


2 TL © EEE © 


6-68 
410 


CLEVELAND - AKRON - YOUNGSTOWN 


CHECK NUMBER 


10 


DATE AMOUNT 


SP 29M G$12250e 


REFRIGERATION SUPPLIES, INC i 


OTHER FORMS handled by the billing machine allow efficient record keeping and 
transactions. 


UNSC OMPRES 3.130 298 


A 


SHEET NO 1 


ACCOUNT NO. 3130 


3s0L08 


oT co. Bis =P 290 9 


125.00 


12500¢ 


MIAMI, Fla.—A _ palace of 
eye-catching beauty and utility. 
That describes the new home of 
O’Brian Associates, air condi- 
tioning and refrigeration parts 
and supplies wholesaler here. 

Beautiful, yes. But, says 
Frank O’Brian, president (pic- 
tured standing across the street 
from his new building), the 
structure is designed rather to 
capitalize on “the most impor- 
tant thing we have to sell: 
time—our customers’ time.” 

O’Brian, once a time and mo- 
tion analyst in Ohio, believes 
that his customers not only en- 
joy visiting his air conditioned 
palace of business, but appre- 
ciate the minutes and hours 
the new building can save 
them. 

“This consideration,” he said, 
“dictated our arrangement of 
counters and bins, our installa- 
tion of a 26-station intercom 
system, and installation of elec- 
trically operated doors. It 
guides the use of our truck 
fleet.”’ 

The $225,000, 
building was constructed direct- 
ly across Second Ave. N.W. 
from the 20 by 40-ft store 
where O’Brian started wholesal- 
ing five years ago. At the corner 


of 30th St. N.W., it is strategi- | 


cally located within a few 
blocks of major north-south and 
east-west highways. 

The predominantly concrete 
structure features eight horizon- 
tal concrete members supporting 
the second floor that extend 16 
ft beyond the building on the 
north side to form a cantilever 
canopy over the receiving and 
loading docks. 

Walls are concrete block, 
stuccoed, and covered with ce- 
ramic tile surface. Ceramic and 
glass exterior never needs paint- 
ing, while tile and glass interiors 
cut maintenance to a minimum. 


The 82.5 by 113 ft building is 


O'Brian’ 
$225,000 Miami Establishment 
Built for Beauty and Speed 


19,000-sq ft | 


Se wales 


a 


divided into 1,600 sq ft of display 
area, 10,000 sq ft of office and 
utility area, and 8,200 sq ft of 
warehouse area. 

Except for the warehouse 
area, the striking structure is 
air conditioned and _ heated 
through five roof-mounted re- 
verse cycle air conditioners. 
Two have 71% tons capacity and 
three have 2 ton capacity. 

One 714-ton unit cools the 
first floor sales area. The second 


cools second floor accounting 


and sales offices. Two of the 2- 
ton units cool the second floor 
conference room and adjoining 
kitchen. The third cools 
O’Brian’s handsomely appointed 
private office and that of his 
secretary. 

For economical operation, five 
banks of metal louvers are lo- 
cated between the full length 


windows on the right side of 


the building. Rising 18 ft above 
the ground, they are opened, 
and the air conditioning turned 


COUNTER SERVICE. 


Times Photo 


While most of the photo- 
graphs of the O’Brian Associ- 
ates operation were taken ex- 
clusively for this story in the 
NEWS, some of them were 
supplied by “Supply House 
Times” which did a comprehen- 
sive article on the Florida 
wholesaler’s new establishment 
in its August issue. Credit lines 
will identify these photos. 


off, when the temperature falls 
below 70°F. They ventilate the 
display area and offices. Sliding 
glass windows in the second 
floor offices provide ventilation 
during cooler weather. 


Five individual counters set at a slight 


angle to the front entrance enables the customer in a hurry to spot 


immediately the nearest open counter. 


Or he can patronize his 


favorite counterman if he so desires. 
Each counterman, clad in white short-sleeved sports shirt and 
dark slacks, is provided with his own telephone, adding machine, 


catalog, and nameplate. 


To speed service, merchandise in bins behind the counters are 
arranged so that most popular items are nearest the counter and at 


waist height. 
the rear. 
manufacturer’s catalog number. 


service products 
quantities. 


according to O’Brian. 


Arcing through the display area 
mosaic tile and vinyl surfaced cantilever stairway that 
seems suspended in mid-air. Actually anchored in concrete 
below the building, it leads to second floor conference 
room, salesman’s area, engineering office, perpetual inven- 
tory room, and O’Brian’s private office. 


Less popular items are kept in upper shelves and to 
Similar items of same make are arranged according to 


SELF SERVICE. About 25 to 30% of O’Brian’s merchan- 
dise is displayed for self-service on 30 mobile stands in 
the 32 by 47 ft display area opposite the counters. 
include staple air 
refrigeration parts and tools prepackaged 
Such packaging lowers sales cost per unit, 
speeds service, and increases the quantity of the order, 


Self 
conditioning and 
in variable 


is an attractive, 
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ee ~*~ ~~ ee SS 
FOR HEAVIER ITEMS, a 2,000 Ib capacity fork lift truck is used 


to load customers’ or company trucks. O’Brian operates 26 vehicles 
to speed shipments to customers, often within the hour that the 
merchandise is ordered. 

O’Brian’s fleet includes four pickup trucks with air conditioned 
cabs, seven air conditioned automobiles for outside salesmen and 
special deliveries, and 15 stake body and panel trucks, including 
sip coffee and study manufacturers’ permanent displays 2 three of foreign make for maneuvering in and out of tight parking spots. 
at their leisure. Times Photo O’Brian’s 600 customers are spread from Key West to Cape 


Area is lighted by 18 ft high glass windows tinted to CARRY OUT SERVICE by the customer Canaveral and westward to Fort Myers. 
absorb 45% of sun’s heat. The particular permanent is made easy with electrically opened doors O’Brian is now toying with the idea of equipping the new store 
display here is that of motor starters and other electric on both exit and entrance. A $2,900 customer and each of his trucks with two-way radio for speedier communication. 
motor control devices made by Furnas Electric Co., types convenience, but worth it, claims O’Brian who He also dreams of the day when his customers will equip their trucks 
of products which O’Brian says wholesalers can enjoy a believes that every convenience helps when with two-way radios so that they can call in their orders as they 
very good volume with little extra effort. competing against 25 other wholesalers. drive to the store. (Continued on next page) 


COMFORT SERVICE for the convenience of patrons 
who have a little time to spend is spotted along the far 
wall of the display area. Here customers can avail them- 
selves of water cooler, coffee dispenser, telephones, coin- ~ 
operated cigarette dispenser, and a soft drink dispenser. © 

From comfortable chairs and tables nearby, they can 


_ > 
] 
$ 

SA taal 


Times Photo 


IN THE WAREHOUSE por- 
tion of the building, O’Brian uses 
the fork lift truck to hoist mate- 
rials to a 2,300 sq ft second floor 
storage area for light merchandise. 
Part of the second floor near the 
receiving dock is cut away for that 
purpose. 

When fully extended the forks 
will rise 17 ft. When telescoped 
they reduce to 7 ft 3 in. so the 
truck can move easily in areas 
with low head room. 

Bulky items, such as large com- 
pressors and cooling towers, are 
stored in another 2,500 sq ft ware- 
house about seven blocks away. 


Controlled process 4 
refrigerants for all 
air conditioning 
and refrigeration needs 


PERPETUAL INVENTORY rec- a a a A ee ee 


ords are — in i ; by % ft # P 
room on the secon oor. wo 

full-tlne clerks constantly post i ISOTRON salutes | 
erg en ge em i 

Milam! neadauarters and within a - the wholesalers on their 25th anniversary : 
ay of Sa es for e es . ong a 
ee ee ee eee ee ee es es es es 


—and for truck routes operated 
by two of the company’s six out- 
side salesmen. 


Separate files are kept for each p It Isotron Department 
location. Branches carry small ISOTRON—The Key to Modern Living ennsa PENNSALT CHEMICALS CORPORATION 
inventories of about 85% of the Ch e | a a 
items O’Brian handles and each | emica S$ Pilicdeishie & Pe 
does about 17% of the firm’s total ESTABLISHED 1850 , Pa. 
business. : 
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New Orleans Contractors Fight BBB Ad 


_ CONFERENCE room ats 


on the second floor is 
18 by 32 ft. Acousti- 


cally treated, carpeted, oo P wen | ‘ 
and walnut-paneled, it ’ypow ‘ W 
~~. ~ 


is designed for product te ell 


and sales meetings. 


ea Two conference tables O’BRIAN’S isa family business 
seat 14 persons each. with almost all members partici- 
With one table re- pating actively. Mrs. Frank 
moved, the room can O’Brian (above) is office manager. 
seat an audience of 65 Eldest son Donald (below) is pur- 


SALES engineer Har- 
old A. Persett works in 
a fully equipped office 
to help contractor-cus- 
tomers make cooling 
layouts and draw up 
job quotations. Persett 
five 
months after he start- 
ed in business and has 
been with him ever 


joined O’Brian 


since. 


persons. chasing agent. 
ee 


BOHN 'S Newest 
tai Unit 


eae more useful shelf space available in reach-ins, 
back bars, and under-counter cabinets because it has 
an extremely flat, thin silhouette of only 4%”. 


OTHER TOP-AIRE FEATURES ARE: 


@ Angled fitting so drain can be run through back 
or bottom of cabinet 


@ Knockouts in top, plus opening in rear, for bring- 
ing out connections 


@ Adequate space inside cabinet for expansion 
valve to be attached... out of sight 


@ Life-lubricated, impedance-protected motor 
®@ Attractive grained aluminum cabinet. 


Available in three capacities: 1000, 1300 and 1700 


(Continued from Page 1, Col. 1) 
certain air conditioning and re- 
frigeration repairmen are being 
received by the Better Business 
Bureau. 

“We warn you to call the 
bureau for a report before en- 
trusting your room air condi- 
tioner or refrigerator to any re- 
pairman regardless of who 
recommends him.” 

These statements were fol- 
lowed by the BBB telephone 
number. 

Philip J. Thompson, presi- 
dent of two Louisiana contrac- 
tor groups, termed the state- 
ments in the ad “unjust and un= 
fair because they attack the 
entire air conditioning and re- 
frigeration industry.” He said 
civil suits were to be filed 
against the BBB. 


Contractors Countered 
With Advertisement 


Earlier, the contractors 
countered the bureau ads with 
an ad of their own, urging cus- 
tomers to seek advice from the 
three professional associations 
rather than the BBB. 

James M. Barr, manager of 
the local BBB office, said the 
bureau ad had been placed in 
the papers because “serious 
complaints had been coming to 
us with alarming frequency.” 
He said most of the complaints 
were those of “unsatisfactory 
work” and “overcharging.” 

One service, he added, was 
reported by several persons to 
have picked up units for re- 
pair, then refused to return 
them. 


“Another charged $89 in ad- 
vance for repairs that turned 
out to be unsatisfactory,” he 
said. “And when the customer 
complained, the repairman said 
he wouldn’t touch the unit un- 
less he was given another $26 
in advance.” 

Barr said the BBB had re- 
ceived at least 1,000 calls since 
the ads appeared a week earlier. 


‘Slurred Whole Industry’ 


Thompson said it was the 
“warning statement” in the 
BBB ad that resulted in the 
contractors’ action. This portion 
of the ad, he said, “slurred the 
whole industry rather than the 
few who violate good trade prin- 
ciples.” 

The contractors’ advertise- 
ment was headlined “EACH 
TRADE KNOWS ITS OWN” 
and read: 

“For reliable air condition- 
ing and refrigeration informa- 
tion service or complaints call 
Louisiana Refrigeration & Air 
Conditioning Contractors Inc., 
Master Refrigeration & Air 
Conditioning Association, and 
Air Conditioning & Refrigera- 
tion Trades Association of 
Louisiana. 

Association telephone num- 
bers were listed. 

Barr commented: 

“We can’t help people much 
unless they call us before em- 
ploying the repairmen. Of 
course we can’t tell a person not 
to deal with any one tradesman, 
but we can give a report on his 
record and then let the cus- 
tomer make up his own mind.” 


/ service units on the job with 
GOLD SEAL LINE TAP VALVES 


Gold Seal Line Tap 
y Valves are designed to 
4 instantly pierce tubing 
| to provide a permanent 
port for testing, charging, 
and discharging refrigera- 
tion lines. Easily fastens 
from the top with 2 Phillips 
type screws. May be installed 
without refrigerant loss even 
while unit is operating. 


[ » <> 


Available in 6 sizes ranging from 
3/16’ O.D. to 5/8” O.D. Each 
size valve conforms to the line— 

Cannot bend or crimp the tube. 

Gold Seal Line Tap Valves offer 
maximum protection against leak- 
age — Features Watsco’s exclusive 
3 point sealing. 


U.S. Pat. No. 2,827,913 


GOLD SEAL 


SWIVEL CONTROL VALVES 
A lifetime tool designed to operate 


all size Line Tap Valves. Connects 
to Line Tap Valve without wrenches or special tools. The 
single port on the CV-1G is a connection for charging lines 


BTU/hr at 10° T.D. based on entering air tempera- 
tures. For complete information, write for BULLETIN 


or gauges. The CV-2G has a dou- } 
ble port which enables the user to © 
connect a gauge and charging line ~ 
to one or any number eed 
refrigerant containers in series. 
For additional information ask ee 


No. 80 . . . or call your Bohn wholesaler. 
wholesaler or write to Dept. N-110. 
Buy the known line... the BOHN line CV-16 C50 
Aluminum and Brass Corporation ; SF Sa eee 
Danville Division « Danville, Iilinois e- 1020 EAST 15th STREET, HIALEAH, Mota 
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FDA Campaign- - 


(Continued from Page 1, Col. 1) 
ever, that cases may come up 
here and in Chicago, but this is 
usually not known until imme- 
diately before court action is 
started, according to the bureau. 

The manufacturer whose prod- 
ucts are seized by the Food & 
Drug Administration, which is 
working in cooperation with the 
Federal Trade Commission in 
this drive, has three alternatives: 

1. He can ignore the seizure, 
in which event the court issues 
a default decree and the govern- 
ment retains permanent posses- 
sion of the appliances seized. 

2. He can enter into a con- 
sent decree without contesting 
the government’s allegations. 
Under this action the manufac- 
turer re-labels the appliances in 
a manner that meets the ap- 
proval of the FDA. 

3. He can contest the allega- 


Worthington - - 


(Continued from Page 1, Col. 3) 
wholesalers in St. Louis, Den- 
ver, Cleveland, and Detroit. 
Present plans call for whole- 
salers to be established in Bos- 
ton, Pittsburgh, and Indianapo- 
lis. 

“All companies will be re- 
quired to maintain a stock of 
parts sufficient to make possible 
prompt and efficient repairing 
of equipment installed in its 
territory,” states Worthington. 

The NEws spoke to a Worth- 
ington representative in a city 
where the new wholesaling set- 
up is scheduled to begin next 
year: 

“We will establish our own 
packaged equipment distribu- 
tor. However, we have found it 
efficient to choose an alert, ag- 
gressive local wholesaler to 
stock and distribute replace- 
ment and repair parts.” 


Arw Announces 


Program Plans 


For ‘Cruise Convention’ Oct. 28 


CLEVELAND—Befitting the 
celebration of its 25th anni- 
versary, the Air Conditioning & 
Refrigeration Wholesalers as- 
sociation will hold the most 
“glamorous” annual meeting in 
its history, a five-day Caribbean 
“cruise” convention Oct. 28- 
Nov. 2 on the 8.8. Hanseatic. 

However, the convention will 
definitely be a ‘working one,” 
states Thom Muir, ARW execu- 
tive director. Business sessions 
will be conducted on three days 
of the five-day cruise, and will 
include special seminars analyz- 
ing present methods and trends 
in the supplies and equipment 
wholesaling field. 

The cruise on the 30,000-ton 
S.S. Hanseatic, flagship of the 
Hamburg-American line, will 


leave from Port Everglades, 
Fla. on Oct. 28 and will make 
a stop Oct. 30 at Montego Bay, 
Jamaica, and Oct. 31 at Port- 
Au-Prince, Haiti. Several hours 
ashore are planned at each port 
stop. 


First convention session will 
be held on Oct. 29, in the form 
of a special seminar on supplies 
and equipment wholesaling busi- 
ness operations and problems. 
This will be under the direction 
of George C. Webster, presi- 
dent, George C. Webster & As- 
sociates, management consul- 
tant, Washington, D. C. Web- - 
ster is president of the Associa- 
tion of Management Consul- 
tants, Inc., chairman of the edu- 
eation committee, National As- 
sociation of Wholesalers, 


has a background as both a re- 
tailer and distributor of air con- 
ditioning equipment. 

On Oct. 31 the annual busi- 
ness meeting of ARW will be 
held. A final convention session 
will be held on Nov. 1, starting 
out with another seminar, and 
concluding with a summariza- 
tion of the conclusions reached 
at the seminar and business 
sessions. 

Formal social events include 
a “25th Birthday” dinner party 
the first night of the cruise, a 
special luncheon at which the 
speaker will be George F. Tau- 
beneck, editor and publisher, 
AIR CONDITIONING, HEATING & 
REFRIGERATION NEWS, and en- 
tertainment and dancing on 
the evenings aboard ship. 


and 


NEWS readers are invited 
to write to the editor giving 
their opinions on any subject 
of interest to the industry. 


tions of the Federal government.® 


This would require the manufac- 
turer to prove the validity of his 
claims in court. 

Up to now, at least, most of 
the seizures have been resolved 
by consent decrees and re- 
labeling although there have 
been a few instances where the 
action was ended through the 
default procedure. 

Several cases are still pending, 
however. 

The bureau spokesman ex- 
plained that it will accept label- 
ing of the appliances as an “air 
cleaner,” but it considers as un- 
warranted claims pertaining to 
health. In other words, it will 
not permit claims that the de- 
vices will cure or alleviate 
asthma, hay fever, allergies, 
colds, etc. 

“There is no solution that 
simple to these health prob- 
lems,’”’ commented the bureau 
spokesman. 


McQuay Appoints 


Representatives 


MINNEAPOLIS — Appoint- 
ment of representatives in Day- 
ton, New Orleans, and Birming- 
ham, Ala., has been announced 
by McQuay, Inc. here, manufac- 
turer of heating, refrigeration, 
and air conditioning equipment. 

Frey Equipment Co., Dayton, 
has been named heating, air 
conditioning, and _ ventilating 
representative in the Dayton 
trading area. 

R. E. Meyers & Associates, 
New Orleans, has been appoint- 
ed sales representative in 
Louisiana and Mississippi. The 
firm maintains branch offices at 
Shreveport, La., and Jackson, 
Miss. 

Brownlee-Morrow’ Engineer- 
ing Co., Birmingham, has been 
named to represent McQuay’s 


heating, ventilating, and air 
conditioniing lines. 
MANUFACTURERS’ 


AGENT 


well acquainted in St. Louis 
Territory with O.E.M. and 
wholesale trade seeking two 
additional lines. 


Write BOX A6639, Air Con- 
ditioning, Heating & Refrig- 


- Silica-Gel (ek 400: 
and Molecular Sieve - 


BLOCK DESICCANT 


 Shock-proof 
Construction 


a ge te tes 


Important Advantages 
and System Benefits: 


1. Exclusive Alco binder assures a block of 97% pure 


desiccant. 


2. 


Manufactured by Alco’s specially developed forming 
process (not pressure moulded 


)—eliminating packing 


effect—assuring greater uniformity of flow. 


3. 


Geometry of ADK block exposes maximum surface to 


adsorb and filter out moisture and fine particles. 


4. 


Directed and even distribution of liquid gives filtration 


in depth—coupled with short flow path means low 


pressure drop—longer system life. 


e BUY SECURITY 
e BUY QUALITY 
e BUY ALCO 


8328 


DK Aalf: 


5. 
6. 


foreign matter. 
7. 
8. 
9. 


To Protect the 

System and 
Yourself 
use the 


Rigidly controlled activation—factory sealed. 


Maximum system protection against acids and other 


Copper (ODS) fittings mean easy brazing. 
Brass (SAE) fittings means no flare nut creep. 


Full flow fittings mean low pressure drop. 


ALCO DRI-KLEANER is your insurance for a 


3 KINGSLAND AVE. « ST. LOUIS 30, MO. — 


longer, more trouble-free system life. 


The one complete line of refrigerant controls: Thermostatic Expansion Valves + Refrigerant Distributors » Solenoid Valves 
Refrigerant Filter-Driers + Suction Line Regulators+ Flooded Evaporator Controls and Reversing Valves 
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How Wholesaler Can Best Serve Metropolitan 
Area Cooperatively and As an Individual 


By Phil B. Redeker 


CHICAGO—Final day of the 
Chicago Trade Fair fell on a 
Sunday, and with special events 
planned, a record attendance 
was expected. At 9 o’clock Sun- 
day morning, the building engi- 
neer discovered the air condi- 
tioning system wasn’t function- 


ing. 
A call to the contractor who 
maintained the installation 


brought an emergency crew 
quickly to the jeb. A diagnosis 
of the problem revealed the 
need for some essential parts— 
available only from a _ whole- 
saler of such parts. 

In many localities—and some 
years ago in Chicago—this 
would have necessitated some 


frantic scrambling about to find 
some wholesaler who would 
open up his establishment, and 
make arrangements to get es- 
sential parts to the job with a 
minimum of delay. But this did 
not take place in the emergency 
situation at the Chicago Trade 
Fair. 


Specific Wholesaler 
Available Each Sunday 


Instead, the contractor con- 
sulted his schedule of the whole- 
saler personnel who would be 
available that particular week- 
end to handle just this type of 
emergency call, and called for 
this service with full confidence 
that his order would be filled 


quickly. The schedule had been 
worked out by the supplies 
wholesalers serving the Chica- 
go metropolitan area. 


“This procedure was worked 
out after a discussion of meth- 
ods of handling emergency calls, 
during one of the regular meet- 
ings which a trade relations 
committee of the wholesalers 
hold regularly with representa- 
tives of the air conditioning 
and refrigeration contractors 
group,” states Jack Glass, who 
heads up Chase Supply Co., one 
of Chicago’s largest supply 
houses, and who is a _ past 
president of Air Conditioning & 
Refrigeration Wholesalers as- 
sociation. 


This particular occurence was 


cited by Glass as an example 
of some of the “special’’ service 
which the supplies wholesaler 
provides to the industry gen- 
erally. It came about as a re- 
sult of a cooperative effort, but 
individually the supplies whole- 
saler provides a great deal more 
than merely filling orders from 
stock. His employes must have 
a broad knowledge of the ap- 
plication of hundreds of differ- 
ent kinds of products—be ready 
to provide information, without 
too much hunting and search- 
ing, on such matter as the 
length of capillary tubing, the 
right size and type of tempera- 
ture controls or flow control 
valves, the proper application 
and sizing of water conserva- 
tion devices. 


“Then there are the services 
that cost the wholesaler dollars 
and cents each time they are 
performed,” Glass points out. 
“Delivery and pick-up services 
are a good example—an in- 


> 
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Far more Accuracyx Versatility «Dependability 


in commercial defrosting with PARAGON'’s... 


8200 SERIES D-FROST-O-MATIC— 


designed for use as time-initiated, 


r pressure-terminated defrost control 


refri 
not 


day. 


- 


Ideal for electric heat and compressor < ee defrosting. 
Defrosting periods automatically varied . 
from one to six cycles per 
A precision-built time control and pressure bellows, 
the 8200 Series is connected to the suction side of the 
y ene system by a copper tube. Length of defrost is 
ependent upon a time cycle, but is terminated when 
the coils are free from frost. No unnecessary downtime! 
Exclusive 100% adjustable fail safe. Will transfer 
switch if equipment is not brought back into a refrigeration 
cycle by an increase in pressure within a specified period 
of time. Pressure cut-in is adjustable too. 
Powered by a heavy-duty, self-starting, 4-watt, 
industrial-type motor. For complete details on the 
8200 Series write for BULLETIN 5949. 


frequency 


SO SECS 


600 SERIES TIME DEFROST CONTROL- 


designed for defrosting systems which require a timed 
fan delay or drain period at end of cycle 


With the system-tailored 600 Series you can easily 
change the frequency of defrost and the length of defrost 
cycle to meet your load requirements. The time control 
is perfect for defrost systems having water spray, hot gas 
fan delay, or electric heat fan delay. 
It has three adjustable settings — a pre-delay or 
pump-down cycle, a defrost cycle and a drain or fan delay 
cycle. Two dials: bottom dial controls frequency of 
defrost according to the time of day; top dial controls 
duration of defrost cycle by the three adjustable settings. 
SB: Be Frequency of defrosting can be set for every 3, 6, 12 
3 ve or 24 hours. 


1 The unit is powered by a 4-watt, heavy-duty, 


ste 


ELECTRIC COMPANY 
1687 Twelfth St.* Two Rivers, Wisconsin 
TIME IS MONEY... CONTROL IT WITH PARAGON 


industrial-type motor. For complete details on the 600 Series 
write for BULLETIN 5945. 


PARAGON 


warranty exchange compressor 
is delivered to a job, later the 
wholesaler’s men must go to the 
job site and pick up the old 
unit. Other truck services at no 
charge—but at a cost estimated 
at $4.75 for each stop—include 
the pick up of used refrigerant 
cylinders, and the return of sur- 
plus materials from a particular 
installation.” 

Glass cites these areas of 
service performed by the sup- 
plies wholesaler not in any 
complaining sense but merely 
as evidence of the kind of 
“added” services that the air 
conditioning and refrigeration 
supplies wholesalers provide be- 
yond that of merely having 
available the kind of parts and 
supplies needed by the install- 
ing and servicing contractor. 
And there are many other ad- 
ditional things which Glass and 
many other wholesalers offer— 
depending on the directions in 
which they steer their business 
activity. 


History of Chase Supply 


But before discussing the 
matter of some of these addi- 
tional functions, it might be 
well to review a little of the his- 
tory of the Chase Supply Co. 
The headquarters location on 
Chicago’s far south side had 
its origin as a manufacturer of 
refrigerators in the industrial 
section which centered around 
the Pullman railway car works. 
The owners got into the refrig- 
eration supplies field when serv- 
ice was required on refrigera- 
tors sold and parts were re- 
quired. Also, dairy plants 
sought a source of parts and 
supplies in those pre-supplier 
days. 

When the present ownership 
(and management) took over 
some 18 years ago, Chase Sup- 
ply Co. concentrated on refrig- 
eration supplies. It expanded 
into air conditioning and then 
into heating, and today operates 
from three locations in Chicago 
and one in Gary, Ind. 

Jack Glass says, “We put 
Chase Supply into the heating 
supplies business partly because 
our customers put us into the 
business by continually asking 
why we didn’t stock certain 
heating items, and partly be- 
cause we wanted to expand our 
volume, and with the air condi- 
tioning and heating fields draw- 
ing closer together, it was an 
obvious way in which to ex- 
pand.” 


Eased Itself Into 

Heating Field 

Chase Supply Co. didn’t jump 
into the heating field with both 
feet. It first offered heating con- 
trols, then added various spe- 
cialties gradually, in many in- 
stances basing its decision on 
what to handle on what it 
learned about the demand for 
various items from its cus- 
tomers. 

“Today we stock and sell 
heating supplies for any size or 
type of residential installation, 
and for the majority of com- 
mercial jobs,” says Glass. “In 
the larger commercial and in- 
dustrial applications, our break- 
off point on pipe valves and 
fitting sizes is 4 in. In our new 
location we plan on carrying 
these up to 6 in.” 

Today, approximately 40% of 
the volume done by Chase Sup- 
ply Co. is in heating, and the 
department has a separate man- 
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ager and there are counter per- 
sonnel who are specialists in 
heating products. 


Chase Supply Co. has also 
expanded its operations by han- 
dling complete systems for air 
conditioning and refrigeration. 
It sells the full line of Crane 
residential year-round air con- 
ditioning equipment, and Na- 
tional-U.S. Radiator commer- 
cial packaged boilers for heat- 
ing installations, heating and air 
conditioning lines, and some 
types of packaged commercial 
refrigeration equipment. 

“However, our package equip- 
ment is almost entirely of the 
remote type which must be 
hooked up by the contractor, 
and it is all sold through recog- 
nized trade outlets,” Glass 
points out. ‘We know we have 
no business in competing with 
our customers, and we have no 
intention of so doing.” 


Engineering Assistance 
Given On Some Jobs 
Engineering assistance is pro- 

vided by Chase Supply Co. to its 

customers on certain kinds of 
jobs. Outside salesmen working 
in the air conditioning and re- 
frigeration side of the business 
are qualified to figure jobs and 
specify equipment, and the man- 
ager of the heating department 
is a graduate engineer with a 
background of practical experi- 
ence in heating installations. 
“We don’t get involved in en- 
gineering work in the major 
kind of jobs that involve plans 
and _ specifications,” Glass re- 
lates, “but rather we try to help 
the contractor who is working 
on a job that has some unusual 
problems, or who has_ been 

given some blueprints by a 

prime contractor or architect 

and told to figure the air condi- 
tioning or refrigeration compo- 
nents for the job.” 


No Fee for Any 
Consultant Work 


Chase Supply Co. never takes 
a fee for any consultant work 
which it does, and Glass believes 
that this is a practice in which 
‘no wholesaler should indulge. 
“We must make our money 
from the products we sell.” 

Early next year Chase Sup- 
ply Co. will move its headquar- 
ters to brand new quarters (910 
W. 122nd St.) only a few blocks 
away from the present location 
on West 119th St. Principal fac- 
tors dictating the move were 
some real estate developments 
around the present location 
which made it increasingly diffi- 
cult to handle incoming ship- 
ments, plus the fact that Glass 
has been wanting to make cer- 
tain changes in both the physi- 
cal layout of the counter and 
stock areas, as well as in meth- 
ods of getting goods into the 
hands of customers, and the 


present facilities did not lend 
themselves to this. 


(i. & E. Equipment Supply Co. 


OGDEN AT FULTON CHICAGO 7, ILL 


The problems around the 
dock area also complicated the 
supplying of the other Chase 
outlets, as they have limited 
warehouse facilities and are 
stocked from the headquarters 
location for the most part. 

In the new headquarters, 
which is being built for Chase 
Supply Co. to its design, Glass 
will have the opportunity to put 
into effect some of the ideas he 
has about the physical layout 
and operating procedures that 
he believes will result in more 
efficiency. 


Features Planned 
For New Building 


“Our main reason for any 
changes that will be made in the 
ways in which we stock, dis- 
play and sell merchandise, and 
handle our customers will be to 
save time—both the customer’s 
time and our time,” says the 


president of Chase Supply Co. 


“This means money to both of 
us.” 

The plans which Glass has 
for the new headquarters start 
outside of the building. They 
include a 10,000-sq ft parking 
area close to the entrance door. 
The door will open automatical- 
ly, by means of a step-on device, 
to facilitate the customer who 
may be carrying material. 

In front of the counter there 
will be a large self-service area. 
It will be stocked only with 
boxed items, the idea being that 
it will speed up service for the 
customer who comes in to pick 
up one or just a few items. 
Glass hopes to stock his entire 
inventory of boxed items in the 
self-service area. 

A “fast check-out counter” 
somewhat similar to those 
found in food supermarkets is 
also planned to further speed 
the service to the “few items” 
customer. For the customer 


with a _ sizable order, the 
counterman — with a_ better 
knowledge of the location of the 
items — will probably pick up 
the items listed in the order 
and put the order together. 

To facilitate handling of 
goods received Glass has spe- 
cified a loading dock that can 
handle four truck-trailers, and 
also plans to make use of a 
traveling overhead crane. cap- 


COMPLETION OF new head- 
quarters for Chase Supply 
Co. in Chicago is scheduled 
for early 1961. Ceiling de- 
sign will be such as to 


permit use of traveling 
overhead crane to carry 
supplies to any place in the 
building. Other features 


will include automatic open- 

ing doors, display of most 

boxed items in a self- 

service area, and a super- 

market-like ‘fast checkout 
counter. 


able of handling a 10,000-Ib 
load to carry supplies drop at 
any place in the building. 

Offices on a mezzanine will 
have glass partitions so that 
Glass and various other man- 
agement personnel can see the 
flow of activity in the self- 
service area and at the counter. 
A complete intercommunication 
system will enable Glass and 
others to keep in touch. 


_ LEECE-NEVILLE 
ANEW 
~ SOURCE > 
~ QUALITY 
MOTORS 


Announcing a new line of shaded pole and 
permanent split capacitor motors 


Leece-Neville, world’s largest independent supplier of 
fractional hp DC motors for automotive use, announces a 
complete new line of fractional hp shaded pole and perma- 
nent split capacitor motors for use in air conditioning and 


motors. 


other blower-type equipment. Basic shaded pole motors Name 
range from 59 to 4 hp... permanent split capacitor Company 


motors from 4; to % hp. Our fully staffed engineering 
department can help you adapt a basic unit or design 


a special motor. 


eece- 


Meville 


SINCE 1909 Ks 

The Leece-Neville Company, Dept. AC-10 
Georgia Division, Gainesville, Georgia 
Please forward details on your shaded 
pole and permanent split capacitor 


Title 
Address 
City. Zone. State. 
Type of Product Manufactured 


We invite you to compare Leece-Neville quality, ability to deliver, and prices with those of your present suppliers. For details, mail coupon. 
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TZ. ee by Frank J. Versagi, Technical Editor 
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Low Temperature Refrigeration & Cryogenics (1) 


CRYOGENICS, correctly defined, is the study of the properties 
of materials at ultra-low temperatures. 


The term is increasingly being misapplied to the techniques 
used in attaining the low temperatures required for cryogenic 


studies. 


This group of articles surveys cryogenics, as such, then 


proceeds to discuss briefly the 


several refrigeration techniques 


employed to reach low temperatures and the installation and 
service problems which are peculiar to such applications. 


Low temperatures are used in 
the cold treatment of metals, the 
liquefaction of gases, environ- 
mental testing of people and 
products, in basic research— 
physical, chemical, metallurgical. 

While some arbitrarily set the 


beginning of low temperature 
refrigeration at -50°F, tempera- 
tures near absolute zero 
(-459°F) are more common to 
eryogenic work. 

Mechanical refrigeration, va- 


por compression, can bring tem- 


peratures to -150°, some claim 
to about -200°. Below that 
point, chemical refrigeration is 
used. The lowest temperatures 
yet reached—within hundredths 
of a degree of absolute zero— 
have been reached by magnetic 
cooling. 

A paramagnetic substance 
(one which is attracted by a 
magnet) is used. The molecules 
of these substances, such as 
gadolinium sulfate, when they 
are cooled to ultra-low tempera- 
tures, act as tiny magnets and 
align themselves when subjected 
to a magnetic field. The salt is 
surrounded by low _ pressure 
liquid helium which chills the 
salt below 1°K. 


Figure 1 


A magnetic field is applied 
which aligns the molecules and 
causes the substance to give up 
heat; the heat is removed by 
the helium. 

The magnetic field is removed. 
In disaligning themselves, the 
molecules require energy and 
they obtain this energy by plung- 


UNIFORM TEMPERATURE 
HIGH HUMIDITY 
AUTOMATIC DEFROST 


RANCO 019 TWO TEMPERATURE CONTROL 
is designed especially for use on commercial 
fixtures such as walk-in coolers, display cases, 
florist boxes. It effects frequent cycling of the 


refrigerator system 


to maintain uniform air tem- 


perature and high relative humidity. Duration of 
refrigeration from “cut in” to “cut out” settings 
is variable for each running cycle according to 


INCORPORATED 


COLUMBUS 1, OHIO 


In Canada: Ranco Controls, Canada Ltd., Toronto 18, Ontario 
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internal load and weather 


conditions. Setting 


points are individually controlled. Fixture air 
temperature is adjustable with a knob from 1 
to 10 positions without affecting evaporator 
defrost. Write for further information and Tech- 


nical Bulletin 1731. 


i” UNITED 
STATES OF 
AMERICA 


<a 


100°F 


Dsio 


10O¥ 14.7 psia 


Heat 
exchonger 


AAAAAA. 
VVV¥¥¥V 


AAAAAA. 
VVV¥Y¥VV 


a 


Seporotor 


p—— 14.7 psio 


FIG. 2—Linde system for liquefaction of 
air. 


ing the salt’s own temperature 

almost to absolute zero. 
Magnetic cooling, however, is 

still a laboratory phenomenon. 


, It is chemical refrigeration—the 


use of liquefied gases—which is 
practically applied to obtain 
temperatures down to -451°F. 
Thus, a jet of carbon dioxide 
can chill a walk-in chamber 
from ambient to -100°F. in min- 
utes. Liquid nitrogen in a glori- 
fied thermos bottle (Fig. 1) will 


Temperature 
Scales 


When ultra-low tempera- 
tures are discussed, one or 
more of four temperature 
scales are used. 

The Fahrenheit scale is the 
most familiar in English 
speaking countries. On this 
scale, water freezes at 32°, 
boils at 212°. 

In most other countries of 
the world, and in almost all 
scientific work, the Centigrade 
seale is used. The freezing 
point of water is 0°; the boil- 
ing point is 100°. 

If all heat were removed 
from a body and if, in effect, 
it had no temperature left, 
this point would be Absolute 
Zero. On an absolute scale, 
there can be no minus tem- 
peratures, no “degrees below 
zero.” 

The Rankine scale is the 
absolute Fahrenheit scale. 
Zero degrees Rankine, 0°R, is 
equivalent to about 459 Fah- 
renheit degrees below zero or 
-459°F. Therefore, 2°R is 
equivalent to -457°F; and 
100°R is the same as -359°F. 
Rankine measurement are 
most often used to express 
temperatures close to abso- 
lute zero. 

The other absolute temper- 
ature measurement is_ the 
Kelvin scale. This is the abso- 
lute Centigrade scale. Zero 
degrees Kelvin, 0°K, is equiv- 
alent to about -273°C. So, 
2°K is the same as -271°C 
and 100°K is -173°C. 

Thus when helium is said to 
boil at 7.8°R, it boils at about 
-451°F, at -260°C, and at 
13°K. 


hold a product at -320°, below 
the liquid nitrogen level (not 
immersed) and at -290° above 
the liquid level for as long as 
50 days. Helium boils at 7.8°R 
at atmospheric pressure; under 
low pressure, as it is applied in 
magnetic cooling, it will boil as 
low as 1.8°R. 


The use of liquefied gases to 
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“its UCT at any Pressure 


SEPARATION 
Figure 3 


COMPRESSED eae 
ooo. fine 
LIQUi 
LIQUEFACTION 
AUXILIARY 
REFRIGERATION 


produce and maintain very low 
temperatures is more practical 
today than a few years ago be- 
cause such gases can now be 
commercially produced, trans- 
ported over long distances, and 
stored. 

The process used in liquefying 
air, from which liquid oxygen, 
nitrogen, and several inert gases 
are obtained, is of interest. 


Simplified, the Linde process 
for liquefying air begins by com- 
pressing the air to a pressure of 
several hundred atmospheres. 
This air is passed through a 
cooler where the heat of com- 
pression is removed. 

The cooled, high pressure air”* 
passes through a heat ex- 
changer, then through an ex- 
pansion valve where the air 
expands to atmospheric pres- 
sure. Some liquid air is formed 
by the temperature drop and is 
removed by a separator. 

Vapor from the separator is 


Walworth Appoints 
Gustav A. Hoffman 


NEW YORK CITY — Wal- 
worth Co., valve and fitting 
manufacturer, has announced 
the appointment of Gustav A. 
Hoffman as_ vice _ president, 
sales. 

Hoffman will be returning to 
the company he served for 27 
years. 

He left in the spring of 
1959, while holding the position 
of assistant vice president in 
charge of Metropolitan Div. 


FREE" 
PARKING. 


(while space is available) 
FOR REGISTERED GUESTS 
IN DOWNTOWN 


DETROIT 


4 
OX) FAMILY RATES 
No Charge for Children 12 and Under 


In the center of all downtown activities. Newly 
decorated. Ultra modern, comfortable guest 
rooms, Excellent food ot moderate prices ia 
ovr modern coffee shop ond cafeteria. 

Radio, Television Room A 


Air Conditioned rooms in season, 


FACING GRAND CIRCUS PARK 
DETROIT, MICHIGAN 


Harry E. Paulsen, Gen. Mgr. 


NEWS readers are invited 
to write to the editor giving 
their opinions on any subject 
of interest to the industry. 


the cooling medium in the heat 
exchanger. (Fig. 2.) 

After the air is liquefied, con- 
ventional refrigeration plays a 
part in separating the several 
gases in the mixture (Fig. 3). 

Temperature measurements at 
very low levels are made by 
vapor pressure measurement 
and with gas filled thermom- 
eters. Below about 2°R, with 
magnetic cooling, there is a 
measurable relationship between 
a substance’s absolute tempera- 
ture and its magnetic suscepti- 
bility, and magnetic suscepti- 
bility can be measured. 

(To Be Continued) 
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Just Starting — 


ALLEN PARK, Mich. — Fif- 
teen months ago Ben Pozniak 
started a refrigeration supplies 
wholesalership here. In his first 
full year of operation he gross- 
ed about $130,000; he did this 
by turning over his limited in- 
ventory ten times—a fact, he 
admits, which indicates that his 
inventory is too small. 

“I know now that I was 
undercapitalized. I started with 
only $10,000, but I had the itch 
to get into business for myself 
and just couldn’t wait,’”’ Pozniak 
admits. He left a good position 
with an_ established Detroit 
wholesaler to set up his Down- 
river Refrigeration Supply Co. 

The new _ wholesaler now 
claims 70 to 80 regular ac- 
counts. Although he does not as 
yet handle condensing units, he 


- Authorized Padaead ws Distrib 


Where Will This Wholesaler 
Be Five Years from Today? 


does carry two lines of refrig- 
erants, three drier lines, one 
manufacturer’s coils, one expan- 
sion valve, and three lines of 
controls, along with other sup- 
plies and components. 


Pozniak seems more con- 
cerned with taking on a line of 
motors than condensing units 
at this time: ‘Unless I can get 
a well known condensing unit, 
it will just sit here on the floor, 
and my customers will travel 
the few miles into Detroit for 
a familiar one.” 

He anticipates that in three 
or four years, his $10,000 inven- 
tory will have grown to over 
$40,000. Before that, however, 
he is keenly waiting for that 
time when he feels his volume 
is enough to warrant his hiring 
a counterman so he can go on 


the road to get new accounts. 

For the time being, too, Poz- 
niak does his own posting and 
entering, although he employs 
an accountant to do auditing 
and profit-and-loss statements 
and tax work. 

Pozniak realizes that in 
starting in such a small way he 
runs the risk of failure and that 
he is criticized by some whole- 
salers who think that such a 
small operation can only be 
short-line competition. But he 
confidently predicts that in five 
years he will have established a 
successful, sound wholesaler- 
ship. 


For Your Reprint Copy 
“Emergency Diagnosis, Repair of Her- 
metic Unit Electric Components,” by 
John L. Zant, mail this ad with your 
name and address to: Air Condition- 
ing, Heating & Refrigeration News, 
450 W. Fort, Detroit 26, Mich. 

Only 25¢ each. 


“0 Te saree : 


utorships 


Available in Selected Markets! 


air conditioning replacement motor 


condenser fan motor 


“all in one” replacement kit 


( FREE SALESMAKERS ) 


Franchise circulation ads 


National trade, technical, 
and consumer advertising 


d Cc 


DISTRIBUTORS DIVISION 
y, Inc., Owosso, Michigan 


Redmond offers you both a com- 
plete line of fhp electric motors, 
blowers, kits, 
and the name that is known na- 
tionally as “The BIG Name in 
Small Motors.” 


and accessories, 


As a Redmond Distributor you 
profit because of the products 
available to you, and you in- 
crease your sales because Red- 
mond gives you without charge 
the most complete line of sales 
and merchandising aids avail- 
able, backed up with a complete 
advertising program. It will pay 
you to take a minute to find out 
if the Redmond Distributorship 
in your area is still available. Just 
fill in the coupon below. 


I'm interested in obtaining a Redmond Distributorship. 


Is one in my area still available? 


—_ZONE__STATE 
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Direct Mail & Product Showings 


1. Mailings Should Be Regular and Specific 2. Showings Sponsored 
By Manufacturer Eliminate Many of Problems, Get Best Results 


BUFFALO — While there is 
no reason why the air condi- 
tioning and refrigeration parts 
and supplies wholesaler cannot 
use any of the many types of 
advertising and sales promotion 
methods now popular in modern 
business operations, both tradi- 
tionally and for practical rea- 
sons the supplies wholesaler has 
resorted principally to two 
methods—direct mail and prod- 
uct showings to the trade. 

Like any selling or promo- 
tional effort, the success of 
such programs depends pri- 
marily on two factors: first, 
that the effort be made (and 
ona continuing and regular 
basis), and secondly, that some 


QUALITY UP 


LEAKPROOF CONSTRUCTION 


By passing the probe of this elec- 
tronic leak detector along the joints 
and seams of the valve, the Kero- 
test laboratory technician can spot 
a leak as minute as 1/100 of an 
ounce per year. To simulate actual 
in-line use during the test, the 
Kerotest packed globe valve being 
checked out here is fed a tracer gas 
and subjected to 290 psi. 

Kerotest employs more than a 
half dozen routine quality control 
tests on raw materials and in manu- 
facture and final valve assembly. 
It’s one of the important reasons 
why Kerotest valves last longer, 
perform more efficiently and eco- 
nomically. 

* 
ASK FOR KEROTEST VALVES 
AT YOUR LOCAL WHOLESALERS 


KEROTEST MANUFACTURING CO, 


SNIFTER KEEPS 
KEROTEST 


care and thought be used in 
how such programs are planned 
and carried out. 

In the opinion of Thom Muir, 
ARW executive director, an 
outstanding example of how 
thoughtful planning and per- 
sonal attention to the follow- 
through by the head of the or- 
ganization has made _ these 
methods particularly effective is 
in the operations of Jordan 
Supply Co., Buffalo, headed by 
Tom Jordan. In a recent dis- 
cussion with Muir, the Buffalo 
wholesaler declared: 

“I didn’t realize the value of 
direct mail until I got into it 
and started doing it right.” 
What did Jordan think was 


being done incorrectly? 

“For a long time my direct 
mail was set up to go when we 
got around to it. Now don’t 
misunderstand, we felt the need 
and we attempted to get it out 
with our regular people. But if 
something came up that was 
more important on the day the 
mail was to go, the mail was 
set aside. All too often it didn’t 
get out on time and there was 
no consistency in our opera- 
tion.” 


Principal Assumed 
Responsibility 
For Direct Mail 


How was this changed? Jor- 
dan was asked. 


TO SNUFF! 


KEROTEST R12 
PACKED GLOBE VALVE 


The high quality brass valve 
for all types of refrigeration 
and air conditioning systems, 
nitrogen, oxygen (degreased), 
compressed air and liquefied 
petroleum gases. 

spears and use the R12 
packed globe valve for operat- 
ing pressures up to 500 psi and 
temperatures up to 200° F. 


KEROTEST QUALITY 
CONTROLLED FEATURES 


@ Generous areas assure ample flow 

@ Swivel type self-compensating seat 

@ Leak-lok bonnet design 

@ Repacks under pressure 

@ Positive shut-off 

@ Quick seating disc for easy 
operation 


R12 series 4” through 24%” forged brass 
R10 series 2%” through 4%" cast brass 


2502 Liberty Ave. + Pittsburgh 22, Pa. 
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“First of all, I took over the 
complete responsibility of the 
program. I feel that properly 
run, this type of program can 
bring the wholesaler closer to 
his accounts and it acts as the 
door opener for my salesmen. 
We made sure our mailing list 
was made up of the right 
people—the people who were re- 
sponsible for buying. 

“We coded these people by 
activity . . . refrigeration con- 
tractor, servicemen, chain store, 
consulting engineers, plumbers, 
sheet metal men, and the like. 
In this way we could be specific 
in our mailing program. This in 
itself is the difference between 
good direct mail and bad. 


“The list must be worked 
ever constantly, with new 
names being added and those 
which are no longer of any 
value being discarded. We have 
impressed our salesmen so much 
on this point, we are constantly 
changing by their direction. 
They realize the importance of 
this program to their own sales 
efforts.” 

In exactly what way? 

“Each week, we send out a 
news type bulletin called ‘Sight 
|Glass.’ We talk about what’s 
| going on in products, literature, 
|}and announcements on presen- 
| tations made by manufacturers 
/on our sales floor. We keep it 
| brief but pertinent and I write 
it. The readership has been 
proved by immediate reaction 
through phone calls from cus- 
| tomers. From such reaction our 
| salesmen now recognize the im- 
portance of this mailing and 
want to keep the list up to 
date.” 


Outsider Comes In 
Weekly for Mailings 


What has been done to assure 
the regularity of the unusual 
type promotion, requiring spe- 
cial effort on the part of the 
head of the organization? 

“Our people within the or- 
ganization are not responsible 
for getting out the mailings. 
Every Tuesday a woman hired 
just for that day comes in to 
run off the bulletin and get it 
in the mail. I must have every- 
thing ready when she comes in. 
If I don’t she will just sit there. 
This has forced my hand to 
take steps to make sure it is 
ready. 

“Having this outsider com- 
pletely responsible for getting 


out the mailings results in it 
getting done for these two rea- 
sons—first, it gives me a dead- 
line I must meet, and secondly 
the mailings are not put off be- 
cause of some other activity on 
the part of our other people.” 


Specific Gains Cited 


Queried by Muir as to the 
tangible results of this direct 
mail effort, Jordan answered: 


“The manufacturers recog- 
nize we will mail all the iuate- 
rials we ask for. They lean over 
backwards in supplying this ma- 
terial. So the quality of material 
is the best. We know we get 
things from the manufacturers 
that they hesitate to give to 
others who may or may not 
use it. 

“And it results in business. 
We can trace accounts that 
have come on our books be- 
cause of our mailings. And 
those receiving the materials 
look forward to getting it—we 
have people who call us and 
complain because they didn’t 
get their copy of the ‘Sight 
Glass.’ 

“Most important, it has 
brought us closer to all of our 
customers. Through this type of 
program we are able to expand 
our sales influence on new lines 
and new products.” 

Jordan says his mailing list 
currently totals between 500 to 
600, but that he intends to 
build it until it hits close to 
the 1,000 mark. He is doing 
this by adding the more occa- 
sional type of customer, those 
who may be doing only one or 
two air conditioning jobs a 
year now. 


Names Are Carefully 
Qualified 


None of the names are pick- 
ed up from the yellow pages 
lists, and all must be qualified 
by the wholesaler’s salesmen. 

‘Don’t try to shotgun your 
direct mail,” says Jordan. “Use 
a rifle instead. It will go further 
and be more penetrating.” 


In directing their efforts in 
the second principal method of 
promotion, product showings, 
most air conditioning and re- 
frigeration supplies wholesalers 
seek to develop group meetings 
of their customers to witness a 
demonstration of the features 
and application of a particular 
product or a group of products. 
Many wholesalers have set 
aside facilities in their place of 
business where such meetings 
can be held, and in many in- 
stances provide some refresh- 
ment or entertainment to help 
them in getting out a good at- 
tendance. 


Has Never Held 

Product Showings 

Jordan has such a meeting 
room on the second floor of his 
establishment, but he told Muir 


that he uses it only for meet-~ 


ings of his own employes, and 
stated that he never held meet- 
ings for the trade. Queried as to 
the reason for this, Jordan 
stated: 

“My experience with product 
meetings conducted by manu- 
facturers at a_ wholesaler’s 
place of business has led me to 
some conclusions. First of all, 
I have found that all too often 
the people who show up, can’t 
make a decision to buy. Some of 
them just want a night out 


Promotion Approach 

On this and the following 
page are reports of promotion 
methods which, while applied 
specifically by supplies whole- 
salers, are of such a nature 
that they could well be 
adopted by those engaged in 
any phase of distribution of 
the industry’s products. 


away from the wife. Or you 
have the character who makes 
up his mind to come because 
he’s going to tell the manufac- 
turer how lousy his product is. 

“And because of the size of 
the group, the guy who may be 
there to learn is afraid to open 
his mouth for he will show 
some ignorance in front of his 
competition.” 

So how does Jordan Supply 
Co. get across product and ap- 
plication information? 


Mfr. Can Have Display, 
Furnish Attendant 


“Let’s say a manufacturer 
wants to get some information 
about his product directly to 
those who will be buying and 
applying it,’ Jordan related in 
explaining a plan which he has 
had in effect for the past three 
years. “When the manufacturer 
contacts us and we agree it is 
valuable for the trade, we sched- 
ule space on our sales floor close 
to our counter for display of 
any materials and _ provide 
enough room for the manufac- 
turer’s representative to work. 
We will schedule this for any- 
where from two to five days. 

“We then publicize this to 
our customers in our weekly 
communication to all names on 
the list. We believe the results 
have been excellent. 

“First, the people with a sin- 
cere interest in the particular 
product will show up. They are 
buyers or prospective buyers. 
Secondly, they will open up in 
their discussion because of the 
intimate and personal atmos- 
phere provided for their discus- 
sions with the manufacturer’s 
representative. They’re not re- 
luctant to ask questions. 

“Furthermore, by the very 
fact that all this is going on 
close to the counter, our people 
get better educated. The manu- 
facturers like it, because they 
can find out what the trade 
thinks, and because it results in 
sales of their products. Our suc- 
cess with this type of arrange- 
ment has far exceeded any that 
we had with the evening meet- 
ing.” 

Basic requirements to make 
this “showing on the _ sales 
floor’’ a success, says Jordan, is 
first to make sure that what the 
manufacturer is going to show 
is worth while, and second, ade- 
quate publicizing of the pro- 
gram and the time it will open 
to the trade.” 


ENGINEER 


Design Engineer on room. air- 


and de-humidifiers; 
Good working knowl- 


conditioners, 
all phases. 
metals and plastics. 


edge of 


WELBILT CORP. 


57-18 FLUSHING AVE. 
MASPETH 78, NEW YORE 
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By C. Dale Mericle 


NEWARK, N. J.—With the 
character of its market seem- 
ingly changing Tesco Distribu- 
tors, Inc., parts and supplies 
wholesaler here, has been suc- 
cessfully using a “do-it-your- 
self” promotional program that 
has aroused interest of all its 
customers and prospects. 


For a little more than a year 
now the firm has been conduct- 
ing an institutional advertising 
campaign which involves mail- 
ings to a list of 750 every 
month. What is sent out is a 
clever, attention-getting card, 
changed every month, designed 
and produced by Theodore 
Yecies, president of Tesco. 

“Originally we planned to use 
this for about a year, explains 
Yecies, “but our salesmen tell 
us not to quit now.” 


Customers Say Cards 
Keep Name In Mind 


While it’s always difficult to 
pinpoint sales resulting direct- 
ly from institutional advertis- 
ing, Yecies has been told by cus- 
tomers that the cards have kept 
the firm’s name in their minds. 

“Some of them say that they 
keep all the cards mailed out 
so far hanging on the wall in 
their office,’ Yecies discloses. 
“We've also received quite a 
number of inquiries from people 
asking how they could get simi- 
lar cards for their own use.” 


Why Use Institutional 
Ad Campaign Now? 


Before describing how these 
cards are produced, Yecies ex- 
plains some of the reasons why 
such institutional advertising 
seems advisable at this time. 

“There has been a big growth 
over the past two years or more 
in applications of both refrig- 
eration and air conditioning for 
industrial processing and test- 
ing,” he says. “In this area, par- 
ticularly, there are many firms 
designing, testing, and produc- 
ing components for missiles, for 
example. 

“What seems to be happening 
now is this,” Yecies continues. 
“A contractor installs a 50-ton 
process chiller system, say, for 
one of these firms, and then he 
provides service on the equip- 
ment for a year. But after that 
time, the contractor doesn’t 
seem interested in servicing it. 

“In the meantime, such cus- 
tomers, who have acquired a lot 
of air conditioning and refrig- 
eration equipment, including 
perhaps air conditioning for 
data-processing rooms, have 
found it worth while to employ 
their own refrigeration mainte- 
nance mechanics. These men are 
usually fully qualified. 

“If the contractor who origin- 
ally installed the equipment is 


REPRINTS 
SELLING FOR PROFTT. 


By Frank Klein—Only $1.00 ea. 
Clip this ad and mail with your 
name and address to: Air Condi- 
tioning, Heating & Refrigeration 
News, 450 W. Fort St., Detroit 
26, Mich. 


not interested in performing 
minor, or even major mainte- 
nance and repairs, and the 
user’s refrigeration mechanic is 
experienced and qualified, we’re 
pretty much obligated to sell 
repair parts direct to such cus- 
tomers,” Yecies feels. 

“Some contractors are not 
too happy about this develop- 
ment, but we always explain the 
situation to them first. They’re 
willing to recognize the facts of 
life, even if somewhat reluc- 
tantly.” 

Tesco, however, is quite hesi- 
tant about helping such indus- 
trial customers make their own 
installations. 

“We are very hesitant about 
giving them any technical help,” 
Yecies says. ‘After all, the con- 
tractor is still our primary cus- 
tomer with respect to volume 
sales.” 


Contractors and 

Industrial Customers 

On Mailing List 

Both contractor and indus- 
trial customers and prospects 
are on Tesco’s 750-name month- 
ly mailing list for its special in- 
stitutional advertising cards, 
Yecies points out. 

As designed by Yecies, the 
ecards not only attract immedi- 
ate attention but they’re good 
for many a chuckle afterwards. 
A cartoon approach is used; 
in fact, the return address on 
the envelope doesn’t mention 
the firms’ name (Tesco) but in- 
stead calls it “Cartoon Classics” 
—a term conceived by Yecies. 


Plastic ‘Tip-Ons’ 
Attract Attention 


Thing about the cards that 
gets immediate attention is the 
three-dimensional effect achiev- 
ed by using a plastic “tip-on.” 
This has been a fish, banjo, 
daisy, a pair of bare feet, a 
baseball, etc., or (as shown 
herewith) a baby bottle. 

“Copy” for the cartoon obvi- 
ously ties in with the plastic 
“tip-on.” The baby bottle, for 
example, goes with the head- 
lined theme: “We Baby Our 
Customers.” The words follow- 
ing spell out the idea that 
Tesco stocks “99*%00% of all 
products ordered by its cus- 
tomers.” 

The cards, which measure 5 
by 7 in., are not cluttered up 
with words, for this is institu- 
tional advertising, not a catalog 
listing, Yecies emphasizes. 

How much time does it take 
to produce these cards, and 
how much do they cost? 

Answers to these logical 
questions may come as a sur- 
prise; and they may not satisfy 
everyone. 

“Ted” Yecies designs them, 
and writes the copy himself. 

“This takes about 15 minutes 
each month.” he says. 

It works like this. He ob- 
tains a catalog of stock “tip- 
ons” from a New York supplier. 
He orders a few samples. Look- 
ing these samples over, Yecies 
soon comes up with an inspira- 
tion for the card next month. 
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‘Do-It-Yourself’ Advertising 


Wholesaler President Designs, Produces Own Direct Mail 
Pieces In Cartoon-Style Institutional Campaign 


He quickly (15 minutes, he 
says) sketches out the copy and 
layout. A_ freelance artist 
makes the finished artwork. 

The cards are printed; the 
wife of a Tesco employe at- 
taches the plastic ‘“tip-on’s,” 
using a standard cement; the 
envelopes are addressed, stuffed 
and mailed. 


Monthly Cost, $75 


Total cost? Only $75 a 
month! 

Yecies contrasts this figure 
with the more than $300 it cost 
him to get out a similar mail- 
ing through commercial chan- 
nels just before he attacked the 
problem in this manner. 


eezesCO | On 


Although it has been sug- 
gested fairly frequently, Yecies 
has no plans for getting into 
the direct mail creative busi- 
ness on the side. He cooperates 
with his customers who think 
they want to try his idea them- 
selves, but he has no copyright 
on the idea or the material, he 
emphasizes. 


Delivery where and when you want it 
Orders filled 99 44/100% trom stock 
No back orders~---No waiting: ! 1!!! 


“THERE MUST BE A REASON’ 


TESCO DISTRIBUTORS 
78 BOSTON 8ST, NEWARK - 
25348 


“We figured there ought to 
be a better and cheaper way,” 
he says, and apparently there 
is 


4 PRESIDENT'S OWN BABY— 
) Typical of monthly direct- 
mail pieces designed and 
produced by Tesco Distribu- 
tor's president, Theodore 
§ Yecies, is this institutional 
type advertisement. In ad- 
dition to the attention get- 
ting cartoon style, these 
mailers feature plastic ‘‘tip- 
ons." In this case the baby 
bottle is the tip-on. 


All he’s trying to do, he says, 

is to promote Tesco, especially 
the theme: “Go with Tesco.” 

Incidentally, that theme was 
once inadvertantly reversed in a 
full-page advertisement the 
firm ran in the official program 
for a local industry group’s an- 
nual convention. 

At first he was rather an- 
noyed, he admits, when it was 
printed as “Tesco with Go,” 
but on second thought, Yecies 
decided maybe it wasn’t so bad. 


Frick Equipment Used Exclusively 
For Original Equipment 

Plus 37 Additional Orders 

In Past 16 Years. 


e The Barnes Hospital-Washington University Medical 
Center ini St. Louis is a good example of the dependa- 
bility and versatility of Frick refrigeration and air con- 
ditioning equipment. Since 1944, when the first unit of 
Frick equipment was installed, 37 repeat orders have 
raised the number of Frick units to 53. 

Today, 13 “ECLIPSE’’ compressors, 29 low pressure 
units, and 11 unit air conditioners are in service. 

The medical center facilities themselves have expanded 
to include eight hospitals with nearly a thousand beds, 
schools of nursing, dentistry, and occupational therapy 
. . . Clinics, laboratories, lecture rooms, and libraries. 

All of the air conditioned operating rooms are pro- 
vided with 100% fresh air which is filtered electrically. 
The main kitchens, cafeteria and dining rooms are all 
air conditioned with Frick equipment. All cooler and 
freezer units are automatically defrosted. Some units 
maintain temperatures from 0° to 100° F., with varying 
humidity control. 

In some special research projects, dual refrigeration 
equipment with indicating red lights has been installed. 

If your interest is industrial or institutional refriger- 
ation or air conditioning, a Frick engineer will be happy 
to discuss it with you at no obligation. 


<ERICK> 


FRICK COMPANY 
Waynesboro, Pennsylvania 


ey 


53 FRICK REFRIGERATING 
AND AIR CONDITIONING UNITS 
SERVE ST. LOUIS MEDICAL CENTER 


;— 
80 F | Summer air conditioning 
75 F | Cooled swimming pools 
70 F | Winter air conditioning 
65 F | Chocolate dipping rooms 
60 F- | Banana ripening rooms 
55 E | Cold water for processing 
50 F | Cold drinking water 
45 F- | Smoked meat storage 
41 E | Cold rubber processing 
36 E- | Fresh food storage 
35 | Milk storage 
34 E | Water for carbonation 
30 F- | Long-term apple storage 
28 [- | Seawater in fish-boat holds 
25 F | Hide storage cellars 
23 F | Fresh-frozen ice cream 
20 [- | Moth-killing fur storages 
15 [ | Brine for ice skating rinks 
10 E | Freezing Shelt-ice 
5 | Ice cream cabinets 
0 Dg] Frozen-food display cases 
~ 5 DHT Long-term butter storage 
~ 10 [i] Frozen pork and beef stg. 
—~ 15 Tl] Optimum frozen-food stg. 
— 20 CH} Commercial quick-freezers 
~ 22 Th] Refrig.-12 at atmos. press. 
~ 2h Ammonia at atmos. press. 
~ 30 CE} Hardening ice cream 
— 40 [CH] Storage of aluminum rivets 
-~“T Propane liquefies 
— 50 FH] Quick-treezing tunnels 
~ 54 CHT Propylene liquefies 
— 9 CH] Testing rockets & fuels 
= 100 H Research laboratories 
- 109 H Dry ice temperature 
— 128 H Ethane liquefes 
- 140 3 Hardening cast aluminum 
— 155 Ethylene liquefies 
— 258 Fil | Methane liquefies 
— 297 . Oxygen liquefies 
— 318 [] Liquid air temperature 
— 320 Tl] Liquid nitrogen temp. 
— 411 THE] Neon liquefies 
— 423 HE] Hydrogen liquefies 
452 [a] Helium liqueties 
— 460 [i] Absolute zero 


45 


3 . : OoGuR. 
4 ded || 
ee M od a) 
4 Sgt il aoe E 
se S 
- 
es Ha fic , 
oe ! ii pile ee : 
2 f ; ‘ 
ye ee F Gonsinoning Retrigers u 
hye BOP PCT Pee se TE. S is 
fs. 
: = 
. aaa ER a Ti es ae ee ea —nemcnmermenienoni —_—— — SS fae 
% peta ~ pee " ° we ie 
| ‘ “we ’ Oe * ed = ; vitae 1 ‘ 
| fe 5 ~~ ae ‘@ : ee. 2° dee a4 ei. Ny. 2 “‘ i ae 2 é et igs 
oe i ~ Ms ORE. 2: a te ? ri ee <<" 4 ee A x ee ’ Pies —— j = - t= 
ee S&S a ak ae . a . 
es. . RN ba. ee = ‘ Ne nina eg. 7 le » oxi ae ae S. es. a ae 
E eZ £ ~~ 4 . ee ea ee TS, = ak. # A 
a” es ete L beeo OS ’ . . ee ee ae hl ~ ve 
: nee ae — Peete Sohbet tas | - ~ Slee > 3 oe ae pa, 
? » —— wean Se - — Se Gees a 
< Bie’. Se =F “4 a Se <7 a a quer = 1 , mi As 
oe alata Sree Hr | I —_ ~ : Bp ocees ttt ae ap Sees... sar: ee 
a ks A oe SS eS lp ae 
~~ aa) “Sa ee 17 FE po» V4 ae = , ses ii a i es i 
AS SNS S IF (:3§ qa - pe” S eo $ 
: 3 se the.” ¥ eae OZ“ a. = ee Pa 
eae x Tapa. WE - a eS, Sree. i aii. i . ‘ 
c “a "2 ao y ers bs PBS 8 at , ac a = - ; “ % a » a ; 7 
* [o-” | haere oe. ea "3 hes * as ; > IF , ee! wt mes 
g : | y ee ! 2 ~o " ae 2 i i ; c ee i TIE : . te a ee i oe 5 “ES 
| | Pad So 4 Ba eee S... ye : 
Bi. ca a 
Be 
; pe : 
a es 
sie es 
os a 
ee ; ee 
Dae a 
_ 
; 
. . || 


Delivers, Teaches, Extends Credit 


Triple Function Wholesaler Cites Company 
Spirit and Customer Service In Success 


By Frank J. Versagi 


DAVENPORT, Iowa — Three 
wholesaling operations, three 
supplies counters, three sets of 
outside salesmen all operating 
under one roof. 

Over 1,400 active accounts, 
almost 500 suppliers, some 
30,000 items, a traveling dis- 
plan van, a company airplane, 
a fleet of eight semis, vans, 
stakes, and pickups, about 
100,000 sq ft in three buildings. 

This is the picture which 
confronts one when he investi- 
gates the unusual operation of 
Republic Electric Co., Republic 
Heating Wholesalers, and Re- 
public Refrigeration Wholesal- 
ers, here. The 50-man opera- 
tions are headed by venerable 
J. S. Kimmel, Sr. and his dy- 
namic son, Joe. The thinking of 
two generations, with its in- 
evitable differences of opinions, 
has proved a boon to Republic 
which serves the eastern part 
of Iowa and the northwestern 
part of Illinois. 

Republic has a colorful his- 
tory which is a story in itself. 
Essentially, however, the com- 
pany’s wholesaling activities 


began with electric supplies. In 
the earliest days of low pres- 
sure refrigeration 


following 


Air Conditioning, Heating & Refrigeration News, October 3, 1960 


times. . 
in appliances. 


the business . . 
60% in equipment. . 


times a year. . 
counts. . 


appliance trade." 


ment. . 


ations."’ . 


SUMMARY OF REPUBLIC'S THREE OPERATIONS 


REPUBLIC ELECTRIC CO., the original Kimmel activity founded in 
1916, is still the largest; it is first in its share of total volume 
.. +. 50% of the business comes from contractors, the other 
half from industrial accounts. . 
. . About 600 active accounts. It does not specialize 


REPUBLIC REFRIGERATION WHOLESALERS is next in volume of 
. 40% of department's volume is in supplies, 
. « The customer ratio is 95% con- 
tractors and dealers, and 5% industrial accounts; Refrig- 
eration Wholesalers’ inventory turns over better than four 
. . The department has about 450 active ac- 
. . it handles Fedders equipment and has recently 
taken on Sylvania television ‘‘to even out the year and be- 
cause it is the only department with salesmen who call on 


REPUBLIC HEATING WHOLESALERS, the newest operation, is third 

in volume, and does 50% each in supplies and equip- 
. . Almost all sales are to dealers very little indus- 
trial. . . . This department handles Westinghouse and Mon- 
crief; the first line is franchised, the second is open. .. . 
Cooling equipment and supply volume is steadily increasing; 
cooling was added some three years ago. Heating Whole- 
salers’ inventory turnover is ‘‘the slowest of the three oper- 
. . About 400 active accounts. 


. . Inventory turn over is four 


ONCE inside, prospects are [am 

encouraged to adjust con- | 

ditions for themselves while 

a salesman describes the 
units. 


ammonia, the firm entered re- 
frigeration wholesaling, and in 
1949 took on warm air heating. 
All the activities have grown 
and are still growing. The 
boxed-in material summarizes 
the business of Republic’s three 


MASTIEL 


ability. 


—40 to 65° 


Also available in Standard 
Model with single scale. 


of the 
service 


F ield comments confirm our feel- 
ing that anything and everything 
worth having in a refrigeration 


thermometer has been designed into the Marsh 
“Serviceman”—truly master of all it surveys. 
Users appreciate such royal Marsh features 
as the easy reeling five foot tubing with conven- 
iently positioned bulb clip; spiral spring to guard 
against tube crimp; permanently leak tight bour- 
don tube; easily accessible ““Recalibrator” screw; 
and the Marsh heritage for accuracy and dur- 


And the Serviceman thermometer has looks, 
too! The easy-to-read precision dial also indi- 
cates Refrigerant-12 and -22 pressures on con- 
trasting color scales and is regally set-off by a 
bright chrome bezel on an iridescent gun metal 
case—fully protected by a scratch-proof, forever 
clear Lucite crystal. 

Available in two ranges: —10 to 100° F. and 


F. The De Luxe Serviceman ther- 


mometer is the surest way to test thermostats, 
brine tanks and refrigerators. Put one in your 
service kit today! 


See Your Jobber! 


MARSH INSTRUMENT COMPANY, Dept. D, Skokie, Ill. 
Division of Colorado Oil and Gas Corporation 


Marsh Instrument & Valve Co. (Canada) Ltd. 8407 103 St., 
Edmonton, Alberta; Houston Branch Plant, 1121 Rothwell St., 


Sect. 15, Houston, Texas 


Ait 


Gauges * Thermometers * Valves 
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wholesaling operations. 

Kimmel Senior though now 
in his seventies and devoting 
more and more time to his civic 
activities, is still forceful and 
dynamic in company affairs. 
Joe, his son, is handling much 


®of the operation and seems 


made of the same stuff as his 
dad. The general feeling one 
gets in talking with the owners 
and employes of Republic is one 
of dynamic dedication. It is not 
coincidental that employe turn- 
over is very low at Republic. 
The refrigeration department 
salesmen, for example, average 
seven years with the firm. Most 
key employes have been with 
Kimmel over 20 and 30 years. 

In fact, this company spirit is 
carefully cultivated. “Hiring 
is very carefully done,” explains 
Fred Schwarz, corporation sec- 
retary. “Even our truck drivers 
and warehousemen are chosen 
only after they have been inter- 
viewed thoroughly, their refer- 
ences and background checked. 
It’s rather foolish to bring some- 
one into the organization who 
obviously won’t care about the 
company or about his co- 
workers. We visuakize our po- 
tential employes as part of a 
family; how will they fit in at 
a Christmas party, say?” 

That the hiring policy pays 
off is indicated by the fact that 
none of the eight or 10 persons 
interviewed for this story made 
any of the customary gripes 
frequently voiced by organiza- 
tion men. One reason for this is 
that effective intra-company 


BOTH the wholesaler and 
his dealer are clearly in- 
dicated in the signs on 
this traveling van used by 
s Republic to bring complete 
heating-cooling demonstra- 
tion equipment to fairs and 
such public affairs. 


MRS. OLIVE DIXON, sales 
| promotion manager, super- 
vises a well kept literature 
room containing hundreds 
of pieces of descriptive and 
technical material. Mrs. 
i Dixon handles mailings to 
classified lists. A sign out- 
side the room invites all 
visitors to come in for any 
= help they may need along 
. these lines. 


communications are a matter of 
policy. 

An example: the credit de- 
partment sits in on all general 


sales meetings, and salesmen 
are given a copy of any credit 
letter going into their accounts. 
As a practical result, it is a very 
rare occasion when a salesman 


arab 


take an order which is later 
turned down for credit reasons. 

The credit department is a 
good example, too, of the sec- 
ond basic theme of Kimmel’s 
business philosophy—to give 
customer service. 

“Our credit policy is one of 
finding a way to say yes rather 
than an excuse to say no,” 
states Vince DeCook, Republic 
credit manager. (General busi- 
ness and administrative proce- 
dures for the three wholesaling 
activities are handled by a cen- 
tral group.) 

“Let’s be honest,” continued 
DeCook. “If we eliminated all 
the marginal accounts, we 
would lose an important seg- 
ment of our business.” The 
wholesaler is in the good posi- 
tion, he feels, of being able to 
judge the moral worth of a 


struggling account and to agree 
to carry the account until it 
gets on its feet. Salesmen are 
trained to keep a “credit ear” 
open when they call on ac- 
counts. The salesmen can deter- 
mine, for example, if the ac- 
count is giving too much credit 
at his end; if he is not collect- 
ing as he should; if his other 
buying practices are sound. 


Republic. salesmen are also 
furnished with current informa- 
tion on the accounts in their 
areas. 

“Collections are a problem, of 
course,”’ admits DeCook, “but it 
is part of a wholesaler’s func- 
tion to handle this problem. The 
general opinion in the office 
about Vince DeCook is that the 
accounts with whom he deals 
like him personally, and he is 
an important cog in the Repub- 
lic organization. 

The fleet of trucks is another 
tool in providing customer serv- 
ice. Joe Kimmel, the younger, 
enthusiastically recalls the more 
than 20 air conditioning sales 
which resulted from equipping 
a display van wiith units and 
running it around to fairs. 


“The semi-trailers are fre- 
quently loaded with complete 
jobs, and sent to a customer’s 
job site and spotted for his 
convenience,” Joe explains. 
“The other trucks are used for 
pickup and delivery so cus- 
tomers get service when they 
need it. The airplane has been 


STRAINER 


© Almost 


Special design 
makes installing, 
adjusting, and 
servicing a 


CAP TUBES give perfect results “as is’ for 
all units to Vs H.P., freezers to “% H.P., and 
water coolers to %4 H.P. 


FOR BEST RESULTS specify No. 698-S2/F2 


Strainer-Cap tubes and No. 699-S2/F2 
Dryer-Cap tubes. 


SPECIAL COMBINATIONS are available 


“one-stop” job! 


for use up to % H.P. for R-12 and R-22, 


jnoomets WABASH” 


2300 S. Western Ave., Chicago 8 
EXPORT DEPT. 
13 E. 40th St., New York 16, N.Y. 
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used to fly customers to manu- 
facturers’ plants when they 
needed to get there to see equip- 
ment or for some similar rea- 
son.” Joe, a flyer over the Hump 
during World War II, is the 
company pilot; the plane is a 
Cessna “195.” 

Following Joe through the 
526-ft long main building as he 
speeds along the aisles is rather 
difficult when one is trying to 
make notes at the same time. 


Le 


A CUSTOMER needed a 
condensing unit and some 
+ refrigerant in a hurry. Steve 
Peavey of Republic rolls up 
his sleeves and moves the 
~ items onto a waiting air- 
J freight truck. 


Air Conditioning 

Repair Station 

He stopped at the air condi- 
tioning repair station which he 
operates as part of his Fedders 
distribution. “It is a fact of life 
that many dealers need help at 
the service level,” he offered. 
“Necessarily, they must lean on 
the distributor or wholesaler 
for service help and informa- 
tion. To do the service job well, 
we have to maintain adequate 


Men who know 
quality best... 
choose Calgon®! 


Yes, men who have tried them all 
choose Calgon Products. Products 
such as Calgon Algaecide or Calgon 
Biocide RP. Both provide a fast, 
sure kill. Safe and easy to use, these 
products will help keep heat transfer 
rates high, help cooling water sys- 
tems operate at top efficiency. 

Calgon Algaecide and Calgon Bio- 
cide RP are two more Quality Calgon 
Products available from your Refrig- 
eration Wholesaler. Ask him about 
all of them. 

For free booklet on how to 

solve water problems, write: 


CA LG © N COMPANY 


HAGAN BUILDING, PITTSBURGH 30, PA. 


® 


DIVISION OF HAGAN 
CHEMICALS & CONTROLS, INC. 


‘) service parts inventories.” 


Under the arrangement at 
Republic, the Fedders units are 
sold through the refrigeration 
wholesalers department. The 
sales manager, Dale R. Swails, 
has a man covering the Iowa 
Territory and another covering 
northwestern Illinois. Swails 
calls on the Quad City area— 
Davenport, Moline, East Moline, 
Rock Island. The men handle 
both equipment and supplies. 

Swails has noted a certain 
loss in volume of supplies sales 
in past years because OEM’s 
are putting more components on 
the original unit. But he keeps 
his men aggressively after sup- 
plies business as well as equip- 


ment sales. “We make it a¢ 


habit, whenever we drop into a 
restaurant or tavern, to ask 
casually, “Who does your re- 
frigeration service?’ If it’s a 
name we don’t know, we call on 
him. If we see a truck running 
around with an unfamiliar name, 
we follow up.” 


Daily Call Reports 
Insure Regularity 
Of Sales Calls 


Swails insists on daily call 
reports from his men. This 
helps insure the regularity of 
calls which he feels necessary 
to maintain customer satisfac- 
tion. He instructs his men to 
make notes of customer com- 
plaints, in their presence, no 
matter how trivial, and to turn 
the complaints in. 

The name of E. L. “Eph” 
Bengston is known by all of 
the old timers in the refrigera- 
tion wholesaling business. He 
has had contacts with manufac- 
turers’ representatives all these 
years and still does. 

He and Kimmel, Sr., attended 
the Memphis Refrigeration Job- 
bers meeting in 1936 when the 
wholesaling association held its 
first “regular’’ convention. He 
was in the business when it 
started its refrigeration career 
by taking on Frigidaire as the 
original distributors in eastern 
Iowa and western Illinois in the 
summer of 1920. Eph has been 
through all the varying develop- 
ments of the industry. He 
stresses the importance of deal- 


NEWS readers are invited 
to write to the editor giving 
their opinions on any subject 
of interest to the industry. 
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ers having good catalogs, and 
also of frequent mailings to the 
lists of dealers. 

Glenn R. Thompson, office 
manager of the heating whole- 
salers, has spent all his busi- 


ness years in this line of work. | 


He explained that the Westing- 
house line of heating-cooling 
equipment goes through fran- 
chised dealers. The Moncrief 
line is open. 

“Cooling equipment has been 
a welcome addition to heating,” 


Thompson holds. “Especially in — 
new construction, it is becom- 
ing increasingly common for © 


combination heating - cooling 
equipment to be installed.” 

Fifty percent of heating 
wholesalers’ sales are in sup- 
plies — heating supplies. While 
the department handles _re- 
placement parts for its own 
cooling equipment, condensing 
units, relays, capacitors — it 
does not handle refrigerants, 
driers, sight glasses. These 
latter items are _ available 
through the refrigeration de- 
partment. 


Training Schools 
For Accounts 
Both the heating and cooling 


departments hold training | 


schools for their accounts. The 
heating division (Republic 
Heating Wholesalers) alone, 
may hold three to eight short 
courses a winter. 

Pervading the atmosphere of 
all three wholesaling operations 
is Kimmel Senior’s dictum: “A 
jobber performs a distributing 
function at minimum cost to 
manufacturers and the trade. If 
there was a better method, it 
would be in effect right now.” 


A FEW FEET from the heat- 


hands some sheet metal fit- 
tings to John Kessenger of § 
Johnson Sheet Metal Works, 


* 


COUNTERMEN Paul Winck- 
ler and Nick Nicoletti 
handle orders at the re- 
frigeration counter. Display 
shelf above bins has in- 
creased impulse sales of 
tools and some items, they 
say. 


J. S. KIMMEL and his son, 
Joe, smile at the photog- 


| rapher while NEWS tech- 
} nical editor Frank J. Ver- 
| sagi tries to get down what 
they have just finished say- 
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ILLUSTRATIONS OF EACH 
item provide ready identi- 
fication of products in a 
new type of Condensed 
Catalog and Net Resale 
Price Schedule which Henry 
Valve Co. has just de- 
veloped for use by supplies 
wholesalers handling _ its 
lines. Pat Ravenesi, (left) 
president, Service Parts 
Co., Melrose Park, Ill., gets 
the story on the new cata- 
log from Robert Carvell, 
soles pr ti ger, 
Henry Valve. Co. 


Condensed Catalog Combined with Resale 
Price Schedule Aids Henry Wholesalers 


CHICAGO — A plan, evolved 
around a new illustrated combi- 
nation Condensed Catalog and 
Net Resale Price Schedule set 
up in alphabetical - numerical 
order to aid Henry wholesalers 
render a more complete service 
to their trade, has been de- 
veloped by Henry Valve Co. 

The new Henry condensed 
eatalog prepared for distribu- 
tion by the wholesaler to con- 
tractors and service organiza- 
tions contain the minimum, but 
essential buying information, 
catalog number, size, and price. 
The new angle is a small illus- 
tration or outline drawing which 
is provided to readily identify 
each type of flow control device 
or accessory, explains Robert 
Carvell, Henry sales promotion 


manager. When catalog or part 
numbers are not totally familiar 
this system results in fast com- 
munication between wholesaler 
and customers. 

“This improved Henry ap- 
proach also takes cognizance of 
the fact that wholesalers can- 
not always afford to catalog all 
items made by their manufac- 
turing suppliers,’ Carvell states. 
“Contractors, however,  fre- 
quently require products not 
carried in the wholesaler’s cata- 
log. Due to insufficient space 
and numerous lines handled, 
less frequently used items may 
be difficult to identify or locate 
in a catalog. Thus, this rela- 
tively low cost condensed cata- 
log type price schedule permits 
wider use by wholesalers.” 
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How Heating Wholesaler and Refrigeration 


Refrigeration Wholesaler Gets Into 
Heating Field —Finds No Resentment 


Both the distinction and the 


relations between a heating 


wholesaler and a refrigeration wholesaler are much discussed today. 
Refrigeration wholesalers, for example, tend to look askance at the 
heating wholesaler who moves into air conditioning and begins to 


carry limited supply parts. 


The heating jobber, 


on his part, can 


see no reason why he should not handle those supplies which go 


along with his entry into cooling. 


This article describes a dual house, one which handles heating 
and refrigeration supplies, and how it got that way. 


KANSAS CITY, Mo.—Super- 
ior Supply Co. here began as a 
refrigeration wholesaler, moved 
into heating supplies after 
World War II, and now esti- 
mates that its sales volume is 
60% refrigeration and air con- 
ditioning and 40% heating. The 
heating activity has been ac- 
complished smoothly and with 
no resentment on the part of 
heating wholesalers, according 
to Paul Shapiro, president. 

“Unlike the average refriger- 
ation wholesaler, who is essen- 
tially a parts supplier, the nor- 
mal heating jobber deals pri- 
marily in equipment,’ offers 
Shapiro. “We saw that a need 
existed for a parts wholesaler 
in heating; the average heating 
house was not catering to the 
service trade.” 
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Furnas Features 


@ Compact unitized construction 


@ Front accessible terminals for 
through wiring 


@ 2 and 3 pole, 550 volts 


@ Visible silver-cadmium oxide contacts 


@ Encapsulated coil and magnet 


@ No-kiss potential 


@ Combination snap-on coil leads or pressure 


coil terminals 


CLASS 41 


NEW 25 amp 


Contactor for 
Refrigeration, 

Air Conditioning 

and Heating... 


straight 


ACTUAL SIZE 
25 ampere, 
2 and 3 pole 


Original Equipment Manufacturers: 


1111 McKee St., Batavia, Illinois 


_ This new Furnas 25 ampere contactor 
provides reliable, trouble-free opera- 
tion required for unattended domestic 
and commercial applications. Rated to 
25 amperes full load, to 150 amperes 
locked rotor for hermetic motors, to 
3 hp 550 volts for general purpose 
motors, and to 25 amperes for resis- 
tance heating applications. 


write today for Bulletin 41-B4—prices upon request 


A89 


BATAVIA, 


FURNAS ELECTRIC COMPANY 


ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


One move in getting the heat- 
ing trade to recognize Superior 
as a supplies wholesaler was to 
take on the wholesale repair of 
oil burners. “There are only one 
or two manufacturers of pumps, 
for example, on the scores of oil 
burner brands; we set up the 
repair station. The heating 
wholesalers began to use us for 
this service, and it helped us 
get into heating in a real way.” 

Then, too, Shapiro reports, 
many of his accounts handle 
both heating and cooling. “They 
went dual for the same reason 
we did—to reduce _ seasonal 
fluctuations in business.’’ Super- 
ior’s president was quick to 
differentiate between air condi- 
tioning and refrigeration. 


Hard Core Refrigeration 
Man Stays with It 


“Quite a few heating people 
have gone into air conditioning; 
some air conditioning people 
have gone into heating; but the 
hard core refrigeration man has 
tended to stay with refrigera- 
tion.”’ 

It is, in fact, this difference 
between air conditioning and re- 
frigeration which may cause 
some of the misunderstandings 
between heating and cooling 
wholesalers, Shapiro feels. “The 
heating wholesaler who takes on 
a line or two of air conditioning 
needs only provide a_ very 
limited line of parts: only a 
couple of sizes and types of ex- 


facturers adequate coverage, he 
holds. 

“I honestly don’t feel they 
want the nuts and bolts busi- 
ness which is our lifeblood.” 


Because the refrigeration job- 
ber is so well stocked, he can 
sell products to whatever legi- 
timate users exist; Superior’s 
policy is to sell all such quali- 
fied outlets, even if they are not 
directly connected with either 
the cooling or heating industry. 


The wholesaler’s aggressive 
selling shows, too, in the fact 
that he solicits business from 
authorized automotive air con- 
ditioning repair stations. ‘We 
feel it quite in our role to get 
their business for canned re- 
frigerant, steel cable belts, 
valves, and the like.” 

Superior makes no distinction 
between its heating and cooling 
customers when deciding who 
can buy what. “It is only neces- 
sary that we be sure they are 
legitimately engaged in the 
trade. The company also active- 
ly solicits qualified industrial 
accounts which maintain their 
own service departments. 


Asked if there was any 
noticeable difference between 
his heating and cooling trade, 
Shapiro hesitated for a while 
then offered, ‘Apparently, heat- 
ing people are accustomed to a 
longer line of credit than we 
have been giving. Many said 
they were used to getting 60 
days; we still hold to our policy 
of 30 days.” Other than this, he 
could think of no criteria by 
which heating and cooling peo- 
ple differ in their function or - 
buying habits. 

In conclusion, Shapiro repeat- 
ed, “I think we have two kinds 
of animals at the wholesaling 
end. So long as the heating 
wholesaler finds it desirable to 
concentrate on equipment rather 
than parts, the refrigeration 
wholesaler can effectively serv- 
ice the parts requirements of 
the heating trade.” 


4 


pansion valves, for example. 

“On the other hand, the re- 
frigeration wholesaler must 
carry a full line of such com- 
ponents—for refrigeration and 
air conditioning. Added, to this 
is the fact that many items are 
used commonly in both refrig- 
eration and in heating; con- 
trols, motors, fans, V-belts, fil- 
ters come to mind.” 


Sees More Dual Houses 
Being Formed by 
Refrigeration Firms 


Because of such factors, 
Shapiro senses that dual houses 
will more often be formed by 
refrigeration wholesalers rather 
than by heating wholesalers. 
The heating man with a limited 
cooling line can’t give manu- 


DEPENDABILITY 
AND SAFETY TO 
APPLIANCES 
WITH 
MIGHTY 
MITE 


MECHANICAL INDUSTRIES PRODUCTION CO. 
223 Ash Street Akron, Ohio 


DISPOSAL PUMPS 


Jamaica 13, N. Y. 


IMMEDIATE DELIVERY 
YOU KNOW YOU CAN DEPEND ON 
THE WHOLESALER 


who SELLS and STOCKS | 
THERMAL OVERLOAD PROTECTED | 
AUTOMATIC CONDENSATE WATER 


WHOLESALERS Write to 
KESCO PRODUCTS 


SAA 3335/94C 
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Wholesaler Blend Into One Operation 


Dual House Is the Wholesaler of 
Future, Heating Outlet Indicates 


By Frank 


ST. LOUIS—“The Dual House 
—the establishment which car- 
ries both heating and cooling 
supplies—is the wholesaler of 
the future. It is inevitable that 
we heating people will move 
into the cooling area,” states 
Oscar P. Brauer of Brauer Sup- 
ply Co., heating wholesaler and 
distributor here. 

Since some refrigeration and 
air conditioning wholesalers are 
also moving into heating, the 
time must come, Brauer feels, 
when the present “inconsisten- 
cies” in the distribution of some 
supplies are removed. Among 


the inconsistencies he mentions 
4 


J. Versagi 


is the unavailability to most 
heating wholesalers of such 
items as refrigerants, driers, 
and expansion valves. 

The growth of the air condi- 
tioning segment of their busi- 
ness is cited by Brauer’s sales 
manager, Len Troeller, as an in- 
dication of what is to come. 
“While our business is still 90% 
heating and 10% cooling, the 
cooling business has multiplied 
in the four short years we have 
handled packaged units.” 

Further indications of the 
trend, Troeller holds, are the in- 
creasing sale of “coil cabinets” 
on typical heating jobs, the siz- 


DONT BE 
SHY... 


If you’re not sure 
what valve to use, 
ask us — 


Primore manufactures the larg- 
est selection of Air Condition- 
ing and Refrigeration Valves in 
the industry. Yet, should you 
have a special problem where 
none will meet your needs, we 
invite you to discuss your prob- 
lem with us. We will design, or 
alter, any valve to meet your 
requirements. 


So, don’t be shy. . . just call 
COlfax 5-6168, Adrian, Mich. 


Remember . . . we make all 
types of Valves for Compres- 
sors, Condensers, Receivers and 
Evaporators for Home, Business 
and Automotive Air Condition- 
ing and Refrigeration. 


™ Write for FREE 


“ing of heating ducts for later 
add-on cooling, and the increase 
in the sale of complete heating- 
cooling installations. 

“If cooling wholesalers take 
on heating lines and vice versa, 
there will be a small amount of 
customer swapping, true,” offer- 
ed Brauer’s son William, “but 
for the most part we won’t be 
able to afford to call on their 
customers and they can’t afford 
to call on ours.” 

The replacement heating busi- 
ness is still going strong, 
Brauer feels, and heating will 
continue to be the major factor 
in the company’s sales for some 
time. “Gas and oil burners, in- 
sulation, registers, blowers, 
packing, filters, asbestos cloth 
are to us what condensing units, 
driers, expansion valves, and 
sight glasses are to the cooling 
wholesaler.” 

Brauer uses five outside sales- 
men, “every one of whom can 
lay out a heating and cooling 
job,” 3 

Brauer admitted that there 
seems to be “tighter distribu- 
tion policies in the cooling in- 
dustry” when asked about the 
Reichle plan being used by 


some plumbing and heating 
wholesalers. (Briefly, the 
Reichle plan is a trend toward 
moving plumbing and heating 
products by setting up display 
rooms and having the end user 
shop around. His purchases are 
then in some way “credited” to 
a dealer in most cases.) 

“The Reichle plan is a plumb- 
ing problem, though, not a heat- 
ing one,” he insists. “There just 
is no retail business in furnaces 
and blowers.” 

On the general subject of 
wholesaling, Brauer quoted the 
motto of Northamerican Heat- 
ing & Airconditioning Whole- 
salers to the effect that it is 
possible to remove the wholesal- 
er but not the cost of distribu- 
tion. ‘Manufacturers who ex- 
periment with going around the 


Noland Wins Safety Award for 1,700,000 
Accident-and-Injury-Free Air Miles 


NEWPORT NEWS, Va. —A 
perfect safety record equal to 
more than three round trips to 
the moon has earned the Noland 
Co., Inc., its second successive 
award from national business 
aircraft leaders. 

More than 1,700,000 accident- 
and-injury-free air miles have 
been clocked by Noland com- 


‘pany airplanes, the latest of 


which is a F-27 jet-prop plane 
used by the company in execu- 
tive travel. 

Captain Karl F. Styne of 
Newport News, the Noland Co.’s 
chief pilot, accepted the safety 


award from officials of the Na- | 


tional Business Aircraft Asso- 

ciation, Inc., in Los Angeles. 
The Noland Co. is an inde- 

pendent wholesaler of mechani- 


cal equipment, including plumb- 
ing, heating, refrigeration, air 
conditioning, electrical, and ma- 
chine tool supplies. 

During 1959 the company 
plane made more than 600 hops 
to the company’s 36 branches, 
situated in nine southeastern 
states and the District of Co- 
lumbia. 

The present F-27 prop-jet is 
the fourth in a line of company 
airplanes. A Curtiss Robin was 
used in the early 1920’s, a twin 
Beech in pre-war years, and 
more recently a Lodestar. 


NEWS readers are invited 
to write to the editor giving 
their cpinions on any subject 
of interest to the industry. 


wholesaler do not consider the 
fact that they are assuming the 
cost of distribution themselves. 
Equally important, they forget 
the high cost of collecting 
which is not their problem 
when they work through a 
wholesaler. 

“We, the heating and cooling 
wholesalers, will have our ups 
and downs. But the function of 
wholesaling will continue to 
exist; we will continue to exist. 
The real advantages of our 
function for both buyer and 
manufacturer are too important 
to ignore, and so long as we ag- 
gressively play our role, we will 
continue to serve the industry,” 
concluded Brauer. 


Consolidated Aluminum 


Is New Name of Firm 


JACKSON, Tenn.—Aluminum 
Foils, Inc. announced that its 
name has been changed to Con- 
solidated Aluminum Corp. 

This company is a producer 
of aluminum foil, coiled sheet, 
and “super purity” aluminum. 
Growth and diversification of 
the company made it necessary 
to change the name to reflect 
the broader scope of activities. 


THE CHOICE OF LEADING 
REFRIGERATOR MANUFACTURERS FOR 


NO FROST REFRIGERATION 


Finest motor available for 
circulating air over refrigerator coils to eliminate frost 


« b 
~ § year guarantee 


Available with Open or Clesed Construction 


HOWARD MODEL 1085 
2 Pole, Unit Beari 

FRACTIONAL 
H.P. MOTOR 


MOUNTING: From rear or by special pads on front. 
BEARING: Single, long-life, permanently lubricated. 
STATOR: Vacuum varnish impregnated coil on molded 
nylon bobbin. 

- ge Dynamically balanced for ultra-quiet opera- 
ion. 


ROTATION: Unidirectional (CW or CCW as specified). 
SHAFT-HUB: Assures positive and accurate location of 
connecting part (fan) which must run concentric. Can 
also be furnished with shaft extension from hub.. 


WP: 1/750 to 1/185 
WO LOAD RPM: 3400 
FULL LOAD RPM:* 
2600-3200 

INPUT WATTS: 8-38 


VOLTS: 

115 ¥. 60 cy. AC std. 
*Lower full lead 

b speeds 


Send us your specifications or write for complete cataleg. = "Ow, op BY 


HOWARD INDUSTRIES, INC. 


1797 State St., Racine, Wisconsin 


Divisions: Electric Motor Corp., Cyclohm Motor Corp., Racine Electric Prods., Loyd Scruges » ; 


These 2 Krack 15-ton Remote Type Air 
Cooled Condensers at the Safeway 


Supermarket in Okiah 


City, % d 


Freon-12 refrigerant for 15 compressors 
serving food sales cases, display cases, 


and walk-in service rooms. 


YOU ENJOY THESE ADVANTAGES: 
Equipment matches the job... You can be sure about actual per- 


formance. You don’t have to 


“play it safe” by specifying more 


costly, “oversize” equipment for a job when it is not needed. 
Gain advantages of lower bidding... By saving cost of specifying 


“oversize” equipment to compensate for uncertain performance, 


Count on KRACK to Deliver RATED CAPACITIES 


HOWARD 


“‘We chose Krack Air 
Cooled Condensers 
for Safeway because 
of full rated-capacity 
performance, low 
cost, and better de- 
livery.’’ 


—L.C. Nettleship, Jones-Newby 
Supply Co., Oklahoma City 


you can bid lower and win more jobs. 
Save installation and maintenance headaches . . With Krack job-rated 


equipment, installations go more smoothly. Costly service calls for 


repairs and adjustments are rare. 


customer good will. 


A good way to retain priceless 


MAIL COUPON FOR FREE BULLETIN AC-457 


No service calls with Krack Air Cooled “ {WV 


Condensers—Eliminate maintenance KRACK 


RA 
problems... forget about down time for " 
Wg REFRIGERATION 


illustrated catalog. 
Primore 


é. Sales draining, scale removal and periodic over- G Nome a, ee! i 
# ginc. hauls. No water is required. Destructive fo Firm my tl 
2460 South Main Street corrosive action from water is gone and Manufacturers of Freon or Ammonia, iat chy veh ion ‘& | 

re ew | ——— ieee 


§ REFRIGERATION APPLIANCES, Inc., 901 W. Lake St., Chicago 7, Hl, |" et | 


Adrian, Michigan 


k Recirculated, Flooded or Direct 
so are costly callbacks, by fo Skeies eee tel : 


~ quip 0239 all 
LL aaa ae eee eee eee ee ee ee 


49 


a 
. oo“ —-————- a SSS SSNS? ca 
ie , . / 
: ¥ ) | « ‘ 
- « 
| a | oC &» ae 
Beas eo by e CO <5 
a : — OS —-—_ ——— 
aw a sig a te, ~ 
a ) i) i : 2 
Ps : ! y “ i] aa 
ee | Pe 
BS ae 
= | a 
eas : iad 
Ee | ™ 
= a 
gots as 
* | | a ra eae ees | 2 
3 — Ewes 5 
# a 
ee aft lila atl a 
oie ions oe 
Sates =. gE 
:. tiie | eo: onse 
~ | ‘hee * 4 i .. 4 a 
| ik — es : 1 : 
= ti aie pe  . Sea ’ : \‘A\) 4 : 
: : ; tte 5B ae ti gue : 
Ps ; i sch | 
wer a Pd ee | 
; > . 7 es 
: 2 sy } a 
| . ame : 
: j 
a i ee 
|| 4) 


Penn Controls Makes 
Shifts In 5 Sales 
Offices, Adds 1 


GOSHEN, Ind.—H. M. Carna- 
han, vice president-director of 
sales for Penn Controls, Inc., 
has announced changes _ in 
Penn’s Atlanta, Philadelphia, 
Dayton, Chicago, and Milwau- 
kee offices and the creation of 
a new district sales office in the 
Washington, D. C. area. 


Harold S. King has been ap- 
pointed manager of Penn’s At- 
lanta district sales office. The 
new address of Atlanta office is 
P. O. Box 1086, Decatur, Ga. 


Joseph B. Chomel, formerly 
manager of the Atlanta dis- 
trict was appointed manager of 
the newly-created Washington, 
D. C. district office. The office 
address is P. O. Box 246, Fred- 
erick, Md. 

C. P. Pestow, who was man- 


ager of the Philadelphia dis- 
trict office has been appointed 
manager of the Chicago dis- 
trict. He will be assisted by Al 
Walter, sales engineer. The 
office remains at 19W 645 
Roosevelt Rd., Lombard, II. 


John McCaffrey, formerly 
sales engineer in the Philadel- 
phia territory, has been ele- 
vated to manager of the Phila- 
delphia office. The new office 
address is P. O. Box 4771, 
Philadelphia 34. 


Elmer A. Rave, who served 
as manager of the Chicago 
office, is now manager of the 
Dayton district office, replacing 
R. L. Ratliff. The office remains 
at 1970A S. Smithville Rd., 
Dayton 20. 


Robert T. McGrath has been 
appointed sales engineer for the 
Milwaukee territory. He will as- 
sist H. D. Gray who is district 
manager. The Milwaukee office 
remains at 4738 W. Lisbon Ave., 
Milwaukee 8. 
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SMALL counter at left 


Every 


Heal 
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th-Air. 


Home 
is a prospect 
for a low-cost 


Here's Your Chance to Get Into a Huge 
Rich Market Ahead of Competition! 


Now, for the first time, you can sell 
and install a really practical electronic 


air cleaner at a high volume price. 
Health-Air has no peer in the field 
today. A 3-stage unit (mechanical filter 
for large particles, electrostatic filter 
for fine particles and charcoal filter 

for smells, gases, smoke, etc.) which 
can be installed in the return side 

of a furnace or air conditioner for 


Side 
Mounted 
Base Flow 


heating or cooling before recirculation. 


Top Mounted 
Comanee Every household is a prospect. 
= _. Saves on heating bills, keeps air in 
= homes clean and pure. Wonderful 
~~ Calling relief for hay-fever or allergy sufferers. 
Horisontl Write today for all the facts. 


CORPORATION 
ELECTRONIC DIVISION / racine, wisconsin 
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DISPLAY islands are 
create space for meetings of 


New Buildings of 2 Fort Worth Wholesalers 


ee mumamenummmmeenneeenliiieneel Te 


and rather limited display space characterize new building 
of Tersco, Inc., in Fort Worth. 


on casters so they can be easily moved aside to 
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———_/ By C. Dale Mericle 


It's an unusual event when 
the two leading parts and 
supplies wholesalers in the 
same city put up new build- 
ings within a few months of 
each other, but it happened in 
Fort Worth, Texas, this year. 
Perhaps even more interesting 
is the fact that while both 
buildings have several things 
in common, they represent op- 
posing views on merchandise. 

As explained in the two ac- 
companying stories, the new 
buildings of both Tersco, Inc., 
(the older firm) and Koldaire 
Supply Co., Inc., are purpose- 
ly located to provide a maxi- 
mum of parking area, easy ac- 
cess to main traffic arteries 
plus good delivery and pickup 
facilities, and each has 1214 
tons of air conditioning. 


Tersco, however, has re- 
duced considerably its sales 
and self-service area, devot- 


ing much more space to ware- 
house. Koldaire, on the other 
hand, has greatly increased 
its sales floor and self-service 
facilities at the expense of 
warehouse space, if only tem- 
porarily. 

The reasoning behind these 
different approaches is summed 
up in the individual descrip- 
tions of the new buildings ap- 
pearing on these pages. 


4 . oo a 


Tersco or other organizations. 


long. It’s designed to accommo- 
date truck beds of all heights, 
he explains. 

There’s approximately 1% 
acres of paved parking space 
which is fenced in to prevent 
unauthorized parking, Cato 


EXTENSIVE parking area and a covered 
heights of truck beds are special features of Tersco building. 


Tersco Reduces Display. Area 
To Minimum; Expands Warehouse 


FORT WORTH, Texas — 
Maximum parking and ware- 
house space and a minimum of 
sales and display area. 

These, plus easy accessibility 
of location, are the main fea- 
tures that were purposely 
planned into the new headquar- 
ters building here of Tersco, 
Inc., veteran wholesaling firm 
that also operates branches in 
Lubbock, Odessa, and Waco, 
Texas. 

(Tersco, incidentally, will be 
celebrating its 25th anniversary 
next year.) 

“In planning this new build- 
ing,” explains Paul D. Cato, 
president, ‘“‘we reduced our sales 
and display area by about one- 
half from our old location, the 
reason for this being that our 
customers seldom ever made 
use of our old self-service meth- 
od and depended almost entirely 
on our counter personnel to 
serve them. 


“We have also found that a 
large majority of the people 
coming into our store were sent 
for some specific item by some- 
one else,” Cato says. 

For this latter reason, Cato 
concluded that excessive dis- 


added. 

“The location is easily acces- 
sible from all parts of the city,” 
he also explains. 

It’s approximately 21 miles 
from downtown Fort Worth on 
the East-West expressway that 
runs all the way through the 
city, and there’s a main North- 
South boulevard about a half 
block away. 

As might be indicated by the 
size of its new headquarters 


loading dock that can adjust to varying 


play area would be wasteful. 


Only 1,200 sq ft of the new 
building is devoted to sales and 
display; 2,000 sq ft is occupied 
by offices, and the balance of 
the total 19,000 sq ft is used for 
warehouse space. 

The idea of self-service and 
display has not been entirely 
abandoned, as the accompany- 
ing photographs’ show, but 
there’s considerably less parts 


and equipment in view than in 
the average wholesaler’s estab- 


lishment. 


The merchandise islands in 
the display area are mounted on 
casters. This permits them to 
be rolled into the warehouse so 
that the sales and display area 
can be readily converted into a 
meeting room, Cato also points 
out. 

Constructed of concrete tile 
with a brick front, the new 
building has a 19-ft high ceil- 
ing. Office area has a 714-ton 
air conditioning system while 
the sales area is cooled by 5 
tons. 

Another important feature of 
the building, according to Cato, 
is a covered loading dock that 
measures 10 ft deep by 60 ft 


building, the over-all Tersco or- 
ganization isn’t small. There are 
33 employes, including seven 
full-time outside salesmen. 

Besides Cato, officers include 
Jesse K. Mattox, Jr., executive 
vice president; Calvin D. Lough- 
ridge, vice president in charge 
of advertising; Pauline E. Cato, 
secretary, and Paul D. Cato, 
Jr., treasurer and purchasing 
agent. 


Handy Tube Bender 


Smoothly Bends any pipe or 
Tubing 34”-11%” O. D. 


© Just a twist of the 
wrist assures perfect, 
even bends — right 
angie, any angle, U 
and offset. Save 
™ enough on ONE job 
to pay for your 
HANDY BENDER. 


See your 
supply 
house—or 
write for 
free folder 
today. 


ray 


HOLSCLAW BROS., INC. 


426 N. Willow Road . Evansville, indiana 
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lllustrate —— Views on Selling 


SPACE devoted to self-service and counter sales in new building of Koldaire 
The firm is preparing for increased sales. 


Fort Worth is extensive. 


WIDE array of tools 


and testing instruments at front of new Koldaire building 


makes an attention-getting display. 


LEFT: Coffee bar, 


Eppes, J. T. 


long a popular feature at 
continued in the new building as shown here with the officers of the firm: Margaret 


“Tommy” Threadgill, and Karl Vetter. 


Koldaire's previous location, is 


Right: Customers Al Lacaze and 


John Preston relax at counter while Koldaire salesman Ted Martin explains product 
features. 


Koldaire Enlarges Self-Service; 
Can Boost Warehouse Space Later 


FORT WORTH, Texas — In- 
creased self-service sales and 
display area plus greatly ex- 
panded parking facilities are 
among the major improvements 
for its new building cited by 
Koldaire Supply Co., Inc., long- 
time wholesaler here. 

Location, too, is an important 
feature, according to J. T. 
Threadgill, president. 

“Our new location, 200 Mary- 
land, is about six blocks from 
the old location and is on the 
fringe area of the downtown 
section,” he says. “We usually 


refer to it as the near south side. 

“Our parking lot fronts on 
the access road of the North- 
South freeway only two blocks 
south of the ‘mixmaster’ inter- 
change connecting the East- 
West freeway, the toll road to 
Dallas, and the North-South 
freeway,” Threadgill adds. 

The new building contains ap- 
proximately 13,000 sq ft. Of 
this total the sales room takes 
3,300 sq ft, office and storage 
1,500 sq ft, and the balance is 
devoted to warehouse. 

Self-service, which Koldaire 


has successfully employed in 
previous locations for several 
years, is emphasized even more 
in the new building. 

“The merchandising idea is 
copied from all of our super- 
markets, with 90% of our items 


. displayed on steel shelving or 


island type shelves,” Threadgill 
explains. “The sales counter is 
near the center of the sales floor 
built in the form of a square 
with the pricing clerk’s desk as 
an integral part of the counter. 
“We have found over the 
years that so much of our com- 
monly termed ‘shelf items’ will 
sell twice as fast if displayed,” 
he comments. “So many cus- 
tomers come to buy a specific 
item, but will buy another if 
they see it. We even have 
supermarket baskets for self- 
service if they so desire.” 


Anticipating the question as® 


to whether the 3,300 sq ft of 
sales and display area might be 
oversize, Threadgill explains: 

‘It was our idea to provide 
offices and sales room for a 
much larger volume of business 
than we enjoy at present. We 
felt we could always supplement 
the warehouse, or add on to it, 
but it is very hard to add sales 
room and offices.” 

Building construction is of 


> brick and tile on the front with 


tilt-up concrete slab walls on 
the other three sides. Its loca- 
tion on a corner lot facilitates 
shipping and receiving in the 
rear, according to Threadgill. A 
12-ft door at the front of the 
building leads to a truck well in 
the warehouse for the con- 
venience of pick-up loading by 
customers. 

The parking lot directly in 
front of the building will handle 
about 30 cars or trucks, but 
in addition to this there is 
head-in parking at the curb 120 
ft long and space in the rear 
measuring about 60 by 80 ft 
which can be used for parking 
now but is intended for future 
warehouse expansion. 

As would be expected in 
Texas, the building is air condi- 
tioned. Offices and sales area 
are cooled with 1214 tons of air 
conditioning, and there are two 
6,500 cfm evaporative coolers 
serving the warehouse. 

In addition to Threadgill, 
officers of the firm include Karl 
Vetter, vice president, and Mar- 
garet Eppes, secretary and 
treasurer. They are backed up 
by salesmen, clerical workers, 
warehouse and shipping clerks. 


our prices are always low. 
price. 


Sure, everybody likes to make a buck go farther. 


WE EXPAND YOUR DOLLARS MIGHTILY 


At the Harry Alter Co. we think 
And everybody big or small, city or country, pays the same fair 
Our transportation allowance saves you even more money. 
at one of our 6 counters, you still get this allowance.) 


We're Real Specialists in 


REFRIGERATION - AIR CONDITIONING ° ELECTRIC MOTORS 
SUPPLIES and PARTS 


SAVE MONEY, time and effort by ordering from our new Dependabook, the 
most complete catalog of all. 240 pages. Over 10,000 items carried in stock. 
Wholesale only. Your orders filled really fast by mail, or they can be picked up 
at one of our six big warehouses. 
Write on your letterhead for the 1960 DEPENDABOOK... 
Also our monthly Flyer of surplus and close-out Bargains. 


THE HARRY ALTER CO., 


(And if you pick up 


INC. 


Boggs Heads Georgia 
Heating Wholesalers 


ATLANTA — The newly or- 
ganized Wholesalers’ Association 
of Georgia, which consists of 15 
wholesalers of plumbing and 
heating materials in metropoli- 
tan Atlanta, has elected Clyde 
Boggs of Boggs Supply Co. as 
© president. 


Other officers named were: 


Stiles-Karlsonite 
Appoints Cianflone 


WAUKEGAN, Ill. — Appoint- 
ment of Frank A. Cianflone as 
vice president and general man- 
ager for Stiles- 
Karlsonite Corp. 
was announced 
by James Stiles, 
III, president. 


The compan 
manu Papi ied Clyde Rodbell, vice president; 
water condition- ~ J. D. Childers, executive secre- 
ing equipment a pad and Everett B. Brooks, 
and chemicals for ~ ‘ reasurer. 
industry, _ busi- Cianflone 


ness, and the home. 

Cianflone, a member of the 
Stiles organization since 1950, 
has been general manager of 
Stiles Engineering, Inc., Racine, 
Wis., and superintendent and 
sales manager for Stiles Broth- 
ers Co., Inc., Waukegan, accord- 
ing to the announcement. 


SEND FOR REPRINTS 
“SERVICE MAINTENANCE CONTRACTS 
AND AVERAGE CHARGES FOR 
SERVICE PARTS AND OPERATIONS.” 
Only 50¢ each. 

For your copy, clip this ad and mail 
with name and address to: Air Condi- 
tioning, Heating & Refrigeration News, 

450 W. Fort, Detroit 26, Mich. 


New electronic “watchman” 
detects freezer breakdowns... 


= ks | 


Opens up a golden sales 
opportunity for you! 


Now — thanks to Kidde’s new Temp-O-Larm, every supermarket, 
dairy, freezer plant is a gold-mine of potential profit! Frozen food 
spoilage due to freezer failures runs into millions of dollars annually, 
is a constant concern to store managers and owners. They will listen 
to your story on sure, dependable protection against spoilage that 
costs them only a modest amount per freezer unit — and you will 
net an attractive profit for every one of these installations! 

Developed by Kidde Ultrasonic & Detection Alarms, Inc., the 
Temp-O-Larm system takes up little space, is easily installed, re- 
quires little or no maintenance. A tiny detector, pre-set for a specific 
temperature, is placed in each freezer or locker. Any abnormal tem- 
perature rise triggers the system, sounds an alarm locally or at 
central alarm company, points out the trouble spot immediately. 
Alarm time delay (0-6 hours) prevents false alarms during normal 
defrost or loading periods. 

Temp-O-Larm is being promoted by national trade advertising 
and publicity, and special dealer sales aids are available. Most 
important of all, Temp-O-Larm bears the name of Kidde — most 
respected name in the alarm business. 

For more information on Temp-O-Larm, and how it can bring in 
profits for you, write to Kidde Ultrasonic & Detection Alarms, Inc. 


Annunciator in store signals 
dangerous temperatures imme- 
diately. Unit shown guards six 
refrigerated boxes. Lights indi- 
cate normal and alarm condi- 
tions. Unit has alarm time delay 
controls, alarm reset buttons. 


KIDDE ULTRASONIC & 
DETECTION ALARMS, INC. 


1095 Brighton Road, Clifton, N. J. 
A Subsidiary of Walter Kidde & 
Company, Inc., Belleville 9, N. J. 
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695 Stewart Ave., S.W. 
Atlanta 10, Ga. 
4 BIG WAREHOUSES 


1717 S. Wabash Av. 
Chicago 16, Ill. 
FREE PARKING AND FAST 


134 Lafayette St. 2332 Irving Blvd. 
New York 13, N.Y. Dallas 7, Texas 
COUNTER SERVICE AT THESE 
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Catalogs Tell a Story 


Alter’s Complete Files Reveals When Various Supply Items 


Came Into the Field, How Product Emphasis Has Shifted 


By Phil B. Redeker 


CHICAGO—Much of the his- 
tory of the development, growth 
and change in character of the 
supplies wholesaling field could 
be found in the catalogs of a 
wholesaler who had been in the 
air conditioning and refrigera- 
tion field since its inception, it 
might be surmised, if any such 
pioneer wholesaler had kept all 
of his catalogs through the 
years. 

One such wholesaler who has 
kept a file of all catalogs issued 
since the firm started in busi- 
ness —in 1933-—is The Harry 
Alter Co., conceded to be the 
leader in mail order sales of 


parts and supplies, and which 
also sells over-the-counter in 
locations in Chicago, New York, 
Atlanta, and Dallas. And the 
catalogs do tell an interesting 
and imposing story of growth 
in the part played by the parts 
and supplies wholesaler in the 
industry. 

Issued in 1933 as the catalog 
of Refrigeration Parts Co., the 
first printing had 24 pages, and 
listed a couple of hundred items. 
The Summer, 1960 issue of 
“Harry Alter’s Dependabook”’ 
as the firm’s catalog is now 
known, had 240 pages and lists 
over 14,000 items. The present 


Ta Wiay 


Pathan sll TION 


Type “R” Blower Wheels 
deliver more air for a given 
diameter and width. 


| Peveor 
Blower Wheels and Fan Blades 


Deliver More Air... More 
Efficiently . . . Most Quietly! 


WRITE FOR FREE BROCHURE 
or send specifications to 


Reveor. 


ENGINEERS * «MANUFACTUR 
251 Edwards Street 
Carpentersville, IMinois 


INC. 


ERS 


’“Dependabook” is mailed out 
four times a year, and special 
“newspaper” type of flyers are 
sent out between issues of the 
catalog. 


How Business Was Started 


Irving and Harry Alter, 
brothers who were responsible 
for the formation and growth of 
the company, were not strang- 
ers to either the wholesaling or 
the mail order business. They 
had been active in the 1920’s in 
a wholesale company doing a 
mail order business in electrical 
supplies and other types of mer- 
chandise, and when the electri- 
cal part of the business was sold 
in 1929 part of the purchase 
agreement blocked their re- 
entry into the electrical supply 
field for a period of time. 

Searching around for another 
field, Irving Alter discovered a 
demand for replacement parts 
in refrigeration. Further inves- 
tigation indicated that there 
were some manufacturers of 
supplies and equipment who 
were interested in selling to in- 
stallation and service contrac- 
tors. So, before the summer of 
1933 rolled around, the 24-page 
“pocket-guide”’ size catalog of 
Refrigeration Parts Co. was 
ready for distribution. 


Some Brand Items, Common 
Tools in First Edition 


In this catalog there were 
brand names which today grace 
products prominent in the in- 
dustry such as Brunner com- 
pressors (up to 1% hp), 
Kramer evaporators, Wagner 
motors, Detroit and Penn con- 
trols, Virginia sulphur dioxide, 
Gilmer v-belts, Maurey pulleys, 
and Practical Recording Co. 
(now Bacharach) instruments. 
There were also listings of re- 
placement gaskets for com- 
pressors and for refrigerator 
cabinets, brass goods products, 
and beer system fittings. A good 
portion of the latter part of the 
catalog was filled out with gen- 
eral purpose tools such as 
wrenches, screwdrivers, and 
hacksaws. 

“We did a pretty good busi- 
| ness that first summer,” “Irving 
| Alter recalls, “but when Octo- 
| ber came sales just died. So I 
| asked Harry for assistance, and 
| he took a major interest in the 
|business, and it became the 
Harry Alter Co.” 

Another figure significant to 
an understanding of the growth 
of the supplies wholesaling field 


is the relative cost of the 1933 
and the 1960 catalog. The in- 
vestment in the 1933 catalog was 
“several hundred dollars, prob- 
ably less than a_ thousand.” 
Cost of preparing, printing, and 
distributing the present-day 
catalog is about $24,000, and 
“it would be $125,000 if we had 
to use all new copy and engrav- 
ings with each printing,’ says 
Irving Alter. 

In 1934, the catalog became 
the “Dependabook” and several 
items were added including Fed- 
ers coils, and gas masks for 
servicemen. Some radio, electri- 
cal, and oil burner parts made 
their appearance, but these 
were discontinued the next year. 
Also listed in the 1934 catalog 
was the Hillsdale compressor, 
the forerunner of the Tecumseh 
unit. Later that year, Irving 
Alter says he bought the first 
“Chieftain” compressor which 
the newly-founded Tecumseh or- 
ganization put on the market. 

Added to the 48-page catalog 
in 1934 were such items as re- 
placement seals for compres- 
sors, and an automatic timer 
type of defroster for electric re- 
frigerators. 


Trade Names in ‘35 Book 
Still Prominent Today 


The 1935 catalog concen- 


GROWTH AND CHANGE in © 
the air conditioning, heat- — 
ing, and refrigeration sup- 
plies wholesoali b 
through more than 25 years 
is traceable through the 
complete file of catalogs 
Produced by the Harry 
Alter Co., supplies whole- 
saler headquartering in 
Chicago, and recognized as 
the leading mail-order 
wholesale house in the 
U.S., also doing business 


with every Free Nation in the World. Here (I. to r.) are James Alter, executive vice 

president; Irving Alter, president; and Harry Alter, chairman of the board, comparing 

their first 24-page catalog issued in 1933 with the current ‘“Dependabook" of 240 
pages issued four times a year. 


frigerant, which was tasteless 
and odorless, had in it a certain 
amount of “acrolein,” a warn- 
ing agent. 

The 1936 edition also had 
nine pages of listings of re- 
placement gaskets for open 
compressors — significant in 
terms of later comparisons. 
Also in the 1936 catalog were 
the first advertisements for the 
Master Service Manuals, first of 
the technical books and manuals 
published by Business News 
Publishing Co., publisher of AIR 
CONDITIONING, HEATING & RE- 
FRIGERATION NEwS, and also an 
announcement (and a recom- 
mendation that catalog users 
take advantage of it) that the 
Alter Co. would take subscrip- 
tions to the News, as it has 
done ever since, and as many 
other supplies wholesalers also 
do. 

The 1937 issue marked the 
first appearance of “Freon” re- 
frigerant in the catalog. Other 
new items included Klixon ther- 


trated on refrigeration and air 4 
conditioning parts, the radio 
and oil burner system supplies 
being eliminated (“sometimes I 
wish we’d have kept on with 
them,” muses Irving Alter). 
The 88-page issue was note- 
worthy for the introduction of 
a number of trade names which 
continue to be prominent in the 
industry today. 

Tecumseh’s “Chieftain” line 
of compressors made its first 
appearance, as did Ranco con- 
trols, Larkin coils, Imperial 
Brass charging hoses, Aerovox 
motor starting capacitors, 
Prestolite soldering torches, 
U.S. Gauges, and Fusetron 
fuses. The Brunner line of com- 
pressors was advertised as 
being available in sizes from 
1% through 10 hp in methyl 
chloride, sulphur dioxide, or 
“Freon” refrigerants. Alter also 
started to offer a line of 
“genuine” compressor replace- 
ment parts for the brand name 
of units which it carried, al- 
though the company officials 
had some misgivings about this. 


Certain ‘36 & ‘37 Listings 
Significant in History 


The year 1936 marked a 
change in the physical pro- 
portions of the catalog, the 
page size becoming a “cut 
down” version of the standard 
8% by 11-in. catalog size sheet, 
and this size became the stand- 
ard until 1959. The catalog that 
year also was marked by the 
introduction of Henry Valves, 
DFN refrigerant driers, A-P 
controls, Temprite liquid cool- 
ing products, and Dole holdover 
cold plates. An item that will 
mean something to oldtimers, 
but not much to the younger 
generation in the industry, was 
the inclusion of methyl chlor- 


ide “A” meaning that the re- 
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cal Corp. 
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cAWZON: 


COLE FLUID DEWTR 
on . 


HIGHSIDE CHEMICALS 


your refrigeration wholesaler to- 
day for Thawzone and the free 


THAWZONE 


18 Colfax Avenue ® Clifton, New Jersey 


mostats, and compressor oils. 
Parts and supplies for air con- 
ditioning systems were being 
included (air cleaning filters 
had been in the catalog starting 
in 1935), but were very much 
in the minority. 


Air Conditioning Became 
Prominent by 1940 


By 1940 there were some 
marked changes in the types of 
supplies and equipment being 
carried. Unit coolers for air con- 
ditioning were listed, and also 
Bishop & Babcock blowers, and 
a greater variety of air condi- 
tioning supplies. 

Also, there were more major 
items for commercial refrigera- 
tion, such as Standard Refrig- 
eration Co.’s panel coolers. The 
catalog had eight pages of list- 
ings of refrigeration compres- 
sors, all of the open type. 
Among the innovations were 
hard copper tubing offered in 
rolls, and hermetic valve as- 


semblies. In the 148-page 1940 


VALVE FREEZE-UP7 


...call on 


eCwio, 


the 


in your bottle of 


THAWZONE 


Many a “defective” expansion valve 
works perfectly again with the addition of 
a little Thawzone to the refrigerant. 


one of the reasons why you should take it on every job and use it 
installation charged with the modern fluorine refrigerants 
Genetron*, etc.), or with methyl] chloride, methylene 


TWO OTHER AIDS 
FOR BETTER 
REFRIGERATION 
SERVICE 


Trace 


—the simple, fast 
way to pinpoint re- 


oak Lock 


—the joint sealer 
engineered for 
use. 
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edition, motor parts were more 
prominent (a listing of Delco 
motor parts took a number of 
pages). The listing of compres- 
sor gaskets was down to five 
pages. 


‘Rising Sun’ Cover 
Had To Be Abandoned 
In December, 1941 


“In December, 1941, we had 
to do a major ‘scrapping’ job on 
a part of our catalog,” says 
Irving Alter. ‘We had a cover 
all printed for a new edition— 
and do you know what the de- 
sign was—a rising sun!” Need- 
less to say, this emblem, used on 
the Japanese flag, would not 
have been popular with the 
trade. 

World War II brought many 
changes to the Harry Alter Co., 
as it did to other U.S. business 
firms. A catalog was issued in 
1942, but in 1943 and 1944, 
when rationing and priorities 
were the order of the day, only 
small supplements were printed. 
Supplied with the catalogs in 
those days were copies of the 
now - almost -forgotten P-126 
(priority regulation) and forms 
for an A-priority preference 
rating. 


Shortages Continued 
Following End of War 


For the first few years fol- 
lowing the War the industry 
was plagued by shortages, and 
it was quite a while before the 
Alter catalog could be restored 
to its former proportions. 

By 1950, it was once again 
possible to publish a catalog 
that would include all the items 
that Alter wanted to offer the 
trade, and the items in the 136- 
page edition reflected some of 
the changing trends in the field. 

A variety of coils for air con- 
ditioning systems were offered, 
the number of air conditioning 
controls had increased greatly, 
as had the number of models 
and variety in sizes of air filters. 
Electric motor parts had a 
dominating place in the catalog. 


Hermetically Sealed 
Compressor Listing 


More compressor parts — in- 
cluding crankshafts and con- 
necting rods — were being offer- 
ed, but the listing of replace- 
ment compressor gaskets was 
down to two pages. In 1952 
came another innovation — a 
listing of hermetically sealed 
compressors. 

In 1959 the page size was 
changed to 6 by 9 in. And some 
other changes were coming into 
being, also. The cover of the 
1960 Summer Edition of the 
“Dependabook”’ leaves no doubt 
that it is a catalog of parts 
and supplies for refrigeration, 
air conditioninig, and electric 
motors. However, a good por- 
tion of the cover is taken up 
by a tastefully done reproduc- 


tion of a painting ‘Artist’s 
Garden at Argentueill” by 
famed French artist Claude 
Monet. 

Many other things have 


changed from the 1933 begin- 
nings. At that time supplies 
were purchased almost on a 
day-to-day basis. Presently, a 
current inventory valued at 
more than $1 million is neces- 
sary in the Alter Co. operation. 

While there are still peak 
periods in the business, the 
peaks and valleys are not so 
sharply inclined as they were 


in the earlier days. “In the early 
years, business would die in 
October, and pick up again in 
April,” recalls Irving Alter. 
“Now we have slack periods in 
November and December, but 
they are not so severe.” The 
export market has helped to 
take up some of the seasonal 
slack. Alter fills orders from 
every nation of the Free World. 


In the listings in the 1960 
catalog, electrical parts and 
components are very prominent, 
some 30 pages being devoted to 
a listing of motors and motor 


There are 12 pages of listings 
for the models of one make of 
compressor, and an additional 
eight pages of parts listings for 
this one compressor make. A 
new feature is a listing of ex- 
change compressors at attrac- 
tive prices, and an offer of a 
method of obtaining an addi- 
tional 4-year warranty for com- 
pressors under certain stipu- 


lated conditions. 

The space devoted to tools 
and testing instruments has 
grown, and the equipment in 
this category is much more com- 
plicated and sophisticated than 
it was 10 years ago. The same 
could be said of electrical con- 
trols and flow control valves 
and other devices related to 
system control. 


As evidence of the increased 
interest on the part of the 
average refrigeration and air 
conditioning contractor in larger 
installations, there is an offering 
of galvanized iron pipe, and 
galvanized iron pipe fittings. 

And our old friend, the re- 
placement gasket for compres- 
sors? Still hanging on, but down 
to something less than two 
pages. 

An indication of the fact that 
the air conditioning, heating, 
and refrigeration field has been a 
growing, yet stable factor in the 
U.S. economy can be seen in 


the fact that the Alter Co. lists 
the following firms with whom 
they have done business for 25 
years: 


Firms with Whom Alter 
Has Done Business 


For 25 Years 

Aerovox Corp., American 
Brass Co., American Machine & 
Metals, Inc. (U.S. Gauge), 


Aminco Refrigeration Products 
Co., Bunting Brass & Bronze 
Co., Bacharach Industrial In- 
strument Co., Business News 
Publishing Co., Chicago Wilcox 
Co., Cleveland Sales Co., Con- 
trols Co. of America (A-P Prod- 
ucts), Cutler-Hammer, Inc., 
Dayton Rubber Co., Delco Prod- 
ucts, Detroit Controls Div., 
American-Standard, Duro Metal 
Products Co., Glidden Co., A. L. 
Hansen Co., Henry Valve Co., 
Imperial Brass Mfg. Co., Jarrow 
Products Co., Inland Mfg. Co., 
Kason Hardware Corp. 

Kerotest Mfg. Co., Linde Co., 


PATENTS have been 
omitted from this issue to 
allow more space for the dis- 
cussion of Air Conditioning, 
Refrigeration, and Heating 
Supplies Wholesalers. The 
Patent Page will resume next 


week. 


Div. of Union Carbide Corp., 
McIntire Connector Co., Maurey 
Mfg. Co., Millers-Falls Co., 
Minneapolis-Honeywell Regula- 
tor Co., Mirro Aluminum Co., 
National Lock Co., Nickerson & 
Collins, Penn Controls, Inc., 
Ranco Inc., Standard Refrigera- 
tion Co., Stevens-Walden Co., 
Taylor Instrument Co., Tecum- 
seh Products Co., Texas Co., 
Turner Brass Works, Union 
Steel Chest, U.S. Seal Co., Vir- 
ginia Smelting Co., Wagner Elec- 
tric Co., Wausau Motor Prod- 
ucts, Weksler Instrument Corp., 
Wolverine Tube, Div. of Calumet 
& Hecla, Inc. 


EVERYBODY WANTS IN 


ON HOTTEST OFF-SEASON “ACTION” IN 
AIR CONDITIONING HISTORY! 


Talk about an open and shut case! The evidence is overwhelming! 
Special off-season pricing on all York residential and commercial 
air conditioners...a complete direct mail program to really 
pull in the traffic...easy, easy Skip-Payment Financing Plan... 
1400 fabulous incentive prizes to keep salesmen fired up...double 
point value for all commercial units sold under Lease Plan! No 
wonder everybody wants in! No wonder York Air Conditioners 
are moving as never before at this time of year. Get the whole 
eye-opening testimony from your York Distributor now 


YORK 


YORK CORP., SUBSIDIARY OF BORG-WARNER CORP. WESTGRANTLEY ROAD, YORK, PA 


ALREADY IN 
SESSION 


Sept. 6 to Nov. 26 
HURRY! HURRY! HURRY! 


THE QUALITY NAME 
IN AIR CONDITIONING, 


@® HEATING AND REFRIGERATION 
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On 25th Anniversary 


Frank Gleason, Arw’s First Executive Secretary 
Recounts Events of the Founding, Early Days 


By Phil B. Redeker 


SIDNEY, Ohio—Among even 
those who have been active in 
the industry for a number of 
years, it will probably come as a 
surprise to learn that Frank J. 
Gleason, president of Copeland 
Refrigeration Corp., was the 
first paid executive secretary of 
the supplies and equipment 
wholesalers association now 
known as the Air Conditioning 
& Refrigeration Wholesalers 
Association. 

Although he served as execu- 
tive secretary for only a year, 
Gleason is credited by old-timers 
in the association with keeping 
the fledgling organization going, 
and putting it on a good working 
basis. He also staged the first 
formal convention of the organ- 
ization in 1936 in Memphis. 


Headed Mfr. Group, Too 


At the time that he took over 
as secretary of the wholesalers’ 
group, Gleason was also secre- 
tary of the newly 
formed refrigera- 
tion parts and 
equipment manu- 
facturers associa- 
tion — something 
that would prob- 
ably be frowned 
upon in both in- 
dustry and gov- 
ernment _ circies 


Gleason 
today. However, at the time 
this segment of the industry was 
so new and of such relative 
insignificance that no one paid 
that much attention to it. 


For the story of how it all 
came about, Gleason relates the 
following: 

“In October, 1935, when a 
committee of manufacturers of 
refrigeration parts and equip- 
ment were working to put to- 
gether a meeting of wholesalers 
at the offices of the News, for 
the possible purpose of forming 
an association, I was already in 
association work—but not in 
that part of the industry. 

“Having severed connections 
with Universal Cooler Corp., and 
finding a job in industry tough 
to get in those Depression days, 
I had taken the job of secretary 
of the Michigan Refrigeration 
Association. This local associa- 
tion activity was important at 
that time because the Federal 
government was making instal- 
ment loans for consumer durable 
goods available through First, 
Bancredit Corp., but dealers had 
to be recognized through some 
sort of formal ‘association affili- 
ation’ before they could be eligi- 
ble to make use of such credit. 


He Happened to Be 
Close By 


“IT had heard about the meet- 
ing which was being held at the 
News’ offices to which the 
wholesalers were invited, but I 
had no plans to take part in it. 
The day of the meeting I had a 
session with one of my own 
organizations at the Webster 
Hall hotel, not too far from the 
NEwS headquarters at that time. 


“A phone call came from one 
of the manufacturers on the 
committee that had sponsored 
the wholesalers’ meeting, telling 
me that the manufacturers had 
talked about the possibility of 
forming some sort of an organi- 
zation of their own, and that 
they wanted me to discuss it 
with them. 

“When I got to your office, I 
found that they didn’t have 
anything too definite in mind, 
but someone finally said ‘well, 
let’s have Frank write to some 
more manufacturers and see if 
they would be interested,’ so 
they all threw a quarter apiece 
onto a table and said ‘there’s 
your postage money, go to it.’ 


REMA Almost Didn’‘t 
Happen 


“I wrote the letters and a 
meeting was finally set up in 
Chicago to see if there were 
enough manufacturers who were 
serious about forming an or- 
ganization of refrigeration parts 
and supplies manufacturers. And 
T’ll tell you something that not 
many people know, that the 
association which became known 
as REMA and which eventually 
merged with another group to 
become the present ARI, came 
within a hairbreadth of never 
getting off the ground—at that 
time, anyway. 

“After we kicked the idea 
around in a round table discus- 
sion for a while, there didn’t 
seem to be much enthusiasm for 
the idea, and someone suggested 
that maybe the whole thing was 
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a pipedream, and many of those 
present were kind of nodding in 
agreement. 

“But finally Dave Daskal of 
Perfection Gear Co. spoke up 
and said ‘No, I think the indus- 
try needs an association like 
this’ and some others backed 
him up—Dick Kritzer of Peer- 
less, Charley Gary of Henry 
Valve, and Doc Higley of Ansul 
Chemical, I think, and eventu- 
ally seven of them kicked in $100 
each for a year’s dues and told 
me I was the secretary. 

“T had an office already estab- 
lished in Detroit so I was able 
to get right to work. Then early 
in 1936, Joe Oberc, who was one 
of the jobbers who had helped 
to form their association, and 
who had been named secretary, 
came to me—his place of busi- 
ness was in Detroit—and told 
me that the jobbers association 
had advanced to the point 
where it needed the attention of 
someone who could devote more 
time and effort to it, and would 
I take it on? So we came to 
an agreement and I became 
the first paid secretary of the 
National Refrigeration Supply 
jobbers Association—now ARW, 
of course. 


If You Were in Memphis 
In 1936-You'll Understand 


“And it was quite a year— 
1936 that was. We set up our 
first annual meeting that year 
in Memphis where the RSES and 
the manufacturers were meeting 
too, and I arranged for some 


ONLY PICTURE FROM 
founding of the ARW that 
we could turn up was a 
personal memento of John 
Belleman (left) of the NEWS 
printing department who served as 
1935 and is shown serving a beer to (I. 


a 
“bartender” 


to r.) H. S. McCloud, Willams & Co., Pitts- 
burgh, who was ¥ become first specter of the organization and later executive 


L 
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that memorable day in October, 


iH £ it 


,a ; and William 


secretary; Frank S. ye 
Dever, Virginia bP Co., one of the 
been instrumental in bringing the whol 


representatives of auniinieen who had 
I t About those refreshments: 


th 


this was not (and is not) standard practice at the NEWS, but it was customary to 

furnish refreshments at such meetings, draft beer was very popular in the first 

years following repeal, and Temprite Products was pleased to provide a model of its 
newly-designed draft beer cooler. 


special Pullman cars that start- 
ed out on a train in Detroit and 
picked up members all the way 
to Memphis. 

“T’'ll tell you something—I bet 
the oldtimers in the association 
will remember that 1936 conven- 
tion better than any other in 
the history of the association— 
even the cruise they’re going to 
take this year—what with every- 
thing that went on in the old 
Gayoso hotel, the night on Beale 
St., and for some of them, the 
train ride back home in those 
special cars. 


RATES for “Positions Wanted” $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 

RATES for all other classifications 
$10.00 per insertion. Limit 50 words. 
20¢ per word over 50. 

ADVERTISEMENTS set in usual 
classified style. Box addresses count 
as five words, other address by actual 
word count. Please send payment with 
order. 


POSITIONS WANTED 


MANUFACTURERS’ REPRESENTA- 
TIVE wishes additional lines. Terri- 
tory—the eleven Western states or 
portion thereof. Years of experience in 
all phases of refrigeration industry. 
Qualifications permit broad scope of 
equipment, parts or material. Refer- 
ences. BOX A6632, Air Conditioning, 
Heating & Refrigeration News. 


PROGRESSIVE WHOLESALE = sup- 
plier serving New England territory, 
commercial and industrial Freon and 
ammonia refrigeration accounts, de- 
sires various specialty parts and ac- 
cessories lines, large and small. Also 
interested in truck refrigeration sup- 
plies. Replies confidential. BOX A6635, 
Air Conditioning, Heating & Refrig- 
eration News. 


MANUFACTURERS’ REPRESENTA- 
TIVE looking for additional lines to 
be sold to plumbing, heating and air 
conditioning contractors in Maryland, 
D. C., and Virginia. Desires especially 
hot air furnace lines and air-cooled air 
conditioning lines to 25 tons. BOX 
A6643, Air Conditioning, Heating & 
Refrigeration News. 


MANUFACTURERS’ AGENT now call- 
ing on O.E.M. accounts and whole- 
salers in Southern New Jersey, Penn- 
sylvania, Delaware, Maryland, Vir- 
ginia and District of Columbia. Desires 
additional lines in all or any part of 
this territcry. BOX A6644, Air Condi- 
tioning, Heating & Refrigeration News. 


POSITIONS AVAILABLE 


DISTRICT SALES engineer must have 
experience selling packaged air condi- 
tioning, liquid chillers and _ central 
type air conditioning. Must travel in 
the Northeastern States, dealer con- 
tacts. Salary, commission, expenses, 
ear furnished. Give complete informa- 
tion first letter. Write Director of 
Sales, CURTIS MANUFACTURING 
COMPANY, Refrigeration Division, 
1905 Kienlen Avenue, St. Louis 33, 
Missouri. 


MANUFACTURERS’ REPRESENTA- 
TIVE for complete line commercial 
and industrial low temperature cool- 
ing equipment; heating, ventilating 
and air conditioning products. Well 
established nationally known firm de- 
sires men with experience and follow- 
ing among engineers and contractors. 
Territories open in New England, 


“IT kept on going with both 
groups until early 1937 when I 
had a chance to get back to 
where the wheels were turning 
—hback into the manufacturing 
end of the business. I still look 
back on those days as some of 
the best times I ever had. A big 
part of our business today is 
with supplies and equipment 
wholesalers, but I’m betting that 
until they read this, the ma- 
jority of those who are ARW 
members probably never realized 
that I was their first paid 
executive secretary.” 


CLASSIFIED ADVERTISING 


North Central, Midwest, West, North- 
west. Give details as to experience, 
territory you can cover, industry refer- 
ences, other lines handled. Replies 
held in confidence. BOX A6627, Air 
Conditioning, Heating & Refrigeration 
News. 
MANUFACTURER'S REPRESENTA- 
TIVES for residential and small com- 
mercial year-round air conditioning. 
Twenty-five year old company. Fac- 
tory southern location. Many desirable 
territories open. Give details—your 
present territories, lines, references. 
BOX A6633, Air Conditioning, Heat- 
ing & Refrigeration News. 


QUALITY CONTROL engineer for re- 
frigeration systems, manufacturer lo- 
cated in midwest, at least 5 years of 
refrigeration test experience and con- 
versant with quality control proce- 
dures related to refrigeration. Please 
send full details including salary re- 
quirements to BOX A6640, Air Condi- 
tioning, Heating & Refrigeration News. 


AIR CONDITIONING and refrigera- 
tion contractor in Cleveland, Ohio is 
interested in obtaining top level man 
to organize and head up service de- 
partment. Sales and administrative 
ability essential. Reply to BOX A6641, 
Air Conditioning, Heating & Refrigera- 
tion News. 


ENGINEER TO assist chief engineer 
by managing specific projects, super- 
vising the design of mechanical assem- 
blies, including trailer mounted and 
special purpose air conditioning units, 
both gasoline and electric motor drive, 
materials handling equipment, me- 
chanical and pneumatic systems for 
servicing missiles and space vehicles; 
mechanical engineering degree or 
equivalent, knowledge of electrical cir- 
cuitry definitely helpful. Location east- 
ern mid-Atlantic with medium size 
publicly listed and top rated concern 
of aggressive and cooperative young 
people. Send resume showing past em- 
«ployment, education and background 
and indicate present earnings. Reply 
strictly confidential; interview  ar- 
ranged promptly. BOX A6642, Air Con- 
ditioning, Heating & Refrigeration 
News. 


EQUIPMENT FOR SALE 


WORTHINGTON COMPRESSOR unit, 
model 3JF4, complete with 25 h.p. 
three phase, 220-440 volts. Compressor 
50% capacity unload. $700.000 f.o.b. 
Burbank. AIRTOP, INC., Air Condi- 
tioning and Heating, 140 B. Tujunga, 
Burbank, Calif. 


ATTENTION REFRIGERATION Serv- 
icemen. Send for catalog listing values 
in refrigeration and air conditioning 
parts, relays, capacitors, compressors. 
Savings up to 50%. WALTER wW. 
STARR, 2833 Lincoln Ave., Chicago 13, 
Illinois. 
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To Solve Some Problems, Arw Was Born In 1935 


Determined Group Did It In One 
Day at a Meeting In Detroit 


By Phil B. Redeker 


DETROIT — The history of 
the Air Conditioning & Refrig- 
eration Wholesalers association, 
so far as this writer is con- 
cerned, begins with a faded 
copy of a memorandum dated 
Aug. 8, 1935, which the writer 
received from the late F. M. 
Cockrell, then publisher of the 
News. The memorandum cover- 
ed, among other things, the 
possibility of a meeting to be 
held in Detroit later that year 
of “refrigeration parts jobbers” 
for the possible formation of a 
formal association of firms en- 
gaged in this type of business. 

From this memorandum grew 
a chain of events that eventual- 
ly led to the formation on Oct. 
23, 1935 in the offices of the 
NEws, the National Refrigera- 
tion Supplies Wholesalers As- 
sociation, the first name given 
to an organization which has 
had aé_ continuous’ existence 
since that time, and which is 
now known as the Air Condi- 
tioning & Refrigeration Whole- 
salers association. 

“We have compiled a list of 
refrigeration parts jobbers con- 
sisting of about 13 companies 
whose names were furnished by 
J. D. Colyer of Wolverine Tube 
Co. and companies listed as rep- 
resentatives in advertisements 
by Kerotest Mfg. Co., Automa- 
tic Reclosing Circuit Breaker 
Co., and other manufacturers of 
parts and supplies,” the memo- 
randum continued. “There are 
over 100 names on the list com- 
piled so far.” 


Mfrs. Lend a Hand 


In the following weeks a 
series of meetings was held by 
the publisher of the NEws with 
representatives of supplies and 
equipment manufacturers in the 
Detroit area, and preliminary 
plans were formulated for a 
meeting to be attended by “re- 
frigeration supply jobbers” in 
Detroit at the same time that 
the Refrigeration Service Engi- 
neers Society was to hold its 
second annual convention, Oct. 
23-25 (of which Jim Downs, 
now a veteran Cleveland sup- 
plies wholesaler, was convention 
chairman). There was some- 
thing of a coordinating effort 
in Chicago directed by H. T. 
McDermott, secretary, RSES, 
and Herman Goldberg of Stand- 
ard Refrigeration Parts Co. 

The Oct. 16, 1935 issue of the 
NEWS reported: 


‘News’ Held Open House 


“The News will hold ‘open 
house’ all Wednesday afternoon, 
Oct. 23, where the refrigeration 
supply jobbers and manufactur- 
ing representatives will hold in- 
formal conferences on problems 
of mutual interest. At 6 p.m. a 
buffet supper will be served at 
the home of the News, after 
which the group will adjourn to 
the Hotel Fort Shelby to at- 
tend the ‘Exhibitors’ Frolic’’ to 
be staged by the Refrigeration 
Service Engineers Society. 

“The meeting of refrigeration 
supply jobbers sponsored by the 
Detroit committee has been 


under consideration since last 
summer and is the result of fre- 
quent suggestions that some- 
thing should be done_ to 
straighten out the tangled con- 
ditions which have developed in 
the replacement parts and sup- 
ply branch of the industry. 


Problems of the Industry 


“During the past year or two 
the number of jobbers handling 
replacement parts and_  sup- 
plies has been growing very 
rapidly and the manufacturers 
have been confronted with a 
difficult problem of determining 
just what concerns are actual- 
ly performing the functions of 
a jobber and therefore entitled 
to a preferential discount.” 

The meeting was held as 
scheduled and the _ supplies 
wholesalers formally organized 
into an association, and manu- 
facturers of refrigeration equip- 
ment, parts and supplies, os- 
tensibly on hand to guide the 
wholesalers, laid the ground- 
work for the establishment of 
an organization that eventually 
became Refrigeration Equip- 
ment Manufacturers Associa- 
tion, which in the  not-too- 
distant past merged with the 
Air Conditioning & Refrigera- 
tion Machinery Association to 
form the present Air-Condition- 
ing & Refrigeration Institute. 
But to get back to the whole- 
salers, or “jobbers” as they 
were generally known at that 
time. The Oct. 30 issue of the 
NEWS reported on the meeting: 


How ‘News’ Reported on 
Formation of Association 


“Jobbers of refrigeration sup- 
plies banded together to organ- 
ize the National Refrigeration 
Supplies Wholesalers Associa- 
tion, to insure the development 
of their rapidly growing branch 
of the industry along sound, 
healthy lines. 

“Formal constitution and by- 
laws, to regulate membership in 
and conduct of the business of 
the association, were drawn up 
and adopted. 

“Government of the associa- 
tion is in the hands of a board 
of directors of nine members, 
who will be elected in sets of 
three, for three-year terms. This 
group, in turn, chooses the offi- 
cers of the association from its 
ranks.” And published in the 
Oct. 30 issue was the full text 
of the constitution and by-laws. 

All this sounds like it came 
about through some _ very 
solemn and formal delibera- 
tions, but it didn’t happen quite 
that way. Not that the atmos- 
phere wasn’t serious, but all of 
the above was accomplished in 
a few hours, which necessitated 
considerable scrambling and 
little deliberative procedure. 

In fact, in recalling the occa- 
sion recently [Irving Alter, 
president, the Harry Alter Co., 
Chicago, recalls that with com- 
mittee meetings going on all 
over the NEws’ offices, the con- 
stitution and by-laws for the 
association were drawn up in 
the composing room of the 


FIVE YEARS AFTER the suppli holesaler association (now 
ARW) was founded the 1940 national convention of the group 
was held in Chicago, and this picture was taken at one of 
the convention sessions. The editors (with some assistance from 
industry veterans) could not identify all those in the picture, 
but the remarkable thing is that of all who could be identi- 


OF THOSE PICTURED at the 1943 convention of the ARW 
group, once again all except those who left the scene either 
because of death or retirement, have remained in the field 
of lies and t wholesaling. In this picture mov- 


et ad 


fied, everyone has remained in parts and suppli holesali 

to the present, or until retirement, a testimony both to the 
continued growth and appeal of the industry, and to the 
stability of this segment of it. Without attempting to place 
them, moving from left to right one will find Carl Ruegg, 
Omaha; Frank Langsenkamp, Jr., Indianapolis; G. W. Booth, 
Richmond, Va.; Oliver Forslund, Kansas City; C. W. Dennis, 
Sioux City, lowa; E. L. Bengston, Davenport, lowa; Irving 
Fajans, New York City; J. F. Wickham, Lincoln, Neb.; Peter 
H. Askew, Los Angeles; Robert Sheperdson, Worcester, Mass.; 
Frank Pond, Minneapolis; Frank Walter, Houston; Albert Hofeld, 
New York City; Harold McCombs, Denver; Joseph Simons, 
Hartford, Conn.; J. C. Freisen, San Antonio; Jess Rauch, Oak- 


ing from left to right (roughly) are Mrs. Robert Gennett, 
Birmingham, Ala.; the late Warren Parker, Greensboro, N. C.; 
M. J. Trautman, Washington, D. C.; Gustave Larson, Milwaukee; 
Russell Duncan, Indianapolis; Jack Glass, Chicago; Paul 
Shapiro, Kansas City; Robert Spangler, St. Louis; William 
Culver, Saginaw, Mich.; Carl Payson, Springfield, Mass.; Ss. P04 


Mohler, Jr., St. Louis; Frank Langsenkamp, Jr., P 
Otto Friemel, St. Minneapolis; 


Louis; Robert Vincent, Pat 
Ravenesi, Melrose Park, Ill.; Jess Rauch, Oakland, Calif.; Al 
Gatz, Chicago; George Roche, Baltimore; Joe Cavataio, E. St. 
Lovis, Hl; and (half in the picture) John Homan, Dayton. 


land, Calif.; William Culver, Saginaw, Mich. 


—These Photos by Irving Alter 


printing department, with the 
actual writing being done on 
the “stone” as the table upon 
which pages are put together 
is known in printers’ terms. And 
the writer recalls being sent out 
to pick up a copy of the by-laws 
of some fraternal order—the 
Eagles we seem to recall—to 
serve as a model. 


Atmosphere Was Informal 


The occasion was not all 
work and no play. Temprite 
Products had supplied a draft 
beer cooler and it was presided 
over by John Belleman, then as 
he is today the chief linotype 
operator in the NEws’ printing 
department, and many a con- 
ference that day was carried on 
over mugs of the foaming brew. 
Entertainment that night at 
the Exhibitors’ Frolic at the 
RSES convention and exhibit 
was provided mainly in a 
“revue” staged by some of the 
NEws’ girl secretarial and cleri- 
cal employes. 

A major problem that occu- 


definition of the term was pre- 
pared for submission to manu- 
facturers of supplies: 

“1. A jobber is a person, or 
company who purchases mer- 
chandise (refrigeration) from 
at least five manufacturers and 
resells same to servicemen, dis- 
tributors, dealers, or the trade. 

“2. No jobber shall operate 
a service shop or organization, 
except for the trade, and no 
jobber shall do retail work.” 

The following is a listing of 
some of the individuals in the 
wholesaling field who were pres- 
ent and had a part in the found- 
ing of ARW, and who either 
continue active in the industry, 
or distinguished themselves in 
the field, even though they may 
be deceased or no longer con- 
nected with the industry. Their 
company affiliation is that of 
October, 1935: 

E. P. Sorensen, Airo Supply 
Co., Chicago; Irving Alter, The 
Harry Alter Co., Chicago; H. 
W. Blythe, H. W. Blythe Co., 
Chicago; Karl L. Debes, Debes 


& Co., Cleveland; Henry V. 
Dick, Henry V. Dick & Co., 
Charlotte, N. C.; Ray Fischer 
and W. J. Culver, J. Geo. 
Fischer & Sons, Inc., Saginaw, 
Mich.; Lloyd H. Roberts, Fors- 
lund Pump & Machinery Co., 
Kansas City, Mo.; H. W. Park- 
er, Home Appliance Service Co., 
Greensboro, N. C.; Frank Lang- 
senkamp, Jr. and J. A. Cassady, 
Langsenkamp Co., Indianapolis; 
J. M. Obere and E. H. Davey, 
J. M. Oberc, Inc., Detroit; Fred 
C. Swanson and Chas. A. Kabat, 
Paramount Electrical Supply 
Co., Inc. New York; M. F. 
Stutzman, R.S.D. Distributors, 
Richmond, Ind.; Robert H. 
Spangler, The Spangler Co., St. 
Louis; H. W. Small, Thermal 
Service Co., Inc., St. Paul; R. E. 
Thompson, R. E. Thompson 
Co., St. Louis; Boyd Evans, 
United Refrigeration Supply 
Co., Memphis; H. S. McCloud 
and T. H. Metzler, Williams & 
Co., Inc., Pittsburgh; L. M. 
Young, Young Supply Co., De- 
troit. 


pied both the supplies whole- 
salers and the manufacturers at 
that 1935 meeting was the 
matter of defining a “supplies 
wholesaler.” (The matter of 
terminology bothered the indus- 
try for some years. The “whole- 
salers” themselves preferred to 
be known by that term, but in- 
dustry usage, probably because 
many manufacturers had been 


The completely silent 
Air Cooled Condenser 


Never needs cleaning 
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accustomed to dealing with 
automotive parts “jobbers” 
favored this latter term for 
many years). The NEws’ report 
on their meeting stated: 
“Meeting as an unorganized 
group, with a lot of common 
problems but no definite ideas 
of how to settle them, the job- 
bers came out of their session 
with at least a partial definition 
of the term ‘jobber’ and with a 
number of temporary commit- 
tees appointed to further the 
work of the organization. 


A "Jobber’ Is Defined 


“First thing the meeting had 
to decide was this poser: what 
is a jobber, and what functions 
must a business perform to be 
considered a bona fide refrig- 
eration supplies wholesaler? 

“After considerable discus- 
sion, the following tentative 
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WATER 


coun COAXIAL 
CONDENSERS 


Domestic and sea water models 
Reduce costs 40% . . . Reduce conden- 
ser water 35% . . . Reduce refrigerant 
charge . . . Stabilize capillary perform- 
ance . . . Compact shapes. 


MOTORIZED VALVES 


For chilled water cooling systems and for 

— systems . 
. Compact . 
No current draw when open. 


EDWARDS ENGINEERING CORP. 


938-6Alexander Ave., Pompton Plains, N, J. 


100% positive shut-off - 
. Low cost... Low Voltage  ByLeTin 
MV-1 


TEmple 5-2808 


“One of the nation’s largest manufacturers of Residential and 
-, Commercial Baseboard and in Radiation, Motor. _ 
ized Valves, Air and Water-Cooled Refrigerant Condensers.” 
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...YOUR MOST RELIABLE SINGLE SOURCE 
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Wholesalers . . . a nationwide network of sound, well financed businessmen, 
stalwarts of the industry, are on the scene to serve you. These wholesalers 
have complete stocks of Dunham-Bush parts and products always on 
hand to fill your unforeseen as well as your anticipated needs. 

Supporting and supplementing these wholesalers are the Dunham-Bush 
sales engineers... factory trained and company employed ...ready to 
provide any desired assistance before, during and after a job is installed 
... furnishing the interested personal attention that signifies superior 
service and identified responsibility. 

The line these men represent is the industry’s most complete... air 
conditioning, refrigeration, heating and heat transfer products produced 
to quality control standards that protect your reputation, too. 

And behind the scenes is Dunham-Bush’s continuing and extensive 
program of research and development from which springs the steady 
stream of advanced design products that make your installations superior, protect your jobs 
from premature obsolescence. eis 

On all counts . . . ready availability, product superiority, sales and service follow through. .. 
you'll find DUNHAM-BUSH your most reliable single source. 
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